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Your 1951 Louisville Grand Slam golf catalog is 
ready. It is beautifully produced in full: color fo 
stimulate maximum sales appeal and designed for 
quick, easy reference. 
There are two different editions — one with 
binding margin and one without. 
Take advantage of this free offer and reserve all 
the copies of either type you need 

GRAND SLAM 


now. Address Dept. HA. y- wll —_ 
Ould e GOLF CLUBS 
HILLERICH & BRADSBY CO., INC. BRT VV TST) me 


LOUISVILLE 2, KENTUCKY GOLF CLUBS 


Also makers of famous Louisville Slugger Bats 
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AS WE BEGIN 


Wooster’s (i) 
Centennial Year” - 


Great-grandfather used a Wooster Brush 








back in the 1850’s. Then, as now, Wooster 
THREE STEPS TO BIGGER BRUSH SALES Brushes were considered among the finest. 
They’ve had to be consistently good to live 

THE WOOSTER ‘ dave 


up to the century-old credo, “If it’s worth 
3-POINT MERCHANDISING PLAN painting, it’s worth a Wooster Brush”. 
As we begin our second hundred years of 


brush manufacture, we hold to the exacting 


— 


WOOSTER | 
m eS 





e REDUCED INVENTORY 


through faster turnover. No capital 
or storage tied up in slow-moving 
items. Only best-sellers are 
stocked. provide the best in paint brushes for any job, 


principles which have earned Wooster its 





reputation for quality: A sincere desire to 





at the best possible price .. . a constantly 
e BALANCED STOCK 
condensed to meet popular de- 


mand. A tested selection of 26 of materials . . . continued top-grade work- 
| best-sellers in the Wooster Line. 


forward look at brush design and selection 





manship ... development of new and better 
| ® BUY APPEAL merchandising and sales methods. 
through display units for wall, Look to the famous Wooster Foss-Set Pure 
table top and counter. Every brush 
out front, selling itself! (Wooster Bristle and popular Wooster Foss-Set Nylon 


Wall Sampler, illustrated.) : . - 
Brushes for your biggest turnover, profit 


and sales satisfaction. Look to Wooster for 


Pree TT Te rere : tiuuxete the best in brushes for avother hundred years! 


WOOSTER BRUSHES 


Foss: -SE 


00S 
GUARANTEED ET THE WOOSTER BRUSH COMPANY e WOOSTER, OHIO ¢« SINCE 1851 Weoss-ser 
ALL pyre BRISN* NYLOP 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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“The first thing I tell’em 
Is, It's YALE!” 




















Says Martin O’Hara, O’Hara Hardware Co., Ottumwa, lowa. 
“That's the big advantage in selling a line people know is good. With YALE 
there’s no question of quality. Selling is simply a matter of showing 
my customers the right YALE item for their particular needs.” 
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One of YALE’s 


super pin-tumbler 


padlocks—830 
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Silver 6's 
_ showing— 


they sett  _Here’s your best-seller in 
maximum security padlocks— 
the finest YALE makes! 





¢ Solid bronze case The phrase “It’s YALE” is thé finest sales 
e Hardened steel point you can make about any padlock. 
shackle, chromium And when you can top that with the many 
plated extra selling features built into a YALE 
¢ Locks at heel and toe padlock, you've got a sure-fire formula for 
i * Five pin-tumblers fast selling. Here’s a line that’s easy to 
¢ Changes “trade up.” There’s a lock for every pur- 
a practically pose. It will pay you to keep them well 
de al unlimited displayed. 
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THE YALE AND TOWNE MANUFACTURING COMPANY 
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JANUARY ee 95 
a 
There is no “closed season” for files. Every month can yield a 
profitable volume of file sales for the hardwareman who keeps his 
offerings stirred up under a program like this. Keep this ad on 
your desk and let your first resolve be to get the simple, flexible, 

J a " KENN 
compact, eye-catching Nicholson File Display Unit through your ceOR 
wholesaler. It’s your big year-round sales-bagging gun. Set it up- 

. . RUD 
right, or flat, on your counter, island or tool bar; or hang it on wall, 
i HARC 
post or cabinet. Holds popular assortment of files in orderly ar- 
rangement and fresh-keeping individual cellophane-wraps. J 
( 
= EUGEI 
NICHOLSON FILE CO., 25 ACORN ST., PROVIDENCE 1, R. I. => KARI 
(In Canada, Port Hope, Ont.) "hae <S 
GEOR 
HARRY 
"W 
PUSH SAW FILES URGE FARMERS to 
for early-spring ac- get a useful assort- GEORGI 
tivities with pulp- ment of files now— 
wood saws, bucksaws, for repairing, sharp- 
handsaws, crosscut ening, tuning up 
saws, chain saws, farm machinery and 
small circular power tools for the coming 
saws. busy season. 
OL 
. e e e - e e . e . . . . . . . os . . * . . . . 
JUNE E. R. 
WINDOW DISPLAYS, AUTO AND GENERAL F Y HOUSEHOLDERS Te 
associating files with REPAIR SHOPS are Yj will be delighted with 
gardening and other busy. Send them U4 this novel Handy File. 
tools on which they word that you are Feature it as a ‘‘Spe- 
can be used, will Y/ headquarters for the cial’’ and watch the WILL 
stimulate spring and files they need. sales pour in. T. 
Sunmuner business. 
2 russ 
Sono neeneneeinentinna WMH. .. S 
. 7 * . 7 * . * 7 . ° . ° ° . - . . . . . . . . . 
JULY 
REFILL COUNTER HOBBYISTS start R. J 
DISPLAY UNIT— laying in tools about COMBINATION ' 
check your stock this time. Put some OFFERS of files for 
and order from your Rotary and Swiss (1) householders, (2) 1 
wholesaler a supply Pattern files where farmers, (3) repair 
of refills based on they can see them. mechanics have great 
first six months’ sales. Early sales—extra sale attraction. 
® gravy’! L. 4. 
7 
. . + 7 . ° . e + - * ° oo . . ° ° 7 e 7 o . ° 
CHRISTMAS 
TELL YOUR CORDWOOD AND HARVEST is yours 
WHOLESALER now PULPWOOD CUTTERS with Swiss Pattern, 
what files you'll need are going into action. Rotary, Handy, SUBS! 
for the big Holiday They'll need The Curved Tooth and and its | 
season. Early order— right file for the job other out-of-the- ada: $3 
early delivery! of sharpening their ordinary files for $5.00 ; 
saws. gift-giving. i pe 
HARD 
1855, suc 
ware,” | 
ware R 
Hardwar 
Hardwar 
: porter," 
¥ man," 
eos A FILE FOR EVERY PURPOSE Scout 
; , ware,” h 
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UY AMERICAN; 


—the COMPLETE Chain Line 


A Few of the More Popular American Chains 


DOG and KENNEL CHAINS— 
These and also the HALTER and 
TIE-OUT CHAINS are made of 
Tenso Pattern Chain, the most 
popular weldless pattern made 
of wire. Dog Chains also made 
of Elwel twist link welded chain. 
SASH CHAIN—Acco No. 8 runs 
smoothly over any cord-pulley. 
TWIST LINK MACHINE CHAIN 
—A light, strong welded chain 
—one of the popular Elwel 
patterns. 

PROOF COIL CHAIN—Also 
calledcommoncoil chain. A gen- 
eral-purpose steel welded chain. 


cco 


HEAVY DUTY CHAIN—Also 
called Dredge or Crane Chain. 
A wrought iron chain made in 
two grades. 


LOGGING CHAIN—Proof Coil 
or BBB Gradesteel chain, made 
up into assemblies of 10 to 20 
foot lengths with grab hook and 
ring or grab hook and slip hook. 


LOADING CHAIN—Electric weld- 
ed steel chain with strength, 
flexibility and light weight. 


POCKET WHEEL CHAIN—Links 
formed, welded and gauged to 
exact dimensions, 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


SAFETY CHAIN—Also called 
Plumbers’ Chain. Made of brass 
or steel stamped links, 
LOCK LINK COIL CHAIN—This 
pattern of weldless chain is par- 
ticularly good for operating 
over sprockets. 

® Look to your 
AMERICAN CHAIN whole- 
saler for all types of welded 
and weldless chain, fit- 
tings, assemblies, hooks, 
repair links, cotter pins. 
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Out of Stock Items 
Should be Back Ordered 


We have had a number of reports from dealers 
that some wholesalers and some manufacturers 
are cancelling orders for out of stock items in- 
stead of putting such merchandise on back order. 
This is not fair to the dealer and deserves a 
protest. 

Often the dealer has no way of knowing that 
some items were not shipped until he gets an in- 
voice. Then by the time he places another order, 
a shipment of the short item may have come and 
gone through the wholesaler, leaving the dealer 
out again. 

The most equitable procedure would seem to 
be to put short items on back order so that all 
dealers would get a share of the available sup- 
ply, even if it be on an allocated basis. 

Or the wholesaler could make use of a simple 
post card to advise the dealer that he is (a) tem- 
porarily out of stock, or (b) that material short- 
ages make the merchandise no longer available. 
The dealer could then either renew his original 
order and wait, or he could attempt to obtain 
the items elsewhere. But he would at least know 
that he wouldn’t be getting certain items which 
he had ordered. The helpfulness of such a notifi- 
cation would certainly be appreciated by the 
dealer and would overcome many of the objec- 
tions to the practice of cancelling short items. 

The dealer is facing enough new and difficult 
problems today, without adding additional ones. 
Fortunately, this policy is not widespread and 
undoubtedly wholesalers will realize the unfair 
position this policy puts many dealers in. 





Competition Never 
Relaxes, War or No 


None of the events of the past two weeks were 
likely to make life any happier for hardware 
dealers. Quite to the contrary, they served to put 
new emphasis on the seriousness of the outlook. 

We just barely missed out on an over-all price 
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Informal Editorial Comments 


By W. A. Phair 


freeze, due most likely to the fact that such an 
order would be unworkable without a large staff 
to administer it...and NPA does not have that 
staff yet. 

The copper order hit close to home and is only 
the forerunner of many such orders yet to come. 
A sellers’ market is by no means here yet; heavy 
post-Christmas inventories are going to take lots 
of selling to turn over. 

But when and as merchandise shortages bring 
us to a so-called sellers’ market, let’s make cer- 
tain that we don’t lose sight of the distinction 
between selling within a market, and selling 
against other retail groups. 

In other words, while conditions seem to make 
selling in your store a simple matter, there will 
still exist an intense, under the surface compe- 
tition from other retail outlets who would like to 
get into some of the lines that are now considered 
primarily hardware store lines. 

This competition is not relaxed during emer- 
gency conditions, in fact it is often intensified. 
No retail outlet can assume that it has an in- 
herent right to a line of goods. Such rights are 
earned, not inherited. And even though you may 
face merchandise shortages, it is still vitally im- 
portant that you maintain customer good will. 
If, by ill advised selling policies and incompetent 
sales people you drive customers to other stores, 
you may find yourself building up other outlets 
for the merchandise you will carry when condi- 
tions are normal again. No, there is no time for 
relaxing seliing efforts. Indeed, a woman’s work 
has much in common with a hardware dealer’s 
job... it’s never done. 





Macy Plugs Power 
Tools—So Can You 


Macy’s big department store in New York 
may not tell Gimbel’s everything it is planning, 
but sooner or later it has to tell its customers. 
And when it does this, we usually get a look at 
some pretty smart merchandisers at work; some- 
times we get an idea from them. 

That’s why we were especially interested in 


- 
‘ 


















the Home Workshop Show put on by Macy’s last 
week. We think home workshop equipment is 
especially well suited for moving through hard- 
ware channels and we wanted to see how a big 
cepartment store would handle it. And, believe 
it or not, there was very little that they did, out- 
side of the size of the affair, that couldn’t be du- 
plicated by any well run hardware store. 

And the usual cry of “anybody can do a job 
when you have price” is a little silly in this case, 
because out of the 12 items featured in their 
opening advertisement (reproduced herewith) 8 
were price-fixed by the manufacturer (Fair 
Traded) and hence gave Macy’s no price advan- 
tage over the neighborhood hardware dealer... 


Home workshop show 
See more than 30 hand and power tools demonstrated! 


‘Cy, 


= 


Starts tomorrow—9:45 
in Macy’s Famous 
Housewares Basement 


SEE and usr the tools yourself’ 





a point well worth considering the next time you 
get into a discussion of the merits of Fair Trade 
programs. 

As a matter of fact, this mass merchandiser, 
whose ads usually put much emphasis on price, 
seemed to studiously stay shy of the price angle 
in this particular ad. 

There were two points about this Macy pro- 
motion that should be of particular interest to 
a hardware dealer. One was the emphasis on’ 
demonstration, and the second was the emphasis 
on nationally known brand names. 

Over the past year we have said here many 
times that if you want to build volume in power 
tool sales you’ve got to demonstrate. This repe- 
tition may have seemed boring at times, but the 
more we see of successful power tool promotions, 
the more we’re convinced that hardware dealers 
must concentrate more on demonstrations, 

Of course everybody can’t put on 30 demon- 
strations at a time, as Macy’s does, but you can 
have several tools hooked up available for dem- 
onstration, and you can have some sort of a sys- 
temized, publicized plan for putting on demon- 
strations. 

Macy’s emphasis on national brand names rep- 
resents something of a recent shift on the part 
of the big retailers and, to an outside observer, 
suggests that they acknowledged, among other 
things, the drawing power of the national brand 
names... the same names available to hardware 


8 








dealers. Of course, once you get into Macy’s you 
are tripping all over their private brand mer- 
chandise, nevertheless the home workshop show 
was largely a national brand promotion, with 
one German import item featured. 

The past year has seen many hardware deal- 
ers turn to capitalizing on the fact that they 
carry national brands of merchandise. This still 
seems a well advised plan and if you’re not doing 
it, it certainly should be considered for future 
promotion efforts. 

A visit to Macy’s home workshop show re- 
vealed that even the mighty Macy has feet of 
clay. The space for the demonstrations was much 
too small, some of the equipment wasn’t in work- 
ing order, sales literature was lost in the mail, 
and some salespeople had that same blank stare 
that we run into occasionally in hardware stores. 

All in all, when it comes to home workshop 
tools, the big merchandiser doesn’t seem to have 
much of an advantage over the hardware store 
that is willing to do a good, aggressive job... 
and this type of merchandise deserves and needs 
such an effort. 





Make Garden and Lawn 
Supplies Plans Now 


With some merchandise already being allo- 
cated, and more shortages in sight, one of the 
ways to keep volume up is to put more emphasis 
on lines that are still in good supply. That sounds 
very obvious, but are you doing it? 

For example, what kind of plans are you mak- 
ing for spring garden and lawn supplies promo- 
tion? Here’s a line that appears, at the moment, 
to be in fairly good supply, except for certain 
steel goods, and can stand a good promotional 
push. 

But the situation suggests that you should get 
your orders in early and take delivery as quickly 
as you can. For example, while fertilizer, partic- 
ularly grades for farm use, are still in good 
quantity, efforts to increase food production may 
well change this position. Manufacturers re- 
port that buying of fertilizer from the farm areas 
is unseasonably heavy, so you had better check 
your order book now. It would also be desirable 
to get your lawn food in early, too. 

Lawn and garden supplies promotions offer 
many opportunities for related sales; seeds, 
bulbs, fertilizer, mowers, spreaders, hose sprin- 
klers, miscellanous steel goods, garden furni- 
ture, fencing, etc. 

Plan your advertising now, get your window 
trim ideas organized. Build a seasonal display 
in a good traffic spot, don’t bury it and wonder 
why you don’t get volume. 

From a long range viewpoint, this is an espe- 
cially good line to push. If the national picture 
follows the pattern of World War II, Victory 
Gardens will be back again and you'll be ahead 
of the game if you already have developed a 
reputation as a garden supply center. 

Hardware Age will be publishing many proven 
display and promotion ideas for lawn and garden 
supplies sales in coming issues. Read them, and 
then develop your own specific plans. 
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CLD wien Latches 


are STILL AVAILABLE 


In all respects up to the well established ILCO 
STANDARD OF QUALITY. No substitutions as yet 
for TIME TESTED MATERIALS. 


This Special ILCO Night Latch Package Deal which includes the effective 
SILENT SALESMAN counter and window display FREE, is *still available 
to ILCO dealers for prompt delivery. 


PACKAGE NO. NLDS CONTAINS... 


4 only No. 210 B Latches (top), Gold Bronze Case, 
5 disc tumbler cylinder. 


4 only No. 264 IV Hold-o-matic Streamlatches (middle), 
Ivory Case, brass 5 pin tumbler cylinder. 


13 only No. 218 C Latches (bottom), Heavy Gold Bronze Case, 
die cast 5 pin tumbler cylinder. 


21 Latches total - includes one each of above, mounted on the Silent Salesman. 


“PROMPT DELIVERY IS STILL POSSIBLE 


For an indefinite length of time, and of course, subject to conditions beyond our control, prompt delivery 
of the ILCO Night Latches shown on this page is still possible. All items referred to are made to the 
standard ILCO specifications for quality of materials, design and performance. We strongly recom- 
mend that our good friends in the trade take immediate advantage of this availability. 














263 GY Smooth Gray Case, 5 pin die cast cylinder 
263 IV Ivory Case, 5 pin die cast cylinder 

264 GY Smooth Gray Case, 5 pin brass cylinder 
264 IV Ivory Case, 5 pin brass cylinder 

26S Brown Pebbletone Case, 5 pin brass cylinder 
All with Hold-o-matic Feature. All backsets 23/9” 


218 Black Wrinkle Case, 5 pin die cast cylinder 
218 C Gold Bronze Case, 5 pin die cast cylinder 
219 Black Wrinkle Case, 5 pin brass cylinder 
All backsets 23” 


210 Black Wrinkle Case, 5 disc die cast cylindet 
210 B Gold Bronze Case, 5 disc die cast cylinder 
210 S Black Wrinkle Case, 5 pin die cast cylinder 
210 Y Black Wrinkle Case, 5 pin brass cylinder 
All backsets 21/4” 


241 Black Wrinkle Case, 5 disc tumbler cylinder 
241 B Gold Bronze Case, 5 disc tumbler cylinder 
All backsets 21/4” 








*Subject to any Government restrictions or limitations which may be 
imposed subsequent fo the preparation of this advertisement, 


@eeee 
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INDEPENDENT LOCK COMPANY 


MASSACHUSETTS 


FITCHBURG - 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Item-By-Item Price Lids Coming; 
ESA Circulating Trial Drafts 


Temporary abandonment of plans for a general 30- 
day price freeze has spurred new interest in the 
drafting of individual maximum-price orders for thou- 
sands of commodities. 

The fundamental problem plaguing the government’s 
price stabilizers is simply this: A staff of fewer than 
400 persons, many of them serving as per-diem con- 
sultants, is swamped in a mass of pricing data on 
virtually every commodity the nation produces or 
sells. 

Unless the Economic Stabilization Agency decides 
(1) to extend its present voluntary (‘“‘hold-the-line’’) 
price agreements with basic industries, or (2) to re- 
examine the 30-day freeze proposal, the actual issu- 
ance of product-by-product price ceiling orders is just 
around the corner. 


OUTLOOK—Preliminary drafts of ESA 
orders setting maximum prices on steel and 
scores of other metals, including scrap, are 
now being circulated among the price-control 
agency’s limited staff. In some cases, the 
orders are in the completed stage, lacking only 
the actual ceiling-price figure. Most of them 
parallel their counterparts which were in ef- 
fect five years ago when OPA folded. But 
with the exception of “a few cases,” nobody 





in ESA is currently able to come up with the ' 


“right formula” for controlling prices in the 
great majority of the producing industries. 


Federal Government Simplifies Its 
Small Order Purchase Procedure 


Hardware merchants will find it easier to do busi- 
ness with Federal Government as a result of the 
issuance by the General Services Administration of 
Standard Form 44, a combined purchase-order-invoice- 
voucher. 

The new form is designed to minimize paperwork 
and speed payment on small purchases, particularly 
those less than $10.00. In the past the Government 
has found many small merchants reluctant to honor 
small orders because of the administrative and bill- 
ing expenses. 

It is intended for emergency “over-the-counter” pur- 
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chases, “outside” purchases, that is purchases made 
away from established purchasing office, and for use 
at isolated stations. It may not be used for purchases 
in excess of $500, except by GSA and the Defense 
Dept., where the limit is $1,000. 

The order blanks will be issued in pocket-size book- 
lets. Each set of forms consists of an original and 
three carbons, eliminating at least one and in most 
instances two or more documents required by long 
form purchase orders. 

The buyer fills out the form with a pen or pencil. 
The seller signs the original which the buyer sends 
in for prompt payments. A carbon is left with the 
seller as his record copy. 

Use of the new form is optional until Oct. 1951. 


OUTLOOK—More simplification of govern- 
ment purchasing procedures can be expected 
& as the government moves to distribute a share 
in the defense business among small busi- 
nesses such as retail stores. 


Broadening of Construction Ban 
Reveals Acute Supply Picture 


No new retail store may be constructed without 
express NPA authority during a 30-day period, effec- 
tive Jan. 13. This is a temporary rule-of-thumb 
amendment, which similarly prohibits numefous other 
types of commercial construction, to M-4, made as a 
stop-gap measure. 

After Feb. 15, present plans are to authorize com- 
mercial building when it (a) helps the defense pro- 
gram, (b) is essential to health, welfare or safety, 
and (c) prevents hardship. 





CORRECTION: In the Washington Column of the 
January 11th issue of HARDWARE AGE, “‘screen’” was 
mentioned as being listed among the items for which 
copper may not be used. This was incorrect. The cop- 
per ban applies only to builders’ hardware manufac- 
tured in connection with sash hardware, screen hard- 
ware, and casement hardware items, not wire cloth. 





The primary revision consists of insertion of List 
B in M-4 which specifies the types of construction 
which must have express NPA approval. In addi- 


tion to retail type stores and warehouses, the list in- 

cludes banks and office buildings, hotels and restau- 

rants, and service establishments such as garages and 
(Continued on page 162) 
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regular and half surface 





ANOTHER EXAMPLE OF aoe willl 
iP Vale), ye Sele @s-mueley| | 1535 meal, | FAVORITE SUPPLIER 
OF QUALITY-BUILT 








A65-015 3-1/2" x 3-1/2” Ball Tip Butt Hinge 




















A wide selection of regular weight 


Butt Hinges and regular weight, 


Half Surface Butt Hinges ... both Ball Tip 


NI 


_* al 


and Button Tip (with Loose Pins) 


i NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS @© MERCHANT SALES DIVISION 


| 


Distinctive Hardware...All from ] sOurce.es 
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LATEST 


Jointer-Planer 


Atlas-Power King 4 in. jointer- 
planer features an easily removable 
rear bearing cap so entire head can 
be taken out and blades resharp- 
ened without disturbing their set- 
ting. When head is replaced blades 
position simultaneously. Tool also 
is equipped with a 25 in. gray-iron 
table, 21 x 3 in. easy to position 
fence, sealed-for-life ball bearings; 
and blade guards on both sides. 





Atlas Press Co., 2556 N. Pitcher 
St., Kalamazoo, Mich. 





Bait Casting Reel 


Martin’ bait casting reel is ad- 
justable so the weight of the plug 
will pull line from the spool and 
yet can be cast without thumbing. 
Other features include: oilite self- 
lubricating spindle bearings, spiral 
hunting tooth gears and a take- 
down feature for cleaning and 
oiling. Model 10 has all-aluminum 
parts polished and anodized. Re- 
tail: $12.50. Model 15 and 15S, for 
salt water use, retail at $8.95. Both 
have a 150 yd. capacity of 15 lb. 
test line but 10 is equipped with a 
removable cork arbor reducinz ca- 
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INFORMATION ON 





pacity to 100 yd. Martin Automatic 
Fishing Reel Co., Mohawk, N. Y. 





Repeating Shotgun 


Noble 12 ga. slide action repeat- 
ing shotgun with 28 in. barrel of 
proof-tested steel chambered for 
234 in. shells and fitted with the 
Ventilated multi-choke. Model 40 
has a six shot capacity, five in mag- 
azine, one in chamber, solid steel 
frame, push button safety, handy 
action release and side ejection. 
Gun has a No-Shoc rubber recoil 
pad and full shaped grooved slide 
handle. Noble Mfg. Co., Inc., Hay- 
denville, Mass. 





Aluminum Mail Box 


Dunbar aluminum mail box with 
hammertone finish. Equipped with 
a plastic window—length 11 in., 








NEW PRODUCTS AND SERVICES 


width 4% in., height 5% in. 
Weatherproof, it has a wide open- 
ing. Magazine rack holds several 
newspaper magazines and catalogs. 
Outgoing mail is placed vertically 
in slot and folded over upper lid. 
Shipped 12 to carton. Retail: $3.59. 
The Dunbar Co., 424 Ninth Ave., 
New York City 1. 


All-Purpose Pad 


Royal Anne Cherry, natural color 
all purpose pad for stove top, re- 








frigerators, table tops or under 
electrical appliances. Pad matches 
Continental Can’s deluxe Decoware 
kitchen ensemble. Pad features 
deluxe Pro-Tex construction with 
sheet steel top, smooth corners, 
air-cell insulation and _ protective 
asbestos backing. Sizes available 
are: 18 x 20, 15% x 20, 14x17 and 
7 in. round size for table use. Ball- 
onoff Metal Products Co., 1820 E. 
37th St., Cleveland 4, Ohio. 





Plaster Mortar Mixer 


A 6 cu. ft. capacity plaster and ° 
mortar mixer called Utility type. 
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in hardware merchandise. . 


It has a low charging height for 
convenient loading and is regu- 
larly equipped with a bag splitter 
and a safety grate. Special wheels 
are available for narrow door- 
ways. Drive is furnished either 
with or without clutch. Wheels 
disc type equipped with 4.00 x 12 
pneumatic tires. A typographical 
error in the issue of Jan. 11 inad- 
vertently described this item as a 
“motor” mixer. Muller Machinery 
Co., Inc., Metuchen, N. J. 





Kitchen Saw 


Kenberry kitchen saw has a 
heavy steel frame and a hack saw 
blade, both chromium plated. Saw 





is 954 in. long. Packed 12 to box. 
Saw supplied with illustrated sleeve 
display card. Retail: 59 cts. John 
Clark Brown, 1 Montgomery St., 
Belleville 9, N. J. 


Rotary Kore Drills 


Tilden kit of rotary Konkrete 
Kore drills consisting of six indi- 
vidual drill bits. Three are in the 
centerless type: 3/16, 14, % in., 
and three in the patented Kore 


HARDWARE AGE, JANUARY 25, 1951 


FOR THE HARDWARE DEALER 





type show the following size incre- 
ments: %, % and 3% in. Packed in 
a roll-around plastic case with pro- 
tective end flap and with fabric 
ties. Tilden Tool Co., 1995 N. Fair 
Oaks, Pasadena, Cal. 


Portable Barbecue Grill 


Royal portable all steel barbecue 
grill folds to 8 x 22 x 42 in. Finished 








in Sun-Glo baked-on enamel. Unit 
features a grill to hold steaks or 
(Continued on page 144) 








TO HELP YOU 


SELL 





AND OTHER DEALER 
SALES HELPS 


Royledge paper shelving, Roylies 
lace paper doilies and protector 
lining paper are displayed in this 
metal display rack occupying a 
space 33 in. wide, 20 in. deep and 
64 in. high. Rack shows variety of 
designs, colors and sizes very clear- 
ly and quickly. Rack includes metal 





display signs at top and both sides 
with grocves for price tabs. Royal 
Lace Paper Works, Inc., Brooklyn 
Lm. ¥. 


S-W Paint, Color Guide 


The fourth edition of the Paint 
and Color Style Guide and the 
Style Guide Companion books pre- 
sent color service available to 
homemakers without cost. The 
guide features hundreds of decorat- 
ing color schemes and the com- 
panion, a new selector of compatible 

(Continued on page 154) 
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Inventories 
Hardware 
and 
Building 
Material 


(millions 
of dollers) 





Source: Dept. of Commerce 














Consumer Buying Seen 
Holding Strong Rate; 
Jobber Stocks Higher 


Sales potentials for retail trade 
appears good for the weeks ahead. 

Consumers have been warned 
and rewarned about what is in- 
evitably in the cards as far as 
prices are concerned and are in the 
mood to make whatever purchases 
they have been considering, know- 
ing full well that it may possibly 
be years before they will again be 
able to pick and choose, as they 
have been accustomed to do. 

Despite all the discussion of the 
imminence of strict price controls, 
the man in the street knows full 
well that he is going to pay more 
for much of what he will buy for 
a long while to come. 

Buyers, too, are becoming aware 
of the fact that 1951 models are 
already making their appearance 
stripped of much of the bright 
work that has become the hallmark 
of American goods. 

Reports of December retail sales, 
and data on the condition of dealer 
and wholesaler inventories are 
awaited with considerable interest. 

The latest available data reveals 
that the book value of all manufac- 
turers’ inventories were a billion 
dollars higher at the end of No- 
vember than they were on Oct. 31. 

The stocks of 270 reporting 
wholesale hardware firms at the end 
of November had a higher value 
than at the end of October—$139 
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November hardware sales up 15% . . . Appli- 


ances expected to be in short supply by 


spring ... Consumer credit dips for first time 


in7 years... Paint outlook favorable for 1951. 


million as compared with $133 mil- 
lion. The end-of-November inven- 
tories of these firms were 19 pct 


higher than they were the year 
before, but this was partly due to 
rising prices. 


Housewares Association President Sees 
1951 As Good Year for Live-Wire Dealers 


A belief that retailers will face 
“an unprecedented opportunity to 
really cash in on housewares and 
appliance sales during 1951 but 
that they will do so only if they 
continue to plan widespread pro- 
motions and hard-hitting consumer 
appliance sales and demonstra- 
tions through the entire year,” 
was expressed recently by J. W. 
Alsdorf, president, National House- 
wares Manufacturers Association, 
and president, Cory Corp., Chicago. 

“If I were the owner of a small 
retail store or a wholesale dis- 
tributing organization,” he con- 
tinued, “I would plan my activi- 
ties for 1951 exactly as though I 
were going into the most competi- 
tive year in my history. I believe 
that the greatest danger to the in- 
dividual retailer and to the indus- 
try as a whole is the danger we 
face from manufacturers and re- 
tailers alike who believe that it is 
impractical to plan any advertising 
or sales promotional activity for 
1951 due to the fact that it is im- 
possible at the present time to tell 
exactly where we are going. 

“T believe seriously that retailers 
will be able to get a _ sufficient 
amount of goods to keep them well 
occupied and to keep them busy 


exerting every promotional activ- 
ity that they have ever learned as 
a means of keeping their sales on 
a high plane.” 

Mr. Alsdorf declared that “the 
fellows who persistently delay plan- 
ing and rely upon cut price ac- 
tivities and poor merchandising 
techniques will, as usual, find them- 
selves falling by the wayside.” 


Kellogg Brush Co. Will 
Raise Prices Feb. 10 


Kellogg Brush Mfg. Co. has an- 
nounced that as of Feb. 10, it is 
increasing prices on many of its 
brushes. New trade price lists are 
being printed. 

On the same date, minimum fair 
trade prices will also be the retail 
list prices and on future billings 
discounts will be shown on that 
basis. The only exception to this 
is on No. 720 nylon baby bottle 
brushes. 


Ekco Copper-bottomed Ware 
Put on Allocation 


Ekco Products Co. has allocated 
its entire line of deluxe, copper- 
bottomed cooking utensils, follow- 


(Continued on page 188) 
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Menus of 


Selling PERFORMANCE that is BUILT IN 


The most successful salesmen are those who 
sell performance . . . not just products. 

Earl Traynor, salesman for Thomas H. Brad- 
ley, Inc., of Watertown, N. Y., distributor of 
hardware and industrial supplies, makes it a 
practice to sell fasteners on the basis of per- 
formance. 

When the values built into RB&W products 
are translated into terms of what the customer 
wants, both dealer and distributor are better 
able to maintain volume and profits on quality- 
priced merchandise —and, with the help of 
dependable RB&W fasteners themselves, keep 
the customers satisfied. 


RBaWw 


The Complete 
q Quality Line 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Iil., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooga, Dallas, 
Oakland. Sales agents at: Portland, Seattle. 


106 Years Making Strong the Things That Make America Strong 


The values that Earl Traynor tells his custom- 
ers about are built into RB&W fasteners by 
men like John Waring. 

John operates a bolt-maker in RB&W’s Port 
Chester plant. Automatic cold-heading, which 
RB&W originated, accounts for the superior 
strength, greater accuracy, almost perfect uni- 
formity and improved appearance of RB&W 
bolts. 

Here, and in other manufacturing steps, 
RB&W builds into its bolts and other fasteners 
the maximum soundness that enables them to 
perform as well, on the job, as Earl Traynor 
says they will. 
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FOR YOUR BIGGEST YEAR WITH BI 


New Low Prices! Ne 

















on Bridgeport Aer+a+solt Insecticides! Increasing volume has enabled Bridgeport to bring 
you NEW LOW PRICES...even in the face of rising costs on these leading sales items. 
1951 
Fair Trade 
Retail Prices 
#400 Bridgeport Aersassol Insecticide ........++.-. 12 oz. $1.59* 
Spearheas 
#412 Bridgeport Roach & Ant Killer . .......4... =. 1202. 1.59* KEEPING 
PLUS these proven values in the Bridgeport line: coast... 
own com 
#100 Bridgeport Aersassol Insecticide . . . . 2... ee es 3% oz. .79* ' 
ba #200 Bridgeport Aer+axsol Insecticide (High pressure) . . . . 15 0z. 2.95* | And in ac 
| a FLIES « mosauil’ #300 Bridgeport Aersassol Insecticide (High pressure) Refillable 16 oz. 3.95* Bridgepor 
1S) MANY OTHER INSE , 
Refills at $2.25* with old container | 
#424 Bridgeport Moth Proofer ........+6-. «ee 12 oz. 1.89* 








plus New ltems! 


Another famous first in the Bridgeport line... new Bridgeport Aer+assol Insecticide with 


revolutionary “feather touch” dispenser cap for convenience and positive control. Easiest to 





use! Order now... | Fair Trade 
Retail Price 
wn dll 
#401 Bridgeport Aersassol Insecticide .........24.. 7 oz. $1.19* 





New large 12 oz. “BUG BOMB” Insecticide. Attractively packaged and priced to meet every | 





c 
trade demand for an economy item. Order from your wholesaler today. 
Suggested ( 
FLIES - mosQuiTd! | en s 
MANY OTHER INSIC 
#120 New “BUG BOMB” Insecticide... .. 2... 2024s 12 oz. $1.09 















*Fair Trade Price 


tT rade-Mark 
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BRIDGEPORT AER*A*SOL 





New National Advertising and 
Merchandising Support... 


Spearheaded by LIFE, BETTER HOMES & GARDENS, LADIES’ HOME JOURNAL and GOOD HOUSE- 
KEEPING . . . plus Sunday Newspaper Magazine supplements . . . blanketing key markets coast to 
coast .. . covering more than 86 million regular readers . . . reaching thousands right in your 


own community ++. your best customers. 


And in addition—FRESH POINT-OF-SALE DISPLAY MATERIAL to stop and sell your customers. 
Bridgeport means business... for YOU! 








A BIG START IN A BIG WAY 
=FOR GOOD-AIRE IN 1951 


4nd nothing's as big as 





© 


STALE SMOKE - SICK ROGHS AZ 


over 5,000,000 full pages—in February Sth issue—Bridgeport Sells Everybody 
Good-airet — America’s favorite way to banish household odors. (Check your ae 
stocks—get Good-aire on display to cash in on this new and bigger campaign!) — = 


Order from your wholesaler. 
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BRIDGEPORT BRASS COMPANY 


Bridgeport BRIDGEPORT 2, CONN. 
AER-A-SOL PRODUCTS 


World’s Leading Producer of Aer+a+sol Products 

















Tough 
inner core 


of strong aluminum 
alloy, to which the outer coating 
is permanently bonded. This 


core gives aluminum screen- 
ing high tensile 
strength. 
Outer 
cladding 
of special, 
corrosion — 
resistant Alcoa 
Aluminum 
Alloy. 

















What your customers should know 


about ALUMINUM SCREENING 


CORROSION RESISTANCE 


They should know that when properly installed and given reasonable maintenance Aluminum screening is woven 
(by brushing off accumulated dirt and cleansing with a spray of water), Alclad 56S of Alecn Aildad Aluminem (4 
screening will give excellent service—on the seacoast or in any locality. U. S. Department of Commerce 


specifications by these leading 
manufacturers: 


NO STAINING 


They should know that aluminum screening can't stain; can’t rust-streak white surfaces. 
American Wire Fabrics Corp. 





REASONABLE PRICE Chase Brass & Copper Co. 
They should know that aluminum screening is comparable in price to other premium Clinton Wire Cloth Company 
metal screening. Cyclone Fence Division 
(American Steel & Wire Co.) 
They should know that you recommend it as the best buy in screening. Hanover Wire Cloth Company 
Heilig Bros. Company, Inc. 
ALUMINUM COMPANY OF AMERICA, 824A Gulf Building, Pittsburgh 19, Pennsylvania. The C. O. Jelliff Mfg. Corp. 
Keystone Wire Cloth Company 
BECAUSE REARMAMENT NEEDS COME FIRST, you may not be able New York Wire Cloth Company 
to get all the aluminum screening you want. Weavers are doing their Pacific Wire Products Co., Inc. 
best to allocate shipments fairly. Your supplier will do his utmost to help. Ponaweven, ine. 





Spargo Wire Company, Inc. 


Look for this faq on Standard Wire Cloth & Screen Co. 


Reynolds Wire Company 


Aluminum Soreening. Wickwire Brothers, Inc. 


Woven Wire Fabrics Division 


Your customers willl (John A. Roebling’s Sons, Co.) 


a 
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GOOD/YEAR presers 


the finest hose 
line ever 
offered! 


MATCHED TO YOUR MARKET 





BACKED BY THESE HARD-HITTING HELPS 


NEW SALES-MAKING DISPLAY shown here holds 
over 1000 feet of hose in only 2 square feet of floor 
space. Attractive garden-furniture design keynotes 
whole department—takes full profit advantage of 
short garden hose selling season. 


\\ | “TELL ALL” GUARANTEE CARDS with every length 
] | \\ | of hose tell your customers what they‘re buying in 
terms of hose service. 


NATIONAL ADVERTISING of “the greatest name in 


rubber,” 
is woven 
minum to e Window Banners 
‘ommerce : 
e leading e Counter Booklets 


e Newspaper Mats 


“3 Ways to Sell More Garden Hose” 


Display Cards 





hii | Folder — “Suggestions for Hose Displays” 
ne. : 


‘orp. New Booklet 


emtand “Do's & Dont’s for Watering Your Garden & Lawn” 
‘ompany 


‘o., Inc. 


Inc. 
screen Co. 
ly 


> GOOD, YEAR 


GARDEN HOSE 











THE HOSE LINE THAT'S MADE FOR 
YOUR MARKET...AND YOUR PROFITS 





as 
Hose Type Construction pacing a ipeng cat pe 
| vinyl cover rayon 
TELL THE “FIESTA” reinforcement seamless tube $8.26 10 $ .83 
GOODYEAR é neoprene cover rayon braid 
WINGFOOT reinforcement, seamless tube 8.96 15 59 
QUALITY neoprene cover, braid of rayon, 
ELM statins tie 7.60 10 76 
STORY WITH rubber tube and cover, 1.30 
rT WAR PATHFINDER single rayon braid 6.51 5 : 
5 CHART ALL-VINYL lightweight plastic 9.50 10 .95 





Wingfoot, Pathfinder — T.M.’s The Goodyear Tire & Rubber Company, Akron, Ohio 


* Bosed on overage 1950 retail prices. 








ZO RUBBER HOSE 101 voue manus 


EMERALD CORD-—finest garden hose made. Sell it to your estate and 
golf course customers. Known for years as the “top” garden hose for 
service. 

WINGFOOT—combines high quality materials to give hose buyers more 
for their money in service, strength and ease of handling. 
ELM—lightweight and long service offered at a price to appeal to the 
average home owner. 

PATHFINDER—ideal for the economy-minded buyer. Has many features 
of the higher-priced constructions, yet sells at a money saving price. 
GLIDE—a shrewd bargain for the budget-conscious buyer. Features good 
quality at the lowest possible cost. 


ALL- V N Y | too — Long Life, New Style Appeal! 
Lightest Weight! 


Ideal for the style-conscious buyer, with its at- 
tractive lettuce-green color. Appeals to women 
for its light weight and ease of handling. WRITE TODAY 


GOODFYEAR 


on our profit- 
THE GREATEST NAME IN RUBBER 







O 
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making 1951 
Hose Promotion 
to Goodyear, 
Hose Soles, 
Akron, Ohio. 















. | F S TA Line. Completely New! Brilliant New Colors! | 
Amazing Strength, Flexibility! Long Life! Light Weight! 
It's a new, completely different kind of hose—quality-built to combine 
sparkling appearance with rugged strength. Satin-smooth flame- 
polished VINYL cover in sunproof, wear resistant red, yellow or green. 
Lightweight, high strength rayon reinforcement, seamless rubber tube. 
: Z Competitively priced, outstanding for quality. 
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OF GARDEN TOOLS 





No. PHG20 


Here’s the “Hit Parade” of Garden Tools 


(No. PHG20) 


All fast movers! Handily packaged. Beautifully and compactly dis- 
Played. These 20 tools are only a starter on Seymour Smith for most 


stores. But they're a fast and profitable starter. 


eee, 


SPRING “HIT PARADE’’ 














Pruning Tools 


Here's a hand picked selection of the fastest-moving 
units of the most popular garden tool line in America 
—Seymour Smith. 

They're the people's choice — more people have 
bought them, more will buy them in the Spring of 1951 
than any other similar tools. That's literally true, and 
a mighty sound reason why you should have them. 


AND HERE'S ANOTHER REASON: 


Grass & Hedge Shears 


20 TOOLS FOR $33 


(dealer's cost) 


DEALER PAYS $33.00 


DEALER COLLECTS  $49.45* 


DEALER’S PROFIT $16.45* 


Unique, colorful counter display at no extra cost. 
Takes little space on the counter. Does a whale of a 
job at the cash register! 20 copies of the new Seymour 
Smith Pruning Book—at no extra cost—one for each 


tool purchase by consumer. 


Bigger-than-ever consumer ad program 











Suggested 

Consumer 
No. PHG20 Each*® 
3 Hedge Shears #A54-9......@.$3.50 
4 Grass Shears #A57............@ 1.95 
2 Grass Shears #257...........@ 2.75 
6 Pruners #£119...0.0000000.. @ 2.75 
3 Pruners F#FA122....0..00.00000...@ 1.65 
2 Preners 7-116.............. @ 2.10 


Total Resale Value 
Dealer Cost 
Dealer Profit 


approximately 10% higher 
Shipping wt. 25 Ibs. 





Total 
Resale 
Value 
$10.50 
7.80 
5.50 
16.50 
4.95 
4.20 
$49.45* 
$33.00 

$16.45* 





20 Pruning Books—no extra charge—1 for each tool 


*Consumer prices—Denver and west— 


For this unit and other Seymour Smith tools, order 
from your jobber. If he cannot supply, write direct. 








SEYMOUR SMITH & SON, IN 
11501 Main Street, Oakville, Conn. 


Sales Representative: JOHN H. GRAHAM & CO., INC. 
105 Duane Street, New York 8, N. Y. 


C. 
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no introduction necessary 


The name “RIEGEL” needs no introduction to thousands of 





workers. They know from long use that it stands for work 


gloves they can always rely on for comfort, economy and rug- 








ged resistance to wear. 


No wonder,.. for RIEGEL Gloves are made by one company 
from raw cotton to finished product .. . according to strict 
enna enewes snner qxewes specifications and under constant supervision. No other work 


Big, thick, fleeced inside. Most economical for gloves are made in this fashion. 
warmth and long wear. All popular weights. 


Sizes for men, women and boys. 


Write for our catalog showing a complete line of styles for 


every type of work. 


RIEGEL TEXTILE CORP., 342 Madison Ave., New York 17, N.Y. 


HOT MILL GLOVES 


ideal for steel and tin plate mills or wherever 
Protection against heat is required. Extra large 
to slip off easily. Inseam ond ovtseam styles. 
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DOES IT AGAIN 


In 1950 we introduced the Whiz 
Buchbarrow—first completely pack- 
oToT-ToMAdsl-t-1i-lelagoho MER A-amuilela 4-31-16 
Now in 1951 we are proud to offer 





MANUFACTURING CO. 


ELIZABETHTOWN, PA. 
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GREATER VALUE 
SINCE 1902 


MODEL 51 
$115.95* 


20-inch cut 
Vertical-Type Clinton 
1% to 2 H. P. Engine 


Competitive MODEL 33 


Outstanding Value at Low Price « 
Automotive Roller Bearings « 10” Solid 
Rubber Tires * 5 Blades + Four 
Spiders » High Carbon Steel + 16- 
Inch Cut * Wood Handle with Metal 
Handle Irons » Davis Unit Boxed «+ 
Color: Gold with Red Trim 


4-Square MODEL 66 


New! Improved! Smartly Designed « 
10” Wheels » Semi-Pneumatic Rub- 
ber Tires + Five 6” Reel Blades 
Four Spiders + Automotive Roller 
Bearings « High Carbon Steel Lipped- 
Edge Cutter Blades + Size: 16-Inch 
Cut » Wood Handle with Metal Handle 
Irons * Davis Unit Boxed «+ Color: 
a Yellow with Canterbury Blue 
rim 















built the best 


YOUR PROFIT LINE 


HAPPY CUSTOMERS mean greater 
profits for you... 

And there’s family-wide enjoyment in the superior 
features, finer performance and greater value— 


model for model, dollar for dollar—of Davis hand 
and power mowers: 


Streamlined Styling—Keener Blades (Crucible 
Chrome Alloy Steel)—"Feather Push” Opera- 
tion (Automotive Roller Bearings)— America's 
Finest Engines—Exclusive Davis Flex-A-Matic 
Safety Clutch—Eye-Appealing Trim—Precision 
Manufacture and Assembly Throughout— Davis 
Unit Boxed... 


All these are tangible features that customers can 
see, feel and appreciate in the Davis line. 

But there’s something more—a vital ingredient— 
the confidence, faith and respect for the Davis NAME 
. . . as a@ source of greater value since 1902. 

That’s why, now more than ever before, Your 
profit line for 51 is . . . Davis. See your Jobber 
... or write us for full details. 


14 
AMERICAN 


ry HOM] 





ional Advertising 


Whispering MODEL 77 


Streamline Styling + 10” Wheels « 
Semi-Pneumatic Rubber Tires * Five 
6” Reel Blades + Four Spiders « 
Automotive Roller Bearings + High 
Carbon Steel Lipped-Edge Cutter 
Blades « Size: 16-Inch Cut » Tubu- 
lar End Metal Handle with Plastic 
Handle Grips + Davis Unit Boxed « 
Color: Comber Green with Gold Trim 


Whispering MODEL 78 


Beautiful! Streamlined! « 10” Wheels 
« Semi-Pneumatic Rubber Tires « 
Five 6” Reel Blades + Four Spiders 
¢ Precision Automotive Roller Bear- 
ings » High Carbon Steel Lipped- 
Edge Cutter Blades + Size: 16-inch 
Cut + Tubular Metal Handle with 
Plastic Handle Grips » Chrome-Plated 
Reel Shield + Davis Unit Boxed - 
Color : Canterbury Blue with Gold Trim 
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sells the 


FOR 1951... 
ater biggest value in 18” power mower 
3 SALES LEADING DAVIS 50/50.. 
perior 
lue— | Every quality feature plus exclusive 
i Davis safety Flex-A-Matic Clutch. 
icible Simplest. Safest. 
wart —Briggs & Stratton and Clinton 1.1 H.P. Engine 
Matic —Hyatt Automotive Precision Roller Bearings 
tision —Semi-Pneumatic Rubber Tires 
Davis —Flex-A-Matic Clutch with Full Safety Release} 
fs Can * 
' *All Prices $ 4 5 
nt f.o.b. Factory 
Plus Tax 
YOuR 
obber 





Built The Best By 


G. W. DAVIS CORPORATION 


RICHMOND, INDIANA, U.S.A. 
Established 1902 


“built the best” 





tixclusive Davis Safety FLEX-A- 
MATIC CLUTCH 


A V-Belt Automatic 
Transmission! Elimi- 


nates necessity for sep- 

arate clutch-control 

' lever. Fully automatic. 
Safety release manually 

controlled. Clutch con- 

trolled by throttle lever. 

Precision-made unit . . . No adjusting required. 








DAVIS UNIT BOXED! 
EXCLUSIVE! PATENTED! 








25, 1951 
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MEAVY-DUTY MODEL B & S&-18 or €-18 

Engine (Optional): Briggs & Stratton or Continental 1.1 H.P.— 
Single V-Belt Drive Serves as clutch, Roller Chain Drive counter- 
shaft to reel. Controls: Direct, conveniently located hand lever for 
V-belt idler. Finger-tip throttle control. Timken Tapered Adjustable 
Roller Bearings on reel shaft. Crucible Chrome Alloy Blades. Ex- 
clusive Davis Single-Screw Adjustment. Cutting width 18”. Value 
leader in its class. 


HEAVY-DUTY B & $-22 or €-22 

Engine: Briggs & Stratton or Continental 1/2 H.P.—Simple, ac- 
cessible Dual V-Belt Drive serves as clutch. Roller Chain Drive 
countershaft to reel. Controls: Direct, conveniently located hand 
lever for clutch. Finger-tip throttle control. Timken Tapered Ad- 
justable Roller Bearings on reel shaft. Crucible Chrome Alloy 
Blades. Exclusive Davis Single-Screw Adjustment. Today’s best 
buy in a heavy-duty mower with 22” cut. 



















HOME-UTILITY 
1/4,” Electric Drill 













HOME- 
UTILITY 
5" Sander- 


Polisher HOME-UTILITY 
” Bench 
Grinder 













Electric 
Drill 





means 
MORE SALES 
MORE PROFITS 


8” Heavy-Duty / 
LECTRO-SAW You: 


6’ Heavy-Duty 
LECTRO-SAW 


HOME- 
UTILITY 
‘Ag Deluxe 
Va Drill Kit 



























VERSATILITY—A full line of Electric Tools and accessories, at popular prices, 
for building and repair work at home and on the farm—a whopping big market! 


FULL PROFIT—A good profit margin and complete freedom for you to stock 
the quantities and varieties of items that suit your market! 








QUALITY— Made by Black & Decker—the world’s largest manufacturer of 

Portable Electric Tools—backed by our Guarantee, and 40 years’ experience 

in building Electric Tools. HOME-UTILITY ; 
ADVERTISING—Supported by powerful national consumer advertising 5” Sander-Polisher Kit 
reaching millions—plus special Christmas and Father’s Day Promotions and 

colorful point-of-sale material for your store. ALSO a full line of Home- 


SERVICE—Prompt repair and guaranteed spare parts through our famous Utility attachments and acces- 
group of 29 Black & Decker factory-owned Service Branches help you sell sories for profitable repeat 
customers—build profits! business. 


WRI 


Vertical and Horizontal Bench 
Stands + Roto-Hone Attachment 
* Disc Sanding Table + Chucks 
e Arbors + Sanding Discs * 
Lambswool Bonnet «+ Pile Fabric 


Pad + Electric Wax * Auto- ; 
mobile Polish * Wire Wheel 
rs UT Brushes * Wire Cup Brushes * 
High-Speed Drill Bits * Masonry 
\ TOOLS 4 Drill Bits * Wood Auger Sets 


Follow the lead of thousands of sales-minded hardware dealers! Order your tools and 
accessories from your Home-Utility Distributor today! Home-Uti.ity Division, 
The Brack & DEcKER Mfg. Co., Dept. H-653, Towson 4, Maryland. 





¢ Lectro-Saw Blades + Abrasive 
Kit + Buffing and Polishing Kit, 
For full details on Home-Utility tools and accessories see pages 75-78 many other attachments. 

in Hardware Age Catalog and Directory Number, July 27, 1950. 
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Upson’s full. 


line offers a complete » 


selection forallstandard > J 


bolt and nut needs. Uni- 

formity and unvarying quality 

mark these products—make them . 
everyway right for fast fastening, for \ 
lasting fastening. Why not make Republic A 


Upson your source of supply? 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND, OHIO - GADSDEN, ALABAMA 


Export Department: Chrysler Building, New York 17, N.Y. 






ALLEN’S 

BARNES 

BEYER 

COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CUSTOM-AIRE 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE-HEATROLA 
FINDLAY (Canada) 
FLORENCE 

H. C. LITTLE 
HERCO (Canada) 
INTERNATIONAL 
JUNGERS 

LACO 

LONERGAN 
MAGIC CHEF 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
NESCO 
NORGE-HEAT 
PERFECTION 
PREWAY 

QUAKER 
SAFEWAY 
SIEGLER 

SILENT FLAME 
SUPERFLAME 



























TORRIDAIRE 
WASHINGTON FRUGAL 


28 


DO YOU SELL ONE OF THESE 




























If you do .ce 


NOW YOU CAN EARN EASY 


ADDITIONAL PROFITS BY SELLING 
AUTOMATIC HEAT CONTROLS 


Yes, if you sell one of the famous-make space or trailer heaters listed here 
you can offer every customer the luxury of true automatic, thermostatically 
controlled heat! This means easier selling, because you can offer comfort 
and convenience equal to the most expensive kind of heating, with no 
wasted heat — and substantial fuel savings! 

What’s more, this easy-to-sell comfort means ADDITIONAL Prorits for 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 





EASY TO INSTALL 


There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
top on present manual control; connect to thermostat and 
transformer. Mechanical thermostat even eliminates wiring! 








Famous for completely reliable 
D 3 Pp 3 | D A B L 3 Contro Is service... in oil heating... 
gas heating ... refrigeration. 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2442 N, Thirty-second Street « Milwaukee 45, Wisconsin @ In Canada: A-P Controls Corporation, Ltd., « Cooksville, Ontario 
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... that lead to 
hetter business in 
huilder’s hardware 


You can do your customers a 


favor by offering them an extra- 
quality line of tubular locks and 
latches that reflects careful judgment 
of values. With Russwin tubular 
locks and latches, they’ll get extra 
quality at no extra cost. For over one 
hundred years, the name Russwin 
has stood for extra quality in lock 
construction. 


You'll boost customer confidence 

when you point to such extra- 
quality Russwin features as the ex- 
clusive 5 pin ball-bearing cylinder 
in the “Keynob” lock; the exclusive 
rack and pinion construction; the 
all-steel case and working parts; the 
wrought brass or bronze trim; and 
other construction details that as- 
sure positive security, smooth opera- 
tion and enduring beauty. 


3 You'll make a hit when you show 
how easy and simple it is to install 
Russwin Tubular Locks and Latches 
-.. reversible for any kind of door. 
Get your full share of business in 
tubular locks and latches for resi- 
dential or apartment house construc- 
ton . . . offer the extra-quality 
Russwin Line. Write for descriptive 
folder today. Russell & Erwin 
Division, The American Hardware 
Corp., New Britain, Conn. 
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DISTINCTIVE HARDWARE 


Russwin dealers always have the edge... 
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HELP-SPREAD. THE WORD. 


_ Mossberg consumer ads to millions i in 1951 
. will carry messages 
like these’. C This is our small contribution to Con- 


4 i. . F servation and to the welfare and pro- . 
fi mofion of hunting and shooting — s@ 
important to sportsmen and déalers. 
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11601 ST. JOHN STREET 
NEW HAVEN 5, CONN. 
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DESIGNED BY DICK MILLER 


Dick Miller is a world famous fisherman, casting champion 
and Executive Vice-President of Langley Corporation. 


About the Rod and 
Reel Revolution! 


THE LAST FOUR YEARS have marked 
a sensational revolution in sport fishing 
tackle. Old style heavy gear has been 
replaced by modern light-weight 
equipment pioneered and perfected by 
Langley. This new concept of rod and 


reel has swept the nation because it pro- 
vides more fun and thrills, more sport, 
more action! No wonder the Langley 
name is today the “hottest”? name in 
fishing. 
pionship Combination” leads the field! 
Everybody is going modern withLangley! 


..no wonder the Langley “Cham- 








—— == 


3.7 and 4% ft. casting rods... $9.50 


5 and 5% ft... $10.50 
FAIR TRADED 


“LONGITUDINAL” RODS 


Tubular glass rods with Jongi- 
tudinal fibers running length- 
wise from butt to tip. RE- EN- 
FORCED WITH NYLON! De- 
signed by Dick Miller with his 
own secret rod-balance meas- 
urements. The action is terrific. 
Complete line - Casting, Fly, 
Spinning - from $9.50 to $20 
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Langley CHAMPIONSHIP 
ee p= P— COMBINATION 


I—>—!= 


“Streamlite” Reel 


_ 


““ANTI-INERTIA” REELS 


All Langley Reels have the 

famous Anti- Inertia Spool. It e- 

liminates the ‘‘fly-wheelaction” 

that causes back-lash and cast- 

ing drag. Starts and stops in- 

stantly - gives perfect casts every 

time with light or heavy lures. 

i af *T.M. reg. 

Casting reels from $5.95 to $15 © Consaght 1950 
LANGLEY CORPORATION 
660 Second Avenve 
Son Diego, California 


ANTI-INERTIA 
. SPOOL 


* THE HEART 
OF YOUR REEL 















or 
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Cash Register 


LARGE FIGURES at the top of the register 
SHOW exact amount recorded, protecting 
customer, merchant, and salesperson . . . 
Mechanically totals sales of more than one 
item, eliminating mistakes in addition, saving 
time . . . 23 special keys to identify clerks, 
departments, and kinds of transactions . . 


Autographic, illuminated detail tape with 
large “quick-check” type... Electric. . . Easy 
key touch... Large cash drawer... Many 


other advantages. 


Mechanical Addition... 





52 machines i in AN 
nf 

















Adding Machine Feature 


Electric operation, fast, easy . . . Can 
be used at any time for adding without 
disturbing locked-in cash _ register 
total ... Amounts and totals show on 
both the tape and top of the machine 
as they are entered . . . Large size 
“quick-check” type . . . Easy key 
touch . . . Standard keyboard with 
automatic ciphers . . . Saves valuable 
time and prevents costly mistakes in 
daily retail figure-work. ; 


Builds Customer Confidence 


Phone your nearest National office today, or write— THE NATIONAL CASH 
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Never before so much at such a low price 


Never before have retailers been offered such a combination of money- 
saving protection, money-making control, and time-saving convenience 
at such a low price. As modern as tomorrow! New beauty! New value! 
The Class 21 represents 66 years of unmatched experience and knowl- 
edge of retailers’ needs. See— TODAY — this NEW National designed to 
help you reduce expenses, increase your profits, and save valuable time! 


REGISTER COMPANY, DAYTON 9, OHIO 
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CASH REGISTERS e ADDING MACHINES 
ACCOUNTING MACHINES 





LIFETIME seat you 





GUAR, 
iu] ANT 
Fou {seal E 


'S 6u4 
SPUTASAINsT CHANT E ED 
at 


46 on an . ting, 
6. 


POSITIVELY 
NO SPLITTING, 
CRACKING OR 
BREAKING—FOR LIFE! 


4 
Gs why: 
= Rugged construction—multiple laminations of hardwood 
® Strong waterproof phenolic glue—stands up in all climates 
= Two-point suspension brass hinges 
® Oversize rubber bumpers with solid brass pins 
= Extra-heavy chrome plate on hardware 
® Long-lasting bonded finish— 
black or white 
# Engineered for comfort and to 
fit any standard bowl 
® Over three times stronger than 
ordinary wooden seats—by 
Pittsburgh Testing Laboratory 
tests! 





Open or closed front models 
Individually packed, five cartons 
to a master shipping container 


* Hardware and Department Stores: 


Write for complete details. 
%& Manufacturers’ Representatives: The towe 


There are still a few territories Another Product of Glass Ba 


open for representation. Write for é us compa 
arcana INCORPORATED NEW ORLEANS 


WORLD-FAMOUS BOAT BUILDERS 
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himble Glass Bars ... 
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quality... class...value... 
puieed fot prot 


Tue quatiry une of big-demand, big-value items .. . made 
and guaranteed by one of the world’s foremost producers of 
precision glassware. 


Full 34" thick bars . . . smooth, crystal-clear, with rounded 
ends and spun-on chrome fittings. Each bar is individually 
packaged, complete with chrome screws. 


Your cost is way low, allowing handsome profit margin. 


AND HERE’S QUALITY FOR THE “PRICE” TRADE TOO! 


DOUBLE-PURPOSE GLASS BAR, 
No. 62-C. Adjustable fittings allow using 
full length or with room for washcloths 
at ends. Full 24" length of 146" crystal 
glass. Substantial nickelled fittings. 














BENT-END GLASS BARS, 

No. 18-C and 24-C, No. 18-0 and 
24-0. Sturdy, high-grade and attrac- 
tive, crystal or opal. Modern, strong 
fittings. 











BUTTON-END BARS, 

No. 10-C and No. 10-0. 18" towel bars, 
in either crystal or opal glass, sturdy 
metal fittings. 








A GLASS BAR FOR EVERY PURPOSE 


The towel above hangs on Kimble 
Glass Bar No. 71-C, 24" long, 


its companion is 18" long. I M B L E GL A S S 
Ih TOLEDO 1, OHIO 


Division of Owens-Illinois Glass Company 
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Rival 


» ) STEAM-O-MATIC 


me ag 
Offers 
a Wanne 


ERE IS THE PROOF 


STEAM-O-MATIC — 


Rival STEAM ORY (RON 


THAT IS WHY MORE WOMEN (2,000,000) 
FOR MORE YEARS HAVE PREFERRED 


























It’s Performance that Counts—for over 12 years more 
than 2,000,000 women have discovered how steam iron- 
ing with Steam-O-Matic does in 2 strokes what takes 
an ordinary iron 7! Now Rival Steam-O-Matic is show- 
ing that proof to 19,000,000 more women in the greatest 
most daring advertising and promotion campaign in 
, ish" fe TOE SEN SE po Steam-O-Matic history! Actual photos show how 2 
Was ‘ strokes do the work of 7—how wrinkles disappear with 
one-third the effort. And telling them how this amazing 
Steam-O-Matic performance irons in all heat ranges, 
not only the low ones—lets them steam-iron shirts, cot- 
tons and household linens without dampening—as well 
as wool, nylon, rayon, silk, velvet, corduroy and 
Celanese! 


——— 


YOU | CAN SEE THE DIFFERENCE YOURSELF ( 


You owe it to your customers and yourself to check 

the features of the steam irons you sell! And when ( 
you check them all, feature for feature, you'll know 

that Steam-O-Matic is the only steam-and-dry iron you f) 
can honestly recommend. 


Rival Steam-O-Matic’s patented tilt-top filling takes only 
10 seconds s= just fill the self-measuring built-in funnel 
with ordinary tap water—Steam-O-Matic’s stainless steel ! 
will not corrode «= No caps or screws to remove—no spill- 
ing or sputtering == Look at Steam-O-Matic’s single steam- 
and-heat control for all heat ranges—penetrating steam / 
available right up to the top temperatures «= Cast-in tubu- 
lar element insures steam penetration of the heaviest fab- y 





© 1951 RMCo. 

















STRIKE WHILE THE IRON IS HOT! 


Ask your Steam-O-Matic Distribu- 
tor salesman for details about our 
wonderful specially priced Dem- 
onstrator Steam-O-Matic iron and 
FREE complete ‘‘2 Strokes” Sales 
,) Promotion Kit. They'll bring new 
r customers, more sales and profits! 


=e rics and an evenly heated sole-plate == Look how Steam-O- 

p Matic steams on its heel—and in any desired position, for } 
renewing velours, velvets, felts =» Check the light weight 

and perfect balance, the comfort-designed handle with left / 

and right thumb-rests, the full 7-foot cord =» And Steam- 

| O-Matic is fully guaranteed! 


Let Your Customers } 
Check Steam-O-Matic’s Proof Themselves 








»* Subject to change without notice 












EEE —_ J 


PROMOTION! 





RIVAL MANUFACTURING CO. 


Kansas City, Missouri CASH IN ON THE GREAT 






Rival Manutacturing Co. of Canada ttd Montreal 


STEAM-O-MATIC TO ANY OTHER STEAM IRON! 
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A Model 9-F Posture Back 
Kitchen Chair: All-plastic uphol- 
stery on seat (25” high) and back. 
Posture back adjusts two ways. 
Chromium finish. Five colors. 


B Model 4-D Step Stool: Rub- 
ber-treaded, “swing-away” steps. 
All-plastic upholstery on seat (24” 
high) and form-fit back. Chro- 
mium finish. Five colors. 





C Model 10-A High Chair: Re- 
movable chromium-plated steel 
tray. Adjustable footrest; snap-on 
leather safety strap. Chromium 
finish. All-plastic upholstery and 
enamel trim. Three colors. 





© Model 8-F Utility Cart: Top, 
17” x 24”; height, 31” Chromium 
legs and handles; 3” casters. Two- 
coat, baked-on enamel top and 
shelves—five colors. 





E Model 14-A Youth Chair: 
For children up to eight. All-plas- 
tic upholstery on seat and back. 
Chromium finish. Four colors. 


LEADER in quality: Compare Cosco’s ’51 line of household stools, chairs 
and utility tables. Look at materials, design, workmanship and prices. On 
all counts, Cosco offers more for your money and your customer’s. LEADER 
in styling: Again in ’51, Cosco styling and design set the pace... in 
comfort, convenience and appearance. Comparison proves that Cosco 
leads! LEADER in sales: It’s a household word, “Cosco!” In 51, sell the 
“best-seller” of them all—Cosco! LEADER in advertising: In ’51, Cosco 
launches its “greatest ever” advertising program. Total of 51 ads—all 
half-page or larger, in two or more colors—in 14 leading national maga- 
zines. Total circulation—27,5 19,181; total messages— 102,775,048. Board 
the band wagon today. Stock! Sell! Feature! Cosco! 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 


L$USCD 


Household Stools, Chairs 
and Utility Tables 
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In ’51— stock, feature 
the complete COSCO line! 


Featured above are only five out of 
the 14 profit-packed Cosco prod- 
ucts you'll want to stock—and fea- 
ture—in your store. Remember! 
Cosco is the quality line: famous for 
its finer chromium and colorful, 
baked-on enamel finishes; sturdier, 
safer construction; smarter styling 
. its beauty with durability. 


NEW! FREE! Send today for colorful 
catalog giving full facts on every 
Cosco product—plus complete de- 
tails on Cosco selling aids and great 
advertising program. 
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BO-FI FLEX fl 
PAD KIT 


for te BOOMING ome 
workihefe MARKET! 


The fast-growing “home workshop” 
market is one of your best profit-mak- 
ing Opportunities today. With more 
than 2 out of every 3 home craftsmen 
equipped with power tools (according 
to a recent survey)—the new BO-FLEX 
PAD kit can be one of your hottest, 
fastest-moving profit items. BO-FLEX 
simplifies home sanding, polishing and 
buffing. It replaces old-fashioned rub- 
ber and felt pads...outlasts all other kits 
now on the market. Easy to assemble 
and operate; one center for all pad sizes; 
pads can be used separately or combined 
as desired for stiffness or flexibility. 


Distributed by 
THE CARBORUNDUM COMPANY 


See your CARBORUNDUM 
representative. 


CARBORUNDUM 


There’s plenty of extra business in sell- 
ing “Handy Sandy” disc replacements. 
Keeps them coming back for more! 


TRADE MARK 


for the fast-moving tems Trat BUILD PROFITS for you / 


“Carborundum” and “Handy Sandy” are trademarks of The Carborundum Company, Niagara Falls, N. Y. 
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502 


SOLID BRASS - BRIGHT FINISH 


522 
BRASS PLATED - DULL FINISH 








BRASS PLATED - DULL FINISH 


SCREEN 
HARDWARE 


will be in demand 
very very SOON! 


KEIL screen latches are 
beautifully designed and 
precision made of rugged, 
long lasting material. 


PRICED TO MEET 
EVERY DEMAND 


Contact your jobber for your 
Spring needs. 


mre T 














THE KEIL LOCK CO., INC. 


Charlestown, N. H. 
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Over 66 Million BIG BEAM Advertisements 


in These Consumer Magazines 


will help build your volume and profits 


--1F YOU’RE ON THE BEAM WITH 


America’s Foremost Line of 


PORTABLE ELECTRIC HAND LAMPS 


Big Beam Jr. 
Big Beam No. 211 


Big Beam Flare 


Powerful, Brilliant Light— Anywhere—Any Time for 
Motorists, Sportsmen, Farmers, and for Hundreds 
of Utility and Emergency Uses around the Home. 
Simple — Economical —Built to Last a Lifetime. 


MANY ACCESSORIES 
See Your Jobber or Write Direct 
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SHOW 'E 
idea in t 
for the 


PUT A DEA 
ter for a 
$33.54 inc 
The resal 
Hand Dis; 
—you sell 
the display 


Made in U. 
Sound Reco: 


HARDW 


“Boost tape sales with this new 
demonstrator-display’’ 


money-making 


a 
B: 


*: 





SHOW 'EM AND SELL ’EM at the same time! It’s a new 
. featuring a built-in dispenser 
for the ‘““SSCOTCH”’ Cellophane Tape you use in the 


idea in tape displays. . 


PUT A DEAL "E” at every wrapping coun- 
ter for a real profit boost. Costs you 
$33.54 including large roll for store use. 
The resale items:—126 tape rolls, 12 
Hand Dispensers, and 2 Desk Dispensers, 
—you sell for a $16.29 profit (and keep 
the display). Order Deal “E”’ today! 


Made in 





ANOTHER MONEYMAKER—the new Deal 
“‘—D”’ Display. A real space miser, it sparks 
plenty of sales with its eye-catching tiers 
of tape. Only $23.47 complete with 108 
rolls of tape and 12 Hand Dispensers. 
Retails for $35.52. Your profit is $12.05 
with display rack included. Act today! 


store. Every time you seal a package with tape from 
this ingenious display you’re showing the customer why 
he should take a roll home . 


.. and he usually does! 


YOUR CUSTOMERS WANT the tape they’re 
familiar with! Stock the best-known, best- 
advertised, best-selling cellophane tape in 
America, used in nearly every home for 
sealing, holding, mending .. . “SCOTCH”’ 
Brand Tape in the familigr red-and-green 
plaid dispenser! 


U.S. A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn., also makers of other “‘Scotch’’ Brand Pressure-Sensitive Tapes, ‘‘Scotch”’ 


Sound Recording Tape, ‘“‘Underseal’’ Rubberized Coating, ‘“‘Scotchlite’’ Reflective Sheeting, ‘“‘Safety-Waik’’ Non-Slip Surfacing, ‘“3M’’ Abrasives, ‘“3M’’ Adhesives. 


General Export: DUREX ABRASIVES CORP., New Rochelle, N. Y. + 
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in Canada: CANADIAN DUREX ABRASIVES LTD., Brantford Ontario 
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Big full-color ads in leading national magazines — 
store displays and promotion—plus the powerful sales-making 
name of Koroseal—all yours when you sell B. F. Goodrich 
garden hose. 

National full-color ads in Life, Saturday Evening Post and 
Better Homes & Gardens—35 million sales-building advertise- 
ments—will start soon and run all through your hose sales 
season. These ads will promote and help you sell the most com- 
plete, popular line of garden hose in America. Look at it! 


) THE HOTTEST NAME 
IN MERCHANDISING 
IN AMERICA TODAY 


Garden Club, Maxecon and Signal for any customers who 
may prefer rubber hose or want a price product. 






- 


HARDWARE AGE, JANUARY 25, 1951 

















gr 


Survey 
ship. In 
how the 
name is 
of deale: 
word Ke 
“Your n 
make it 
coe Oe 

a big 


evel 


ta 





zines — 
naking 
odrich 


st and 
yertise- 
e sales 
st com- 
it! 


NAME 
ISING 
TODAY 


rs who 








ee 








Koroseal fastest-selling — fastest- 


growing hose in America — gives you MORE PROFIT! 


Survey shows Koroseal leader- 
ship. In city after city reports show 
how the power of the Koroseal 
name és selling for dealers. Typical 
of dealers’ statements: ““The magic 
word Koroseal turns the trick”... 
“Your national advertising does 
make it easier to sell your hose”’ 
..-Your advertising superiority is 
a big factor in selling.” Dealers 
everywhere are taking advan- 
tage of this leading name in 
present-day merchandis- 
ing. They have proved 
thata Koroseal hose 
display inthe win- 
dow brings 












in custom- 
ers. 
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Better product. Guaranteed 10 
years. Koroseal hose is lighter by 
¥; to Y—a child can carry it. Wom- 
en like this light weight that makes 
gardening easier. 

You can leave Koroseal out all 
year if you like. Its brilliant colors 
may fade a little but neither sun nor 
air will weaken it. 

Reattachable couplings. Brighter 
colors—red or green. 


Packaged for profit. 50-foot 
lengths are coiled and taped to 
stout cardboard. No wrapping or 
packaging problem for you. 
Make this powerful, nationally 
advertised nameand campaign work 
for you. You'll find the BFG line of 
garden hose the quickest way to 
big-volume sales at a profit. Ask 


your distributor, or write us for 
complete information on window 
streamers, newspaper mats, count- 
er cards and display racks—the full, 
powerful, sales-building sales pro- 
motion job B. F. Goodrich and 
Korosealoffer you. The B. F. Goodrich 
Company, Industrial & General 
Products Division, Akron, Ohio. 


Canden 


B.F Goodrich 


Koroseal—Trade Mark—Reg. U.S. Pat. Off 


































YOU CAN SELL WITH PRIDE aud PROFIT 


CHAMPION DEARMENT 


Yessir, you can be proud to sell Channellock 
pliers . : . besides putting profits in your cash regis- 
ter Channellock pliers are produced by Champion 
DeArment, a company known for more than 65 years for 
their highest quality tools. Pick up a Channellock plier 
—it even looks like the company that made it—strong, rugged, 
dependable and efficient. Look at the features—Longer Wear- 
ing, No Wear on the Joint Bolt, Closely Spaced Adjustments, Self 
Cleaning—yYou'll immediately know why Channellock pliers are the 
finest. When your customer friend asks you—“‘Are these Channellocks ‘XY 
good?” You can proudly say—"'Yessir, they’re the finest '’ And remem- “\ 
ber, Channellock pliers are made ONLY by Champion DeArment Tool Co. 


CHAMPION DEARMENT TOOL CO. e Meadville, Pa. 


{ ELAS I fhe 

















Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 
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popular sizes 


75 watt 125 watt 


$550 $650 
LIST LIST 


4 TIPS. 3 Special tips — straight, 45° and 90°. 
One tip for heavy duty work. 
EXCLUSIVE GUN GRIP HANDLE of durable, lus- 
trous plastic — ALWAYS COOL. 
BUILT-IN STAND. 
PERFECT BALANCE makes soldering a joy. 
SPRING CONSTRUCTION automatically regulates 
pressure for all work. 
CHROME PLATED over nickel and copper to 
resist corrosion. 
e LONG LIFE exclusive Lenk metal-clad heating 
element. 
e APPROVED by Underwriters’ Laboratories and 
Canadian Standards Association. 
e NATIONALLY ADVERTISED. 


Sells on | Sight to Hobbyists, Professionals and Home Mechanics 
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Comes with 3 special use tips i 
— plus heavy duty tip io 























N STAND lets 
iron rest safely on 
work table. No scorching. 





pha pd het es4es 
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30 Cummington St. 










Mfg. Company 


BOSTON 15, MASS. 








Campbell-Hausfeld of- 
fers the hardware trade a complete line of nationally ad- 
vertised paint sprayers and air compressors to meet every 
requirement of portability, ruggedness and economy. 












THE only portable air — a four cyl- 
inders. Delivers continuous flow of Wompressed air i 
absolutely free from pulsation. Sprays \heaviest \paints 
and enamels without 

pressure Queen dilution Big demand 
model no.43 from national adyer- 

tising makes pressure 


A 
queen a leader. | 


pressure maid 
model no. 50 





A NEW precision-built com- 
pressor for smaller jobs in the 
home, work shop and service 
station. Direct drive piston 
type. Packs a lot of power in a 
small package. A thrift model paint spraying outfit. 
Sells on sight. Fast turnover. Carries a good profit 
margin for the dealer. 








i ee oO OS 4 
a 
a 


| 


TAKES compressed ait to the job anywhere. 10- 
gallon stainless steel tank. Automatically controlled 

with pressure switch. . } 
10-inch rubber-tired tankmobile 

wheels and wide model no.5-W 
ground support give nike 
stability, portability 
and safety. Operates 
spray gun, grease 


gun and tire chuck. 
Farmers like it. (A 






This rugged single 


cylinder compressor 












not only costs little, 





but makes every job 
easy. Sprays all kinds 
of paints and insect- 
icides. Lubricates 
tractors and farm machinery. Inflates tires. A glutton 
for work and a miser of electric current or gasoline. 


See 


ayer 


pressure princess 
model no. 1-C 


THE CAMPBELL-HAUSFELD CO. | 
215 RAILROAD AVENUE HARRISON, OHIO x 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET. ..a “smart looking” mem- 
ber of the new ShurLok line featuring 
sparkling beauty, lifetime quality, econo- 
my and sensational new style construction. 


| 
TEGCO GLASS KNOBS ARE 
EVEN MORE ENGAGING ON DOORS/ 


ECONOMICAL Don was a very smart guy... ” , 
A TEGCO glass knob for her he did buy. : 
And at Her first glance, she said, “‘yes, I do.” () cle de i 
For she recognized beauty...and ECONOMY, too. 6 or 








WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER 


TEGCO TUBULAR GLASS 


ea SET ay oa unex. 

TECHNICAL GLASS COMPANY, INC. ( TESCO} celled woolge-Appest 

2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA ene worse 6 Cergest colting 
Since 1920 knob style, 
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T SELLE! 


THEY SEE THEM. THEY PICK THEM UP. 
They get the feel of a fine quality, well-balanced tool. 





No salesmanship is needed. They sell themselves! 


UTICA PISTOL GRIP SLIP JOINT 


“Why has no one thought of this before!” That’s what they say c 

this one. A terrific bite, with the hand and wrist straight and powerfu 
The harder you pull, the tighter the jaws close. Easy to use in diffi- 
cult places. 








UTICA 
FENCE PLIERS 


The only tool need- 
ed for stringing wire 
fences. 
It combines: 
Hammer 
Wire Splicer 
Wire Cutter 
Wire Stretcher 
Staple Puller 
Thousands of Ameri- 
can farmers swear 
by it. And thousands 
of farmers can’t be 
wrong. Competitive- 
priced! 





UTICA 


MAGNEKIT 

3 high quality tools 
on a powerful mag- 
netic holder. The 
handiest, and the 
most intriguing set 
you ever saw. 

A wonderful con- 
venience in home, 
workshop or garage. 
The three tools, plu 
magnetic hold 
sell at less th 

price o 


Ooo 
UTICA Magnekit 
f semvecs ous” ems ER | 


<--> SUALITY TOOLS 
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SKIL Home Shop 6 inch Saw SKIL Home Shop 6 inch Sander- SKIL Home Shop 2% inch Belt SKIL Home Shop ¥% inch Drill Kit 
Model 520—$59.50 Polisher—- $37.50 Sander—Model 525— $69.50 Model 550— $41.45 


SEO 
i ae 





SKIL Home Shop Drill Kit SKIL Home Shop 8% inch Saw SKIL Home Shop Bench Stands SKIL Home Shop Saw Table 
Model 587 —$24.95 $84.50 $12.95 — $19.95 $29.95 











SKIL Home Shop 12 inch Drills i 
2 Models — $39.95 — $43.45 : 





SKIL Home Shop '% inch Drills 
2 Models — $19.95 — $22.95 


Here's the full line of SKIL Home Shop Tools— 
everything you need for bigger sales in the still-growing home 


shop market. You sell to homeowners, hobbyists, farmers, 


carpenters, repairmen—you make a full 30% on every sale. You 











get fast, profitable, year-around movement with SKIL Home 
Shop Tools. Be sure your stocks are complete in this biggest 
line in the field ... SKIL Home Shop Tools. 





SKIL Home Shop Oscillating 
Sander— $64.50 





Products of the Home Shop Division 
SKILSAW, INC. 
5033 Elston Ave. 
Chicago 30, Ill. 
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Easy 
Ways 
To 
Sell 
Better 
Lawn 
Sprinklers 


and make 
more money 















MR. A. N. Siegel, Mgr. 
County Hardware in 
Mt. Vernon, N.Y., says: 


“Metco is easy to sell be- 
cause it's a superior lawn 
sprinkler. We've sold many 
hundreds of Metcos without 
a single return because it 
does develop finer lawns 
with less work. Our cus- 
tomers are as happy with 
Metcos as we are.” 


Powerful water motor swings a 17 jet tube slowly back 
and forth. A curtain of rain sweeps across the lawn. 


1. Explain How Metco Wave Sprinklers 


Save Work 


Fewer settings required, since larger area is cov- 
ered. Waters extra large rectangular plot instead of 
wasteful circles; eliminates dry corners. Easily 
moved without shutting off water. 


2. Show How Metco Makes Finer Lawns 


A curtain of rain sweeps back and forth. First it 
sprinkles, then it soaks. This unique action allows 
time for water to really soak in, and develop deep 
healthy roots, so essential to thick, luxuriant lawns. 


3. Clinch Your Sales By Explaining How 


Metco Saves Money 


Show your customer how to pinpoint the spray to the 
exact area he wants. No water is wasted, no puddles, 
no run-off. Water bills are noticeably lower because 
your customer need not pay for wasted water. 


us 


[poi 
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SELL METCO BECAUSE IT SAVES WORK, MAKES 
FINER LAWNS, SAVES MONEY=—AND YOU MAKE 


A BIGGER PROFIT. 
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LOOKING FOR PROFITS? FOR VOLUME? FOR SALES? 
HIT THE JA CKPOT “oe METCO"! 
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Above... 
MODEL J 


List Price $9.95 


YOUR PROFIT 
$3.32 or $3.98 








Above... 
MODEL S$ 


List Price $16.95 


YOUR PROFIT 
$5.65 or $6.78 











Left... 
MODEL M 
List Price*12.95 


YOUR PROFIT 
$4.32 or $5.18 








THREE “METCO” WAVE SPRINKLERS PRICED 
TO FIT EVERY POCKETBOOK...DESIGNED TO 
SPRINKLE PROFITS INTO YOUR CASH ‘REGISTER! 


a 
eeeeeoeeveeeeee ee eeeeeeeeeeeeeeeeeneeeeeneeee s@eeeeneeee * 
. 


Your customers will like the 
better construction, the sensible 
prices and the terrific eye-appeal. 
They buy! You make a profit! 















* profits! YES! : 


eeeeeeveeeeveeeeeeeeee eee 





* PRE-SoLD! YES! 


They’re pre-sold by national adver- 
tising, allowances for local advertis- 
ing, sales aids, displays and brochures. 
: Watch ’em move off your shelves! 


METALLIZING ENGINEERING CO., Inc. ! 
38-13 30th STREET I 
LONG ISLAND city 1,N. Y. | 
LOS ANGELES, CALIF. | 

CHICAGO, ILL. 1 





3 * BIG DISCOUNTS! YES! 


40% on total order if 6 or more 
of any one Model is ordered. 
. 3314,% on orders that do not 
3 contain 6 or more of one Model. 





“METCO" SPECIAL PRODUCTS DIVISION 
38-13 30th Street, L. I. City 1, N. Y. 


Ship Now at Guaranteed Prices. 
Model J... Model M___. Model S___ 


Firm 





Street 
City — " 
Jobber 
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NOW! SIMONIZ LAUNCHES BIG 
NEW “ROAD RAVAGE” CAMPAIGN 


to make more sales for you! 





LOOK HOW MUCH YOU MAKE 
on these faster-moving, 
nationally advertised favorites 


SIMONIZ 
SIMONIZ an 
SIMONIZ LIQuID KLEENER PASTE KL 

















$10.94 
PER CASE 

(2 Doz.) 
aa, 


YOU SELL | $16.56 $16.56 
PER CASE 


you PAY | $10.94 $10.94 









































MAKE 62 $5.62 
mer | =< | 








PROFITS ON SIMONIZ ARE BIGGER AND BETTER 
THAN EVER...GET YOUR SHARE! 


Huge Ad Campaign > 
will reach over 31,000,000 Readers 


It’s here! Simoniz’ big smashing ad campaign to warn your cus- 
tomers about Road Ravage—tell them how Simoniz protects and 
beautifies car finishes as no wax or polish can. 

This red hot Road Ravage campaign is designed to reach and 
sell millions . . . in Life, Look, Collier’s, Saturday Evening Post . . . 
in Better Homes and Gardens and in Sunday Magazine Sections in 
huge metropolitan markets! Be prepared for the Simoniz rush— 
have ample stocks on hand! Don’t miss the big profits! Order your 
supply of Simoniz today! ® Trade Mark Reg. U.S. Pat. Off. 





Cash in on this BIG SALES DRIVE! 
ORDER YOUR SIMONIZ TODAY! 
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VOGUE ENAMELED WARE! 


and we’re telling it to millions of 
women in 195]! 


BIG 


Smashing Ads like these 


nd 


National Magazines 


tell your customers about 
TITANIUM 
The miracle-element that makes 
Federal Vogue Enameled Ware 


whiter! Stor Ge 


f 
ENAMELED 





eM 


Tie your own merchandising 
plans to this money-making campaign ia 
] 


| 











Getinon Federals powertul 





These 13 items (78 pieces) cost you onl 


Take advantage| 


of this special 
Easy-does-6 


offer! 
+H WR—9320 


Use coupon below 


$49.95!* Yet you can sell them for $74.34. 


SUGGEST 


Contents: RETAIL 


Oo 


OOoOaanenwnwanwka @ Oa Oo 


These are only a few items from the 
Federal Vogue line of enameled ware. 


EACH | 


WR1IW—1 qt. Open Windsor Pan $ .35 
WR2W—2 qt. Open Windsor Pan _ .49 
WR2P—2 qt. Pudding Pan 39] 


WR4P—4 qt. Pudding Pan AN 
WR80—8 cup Percolator 1.29) 


WR70—S at. Tea Kettle 1.59 
WR120—12 qt. Water Pail 1.35 
WRO4A—4 at. Flavor Saver Pot E.C. 1.19 
WRO6A—6 at. Flavor Saver Pot E.C. 1.39 
WR12—10 qt. Oval RR Dish Pan 99 
WR141—14 qt. Round RR Dish Pan .99 
WR22—2 qt. Double Boiler E.C. 1.39 
WR32 Wash Basin AY 
*Slightly higher in far South and West 


Packed only in full assortments 
Shipping weight—130 Ibs. 


OWL nag 


~ 49% 





PR a DAW oe 






Ora 


\ 


Pe ee eee 


tul Pew Zasy-abes-/¢ “promotion! 










Order your free ‘Easy-Does-It’’ Sales Kit! 


FREE - 


Counter card | ‘ oD th while they last 


0 The same colorful, full-page ad 





Here's what you get without cost... 


tage 
|. 
4 to help you cash in on this Federal 
cial promotion... 
iv 


4" 
8° 







i your customers see in American 
) low Home magazine! 
} 






We have nationally advertised 


you onl 
$74.34. 
ae Window banner FEDERAL 

—_ To attract passing shoppers! VOGUE ENAMELED WARE 
an $ = 







ay. 





TITANIUM 


added for extra-long life 






49) "  @) Fpcterate ! 
Lj PRNt MAT SEAVICE... 
1.29 2% “——— Newspaper mats 
1.59 g @. de ry Use them “just as they are” in 
1.35 ED gil =» your local newspaper to tie in 
‘ a => with the items featured in 


j ; N , 
rec. 1.19) «1 41 2.9 Ze Federal’s national ads. 
t E.C. 1.39) aaaed ao mL ‘ 
on 99 be 


om 


Pennants 


Pan .99 
To decorate your windows, 
1.39 | counters, and store-front! 


Ad) 





Send in this 
_— Coupon Now! 


Federal Enameling & Stamping Co., 
Pittsburgh 30, Pennsylvania 


I'll take advantage of Federal’s special ‘“Easy-Does-It” offer. 


[] Send me____ __“Easy-Does-It” Assortments at, 
$49.95 each. (Slightly higher in far South and West). 


[]Sendme——C#sRrret@ “Easy-Doles It” Saaalless Kits. 


CREM Name gc? 


Name 


Business address_ 


My jobber is 


meted we See 





DISPLAY FEDERAL VOG 
ENAMELED WARE ON A 
FRONT COUNTER 





PUT FEDERAL VOGUE 
ENAMELED WARE IN 











Lasy-does 6 


LeT’s GO! TIE IN WITH 
TITANIUM 


> eral Vogue 
le-element that makes Federal d 
new miracle er lasting an 


Te! Ware stronger, white 
ft; mount up! 


The wareare 


Enamele 


watch you! plo 





Federal Vogue is TOP-QUALITY ENAMELED WARE! It's 
made of porcelain enamel on steel . . . the same lasting white 
enameled surface you find on sinks, stoves, refrigerators, utility 
tables and other kitchen items. 


Vogue is DURABLE! It resists scratching, cannot Vogue has KITCHEN TESTED DESIGNS! Shapes 
rust, discolor, fade or tarnish. and sizes to fit every kitchen need. 


Vogue is COLORFUL! Attractive color harmonizes 


Vogue is SANITARY! Its smooth surface cannot with any kitchen color scheme. 


absorb food juices, liquids or odors. Vogue is POPULAR PRICED! The initial invest- 
ment is extremely low . . . and the life of your 
utensils will be long—saves money on fuel, too. 


Vogue is EASY TO USE! A utensil for every 
cooking, baking and storage need. 


Vogue is EASY TO CLEAN! Never needs scour- 
ing. Use a wet cloth and soapy water, or let it soak 
for a few minutes. 


FEDERAL ENAMELING & STAMPING CO. 


PITTSBURGH 30, PENNSYLVANIA 
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USED EVERYWHERE... 
© CAR e SHOP 
eHOME e OFFICE 



















Oxco (enuine Palmetto 


4 Red Breas7 


Sales records prove that dealers and consumers alike are 


NATIONAL ADVERTISING 


showing a decided preference for the Red Breast over all and DEALER SUP > ORT 
‘ other types of whisks. Cash in on this growing trend! Millions of readers are sales pre-cond:tioned 
A simple comparison will prove to you and your customers with consistent Oxco ited Breast advertising 


in SATURDAY EVENING POST, and 
BETTER HOMES AND GARDENS. And you 
get a FREE, colorful display carton for your 
counter. 


the many points of superiority of this husky many-use 
brush .. . the Red Breast Whisk. 


pes It’s made right . . . sturdy, resilient palmetto fibre, 
double-stitched for long wear; bright wire-bound handle; JOBEE, k 

coos gleaming metal cap-and-ring . . . all neatly wrapped in a SLE YOUR Ny 
colorful, metallic paper jacket that makes it stand out in ° 

any display! Offered in the most-wanted 714” overall size. 

'est- ‘ 

your You can’t go wrong with Red Breast because it’s made by 

too. the company which has set the standards of brush-making 

ery excellence for the entire industry since 1884. You may be 






sure there is no better, more serviceable whisk made! 


OX FIBRE BRUSH COMPANY, 
rreoericx Soleblished /§F¢ magyippo 


HARDWARE AGE, JANUARY 25, 1951 








What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 






Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 
electronically controlled machines. 














- harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 











Because it is extra fine grained, it has no voids or segre- 
gation to make melting uneven and to slow down work. 










When you stock Federated Castomatic Solder 
you carry an exclusive item that is sure to sell 





.. because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company 





AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y. 
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Catalog No. Openings Finish 
1354 RL %, X%, Chrome Plated, 
14 Pc. Set Ks, %, Ne Highly Polished 
yy, 1%, % Ends and Panels, 
, 1, % Smooth Finished Sides 
1%, 1% 


11-PIECE COMBINATION WRENCH SET 


Want easier, faster wrench 
sales ? Display this Barcalo 
set in the blue leatherette 
roll! Right away, your 
customers can see the 
quality construction details, 
the full range of sizes. All 
wrenches Chrome - plated, 
Highly polished ends and 
panels. Drop-forged from 
Nickel Chrome Molybde- 
num Steel. 





Catalog No. Openings Finish Weight 
1351 RL %, Ky Vr Chrome Plated, per set 
11 Pc. Set %, 3%, Ye Highly Polished a en’ 
yy, KH Ends and Panels, 
5, 1 Smooth 


Finished Sides 






( 5, N.Y. 
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BARCALO MANUFACTURING CO., BUFFALO 4,N.Y.,U.5.A. 


Til take the weap ” 


Say customers when they see this ready-wrapped 
Barcalo combination Box-and-Open End Wrench Set 


| preset of selling tools in 
driblets . . 
plete Barcalo 14- piece 


. sell this com- 


package. There’s more profit 
for you, and Barcalo makes 
it easy to get! The durable 
blue leatherette roll is an 
eye-catching display. There’s 
a complete range of sizes. 
Each wrench is Chrome 
plated, with highly polished 
ends and panels. Drop-forged 
from Nickel Chrome Molyb- 
denum Steel. 


Winter time is home-work- 
shop time so be sure to 


' have a supply on hand. Order 
Weight per set 


now from your Barcalo 
10 Ibs. 


representative. 


6-PIECE COMBINATION WRENCH SET 


Another colorful Barcalo 
Wrench set with plenty of 
customer appeal! Dealers 
who display them say they 
sell om sight. Famous 
Barcalo lifetime construc- 
tion. Six popular sizes. 
Drop-forged from Nickel 
Chrome Molybdenum Steel. 





Catalog No. Openings Finish Weight 
1346 RL %, K, Chrome Plated, per 6 sets 
6 Pc. Set %,, %, % Highly Polished * 6 lbs. 10 oz. 


Ends and Panels, 
Smooth 
Finished Sides 


* Packaged flat, 6 sets per carton. 











Dealers Report: | Big-Profit Advertising Backs 


MIDGET TOOLDISPLIY — rreding 3 
BUILDS BIG SALES! puWincrpie 


Gardex Merchandiser Provides 
Extra Volume — Extra Profits! World-Famous Bait Casting Line 


“Sold out in one Saturday!” “Must refill every few days!” 
“Never sold so many small tool before!” From everywhere 

_ all summer long, dealers reported amazing sales gains 
with the first, completely self-service garden tool mer- 


chandiser ever developed. j y : : 
Makes Multiple Sales Ai, 4 ig | | 1 Advertised in TRUE, 
Now you, too can take ad- FIELD AND STREAM, 
SPORTS AFIELD, 


vantage of the tremendous , 

“Midget” tool potential. Sell START YOUR 
OUTDOOR LIFE and 

all other leading 








— 
| 

















two, three and four tools at \—-a SET Topay! 
a time — without any addi- 
tional selling expense. This 
eye-catching informative 
display attracts customers 
and makes the sale — you 
ring up the profits! 


outdoors magazines 




















v¥ 241T00Is— = | Se Tee 
10 DIFFERENT KINDS ~ eee y , C| LESTO 
of EVERY TOOL NAMED, Profitable Refill Package 


@ Feature the leader! Tie in with the advertising 

| behind Invincible, the line known the world over as the 
finest bait casting line. Made of choicest silk or 
“‘Heat-Set” nylon by experts using the most modern 
methods. Tough, rugged, dependable. Completely 






complete with 


Seats waterproofed to last the life of the line. Comes in 


beautiful plastic utility case that’s perfect for display. 
Order from your jobber now! 











NUMBERED AND PRICED Don't get caught short! Order 2, 3 or 
, more refill packages for your Midget ae 
d REQUIRES ONLY 13’ x 24” Merchandiser. Each package includes / ious y lat -Yohilia 
OF SPACE complete tool assortment carefully bal- X 
anced in proportion to average sales. H | . , 
» ALL STEEL CONSTRUCTION Specially priced. 64 tools only $27.95. 7 adding Ss 


revolutionary 


REMEMBER! FEATURE GARDEX LONG HANDLED TOOLS : 
new fly line, 






LAWN SWEEP Ro ! 
22 flat steel teeth. } too: 
18” wide. All teeth 


touch ground. List, 









BOW RAKE 
Very long, sharp carbon | 
steel teeth. List, each, 14 

teeth $2.05, 16 teeth | 





each, $1.65. | 
$2.25. | 5 WAYS BETTER 
CULTIVATOR ss @ Made by Gladding’s exclusive Cilestone 
WITH WEEDER « Shoots easier ae fy 
ini. Wadia SPADING FORKS as Process—first basic improvement in fly 
pronas, sharp weeder 11” tines, No. 001 "“D’ « Casts farther lines in years! Carborundum-honed. 
« Chet, ° i ; i “ ” 
a ist, eac capper Ase handle. | 3. Kinks less Heat-Set” nylon. Great for fresh and salt 
4. Lasts longer water fishing. Tapers come in plastic 
All prices slightly higher For West and South — | S. Floats easier utility case. Order from your jobber now! 


| 


_ Order from your jobber or write to 
GARDEX INC Sot How" 
MICHIGAN city MPC (ahs 





B. F. GLADDING & CO., Inc. G5" 


SOUTH OTSELIC, NEW YORK Est. 18 
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black on White = or white onli 


you can’t argue with facts 











My Buddy Tackle Boxes — Falls City Minnow Buckets 
are the standard of the world . . . the ONLY complete 
lines of Buckets and Boxes . . . and made by the 
world’s largest and oldest manufacturers of such 
equipment. Place your orders NOW! The 
complete lines will be on display at the National 
Sporting Goods Association Show, January 21-25, 
Rooms 768 and 769. 





TACKLE 


PALES CUT MINNOW 


lead the world because 

















1 theyre made best 


My Buddy Tackle Boxes and Falls City 

Minnow Buckets are the standard of the 
industry. The My Buddy Alligator Tackle 
Box in Royalite (above) is unquestionabl 
the finest tackle box ever made. The Falls 
City Air Breather Minnow Bucket holds the 
world’s record for keeping minnows alive. 
(Since Nov. 1949 and still going strong.) 


they're promoted hest 


My Buddy Tackle Boxes and Falls City Minnow 
Buckets are backed by the kind of dealer helps 
that really help. For example, consumer adver- 
tising for 1951 includes such publications as 
Field & Stream, Sports Afield, Outdoor Life, 
Holiday — to keep your customers PRE-SOLD 
on these brand names. 


umer advertising 


These magazines carrying 
My Buddy — Falls City 
advertising have a com- 
bined circulation of more 
than 3,174,349 copies. 
Also, ‘‘Angles For An- 
glers" distributed free to 
more than 50,000 fisher- 
men. 























2 





2: 


catalog 

The ONLY full-color, 
complete catalog in 
the industry. For 
jobber - dealer - con- 
sumer distribution. 


WRITE 


for free counter 
display on the 
New “My Buddy 
Alligator Tackle 
Box in Royalite." 


















Manufacturing Division 


STRATTON & TERSTEGGE CO., Inc. 


P.O. Box 1859 Louisville, Kentucky 
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“COLOR DYNAMICS is important 
factor in increasing paint sales!” 


—writes large Pittsburgh dealer 


in Phoenix, Arizona 








vom , 
ware agsoe" 
.v.o wee ® waren 
. and qwacuey: on" 
. 6 


Lumber ant pundit yaicrtal 





tors ei 
ore for . 


} Decor ne: everywhere who sell Pittsburgh Paints are 
enjoying greater sales and profits than ever before 
because of the increasing number of home-owners who 
have come to learn that they paint right with COLOR 
DYNAMICS and paint best with Pittsburgh Paints. 


No other paint manufacturer can match the benefits to 
home-owners which derive from the use of this remark- 
able painting system and the exclusive live-paint 


PAINTS e GLASS) e 
ritti@2es 2 9 2 , 





62 


Gonesnt 


too. d mi 
deman cS an 
Now that peoPle LOR D MOT" promis service esc! " 
pur 8 t wyitoliz! e doa R DYNAM! “ 
Pi ive ingredien’ ei that W of ‘OLO 
ois our § ncenere js your COPY 
y 
time we 5® 
6 
sincerely YOUr®” eR COMPANY 
7. L 


PITTSBURGH PAINTS 













JAMES C. O'MALLEY, 


Secretary and sales manager, 
The O’Malley Lumber Company. 


protection which makes these benefits last longer. 


Why not take advantage of the big swing to COLOR 
DYNAMICS and Pittsburgh Paints? We’ll gladly have 
one of our representatives call to discuss the possi- 
bility of you selling Pittsburgh Paints in your com- 
munity. Write, wire or phone today! Pittsburgh Plate 
Glass Company, Paint Division, Pittsburgh 22, Pa. 


CHEMICALS e 
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HRIS-CRAFT 













EVERYWHERE...IN ALL KINDS OF STORES 


isual Eron 


bring in business 


When more people can see in, more come in to buy. 


What would it cost to make your storefront a 
top-notch traffic-builder? Your Libbey-Owens: Ford 
Glass Distributor can tell you. He knows storefronts 
from A to Z. He’s a local businessman who knows 
local conditions and people. He knows architects 
and contractors who do storefront work. He’s the 
right man to help you get the most for your money. 

As for storefront materials, he has the best and 


most complete line you can find—L-O-F Polished 





LIBBEY: OWENS: FORD 
GLASS DISTRIBUTOR 


HOOO ELECTAIC CO. 


APPLIANCE! 


Plate Glass, Golden Plate to reduce fading of dis- 
plays, Thermopane* insulating glass to reduce 
steaming and frost, Tuf-flex* doors to open up 
entrances, Vitrolite* glass paneling to beautify 
exterior surfaces. 

Send the coupon for our new colorfully illus- 
trated Visual Fronts book and the 
names of your nearest L-O-F Distribu- 
tors who can give you this complete, 


helpful service. +® 





Libbey-Owens-Ford Glass Co. 

6811 Nicholas Building, Toledo 3, Ohio 

Send me your book on Visual Fronts and the names of 
the nearest L*O-F Distributors. 


Name 
Print Plainly 
Address 
City Zone State 











98,328,080 


WILL BE 
Pre-SOLD ON 


Wallon? 


Automatic Water Heaters 
and Ranges 


& Beginning with the 
December issue of Successful 
Farming, America & Southern 
Corp., will launch the biggest 
advertising campaign in their 
history. Throughout 1951 in 
Successful Farming, Household 
and Farm Journal magazines, 
98,328,080 readers will be pre- 
sold on Wagoner Antomatic 
Electric and Gas Water Heaters 
and Wagoner Electric Ranges. 
No dealer can afford to miss 
this sales opportunity! A com- 
plete FREE merchandising kit 
is available so you can tie-in 
for greater profits. Write today 
for details. 














® National Consumer 
Advertising ' 


® Newspaper mats 
® Store Displays 
® Mailing Pieces 


Please send me your 1951 Merchandising Kit: H-115 







Name 
Address 
City State 
My Favorite Jobber 

Jobber's Address 











AMERICA & SOUTHERN CORP. 
1000 Sixth Ave., South 
NASHVILLE 10, TENNESSEE 
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RUBBER GARDEN HOSE: 
@ “STANDARD” — One Ply 


5-year guarantee — 56” |.D., available Black 
covering; 25’ or 50’ lengths. 


@ “ATLANTIC” — One Ply 
10-year guarantee — %” 1.D., available with 
Black, Red or Green covering; 25’ or 50’ 
lengths. 


@ “CRANSTON” — Two Ply 

15-year guarantee — %” 1.D., HEAVY DUTY, 
with Black, Red or Green covering; 25’ or 
50’ lengths. 






ta 
4 just o braid vt OR! 
Not | DURABLE, M 


with the 


NEW 


ATLANTIC 


ALL 


liver a 
ite) COUPLINGS _ ose carries 
th 


FULL-F e water the bh 


ie cAAquo 2 Ube “DELUXE” ALL PLASTIC 


10 year guarantee — lightweight, won't 
kink or crack, dirt wipes right off. Red, 
Green, or Silver, 25’ or 50’ lengths. 


© bb fonte uns 


5 year guarantee — low-priced promo- 
tional hose in Green, Maroon or Silver 
metallic colors. 


TUBIN 


CRANSTON 





through wholesalers 
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Firestone Velon Screen- 
ing is backed by exten- 
sive national advertis- 
ing, dealers’ mats and 
sales aids. 




















Plastic Woven Products, Inc. 






COLORS: Forest Green, Bronze Brown, Aluminum Gray. 
MESH: 18-14. Other meshes available on special order. 
~ FILAMENT DIAMETER: 0.015". Other filament diameters available on 


special order. 


STANDARD WIDTHS: 20", 22", 24", 26", 28", 30", 32", 34", 36", 42" and 
48". Other widths available on special order. 


PACKING: 100 linear feet per individually boxed roll. 


ACT NO 


e . i 
Put this Profit-Making Velon Vion) 


Screening Rack on Your Sales SCREENING = 























t 


Good 
Ls soveerass SF 





ie! O84 emp o> 
j Ponaresoet 
























* Wont ausr 
* wou’ stay 
*Wwony BREAK 
* Wont auiGe Zz 


Floor. 










































This Firestone Velon Screening Mer- 
chandising Rack is furnished you at 
WON'T less than half our cost . . . only $9.95 
WEAKEN IT to dealers. 


















Ask your supplier or write us for 
name of jobber who can furnish this 
rack to you. Be sure to get the news- 
paper mats, window streamers, sam- 
ples and counter cards that are avail- 
able to help you-do a better selling 
job! 








WON'T CORRODE IT 











*TRADE MARK 


PLASTIC WOVEN PRODUCTS, INC. 


Manufacturers of Firestone Velon Screening 


51 CAMDEN STREET PATERSON, N. J. 
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There’s something about a big, bright 
counter-full of Rubbermaid House- 
ware that women can’t resist. And 
every time they get within three feet 
of that counter, they see something 
they can’t do without! That’s one of 
the secrets of Rubbermaid’s phenom- 
enal sales success. 


can see it 
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You can make these happy cus- 


tomers your customers, and enjoy 
steady, plus-volume Rubbermaid sales § 


and profits. Rubbermaid is the sales- 
tested line that is a basic must to your 
stock . . . and it replaces nothing you 
now sell. To get the complete facts on 
Rubbermaid . . . call your jobber today. 


You can make Rubbermaid one of your best- 
sellers by following this easy proved program: 
% Stock the complete Rubbermaid line 


% Display the complete Rubbermaid line in your 
windows and on busy traffic counters where folks 








! 
Ribbbermaid Gn ousewar 


% Advertise Rubbermaid in your local newspapers, 
featuring the items as they appear in Rubbermaid’s 
national advertising 

% Reorder often enough to keep your Rubbermaid 
stock complete. 









There’s nothing else like 


E 
THE ORIGINAL ... AND ONLY COMPLETE... 
HOME-TESTED LINE OF RUBBER HOUSEWARES. 

THE WOOSTER RUBBER COMPANY - Wooster, Ohio 
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10 Calendar 195! 


(WITH EVERY MONTH A BRIGHT ONE!) 


—_— 





JANUARY 


FEBRUARY 





G.E. keeps a’popping 


At sure-fire promotions 


we think you'll agree 


with nifty new lamps. OD 


they’re America’s champs. 
5 b 
Each month of the year é. 


It’s a Happy New Year— 
if your lamps are G-E! 


JPo--03 


All through the winter 

(to give one example ) 
General Electric 

will help make sales ample. 











You'll catch extra profits 
like fish in the ocean 
With General Electric’s 
Sun— Heat Lamp Promotion. 











APRIL 


MAY 








" a aE 
Ji. , 7” Wi 
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At housecleaning time, 


To make your store hum 
like the bees in a hive. 


there’s a whale of a drive 









+» 
é. 


V11/ 


It’s called “‘Clean-up—Light-up”, 
and what a promotion! 
It makes people buy 
like a magical potion. 





In June days so fair, 
you'll win kisses and hugs 








With yellow G-E lamps 
that won't attract bugs. 





AUGUST 


SEPTEMBER > 





Even on dog-days 
your sales needn't slip. 
Display G-E "White’”’ am 
is our little tip. 








And 50-GA bulbs 

on view in your window 
Boost midsummer profits 

to more than just pin-dough. 


us: 
\ Se 


With schoal starting up, 
meaning homework at night, 
You'll sell lots of bulbs 
to make study lamps bright. 





OCTOBER 


NOVEMBER 





DECEMBER 


























And Bulbsnatching — it’s 
at its worst in the Fall 
Is the greatest lamp-selling 

idea of all! 


—— 























To check this bad habit— 
and help dealers thrive, 
We bring you the Fall 
Anti-Bulbsnatching Drive! 
i 








To end up the year 
with nice profits, no doubt 
Display G-E Christmas lamps, 
or inside and out. 














GENERAL @@ ELECTRIC 
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SILENT SALESMAy 
To Work for You 


Hagara 


















Make BIG PROFITS 
Handling this Complete Line of 


INSECTICIDES AND FUNGICIDES 


When you stock Niagara Farm and Garden Brand you 
get this eye-catching counter or window display that is a 
real dollar catcher during the buying season. You handle 
the only complete line of professional insecticides and 
fungicides for the amateur grower. You reap the benefits 
from national consumer advertising. 


The Niagara Farm and Garden Brand line comes to you 
in colorful, sales impelling packages, with self mer- 
chandising labels that tell how, where and when to use 
. .. how to mix and apply. These are up-to-the-minute, 
proved formulations that do the job quickly, effectively 
to keep your customers coming back for more. 


Best of all the Niagara Farm and Garden Brand line is 
priced to sell and return you a full, generous measure of 
profit. Write for complete details. 


Farm and Garden Brand 


NIAGARA CHEMICAL DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
Middleport, N. Y. 














I sell 
the finest... 
| sell 
DEMPSTER! 





because my customers want 
quality water systems... 


My customers seem to want every last dollar's 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
JETMASTER — Only 





one moving part. No 








needed. Easily installed 
and exceptionally 


( special pressure tank 
efficient. 


DEEP-WELL JET- 
MASTER — Ideal for 
offset installation, or to 

be set directly over the 
well. Unusually simple 

in operation — only one 
moving part. 











DEEP-WELL WATER 
SYSTEM — Positive 

















lubrication. Modern 
design. Available for 
electric motor or gaso- 
line engine operation. 
Can be supplied with 
windmill attachment. 


CENTRIFUGAL 
PUMPS — Impellers 
are semi-enclosed for 
greater efficiency. Bal- 
anced drive shafts ride 
on double Timken Bear- 

















ings. There are no better 





flagara-- 





irrigation pumps made 
than Dempster Centrif- 
ugal Pumps. 


America’s Quality Line of Farm 

Water Systems 

Pumps @ Tanks @ Windmills © 

Irrigation Equipment 

DEMPSTER DEMPS 

MILL MFG. CO. | | ] IE eet Oe 
Beatrice, Nebraska een SUPPLY EQUIPMENT | 
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Green Spot’s great new Promotion Kit contains all the essential 
~ props for setting up the money-making window you see here. 
\\ It’s the first manufacturer promotion ever to boost all garden 

supplies. 

And the sales power behind this promotion is GREEN SPOT . . . the high 
quality line of garden hose accessories that helps you profit most because 
it’s America’s most complete, nationally-advertised line (best sellers below). 

Get your big GREEN spoT Promotion Kit from your jobber, including 
beautiful, full-color, easel-mounted backdrop; two matching side panels, 
listing items vital to lawn care; easy-to-follow diagrams for window set-up 
and inside-the-store counter display; window banners; consumer book- 
lets; counter card and other free sales helps. Keep a full selection of 
GREEN SPOT on hand, and you can’t fail to make the sale. 

















A GOUSENECAS 






#5 FAN SPRAYS 


o, Fat BOOKLET 


© 








See your jobber or write Merchandise Division, , 
Scovill Manufacturing Company, 36 Mill Street, Waterbury 20, Conn. 


, a om Four-Arm Sprinkler: 


Arms pre-set for even cover- 
age. Rustproof: brass arms + 
and head, green-enameled 
base. 





,g¢H helps you spotlight all garden goods! 


<> 


H-344 Goose- 
neck: Allows hose 
to be attached to 
faucet without 
skinning knuck- 
les. Swivels freely 
... no hose kinks 
at faucet. 


@ 


H-333 “Y" Con- 
nector: Allows 
two hoses to be 
attached to one 
faucet. Cast 
brass: one end fe- 
male threaded, 
two male. 






H-353 Quick 
Connector: 
Speeds joining 
hose-to-faucet, 
hose-to-hose, 
hose-to-acces- 
sory. Snaps to- 
gether. Brass, 
leakproof. 


H-280 Standard 
Hose Coupling: 
Strong wrought 
brass, deep shank 
ridges, heavy 
knurled nut. 14", 
54", 34" I.D. hose 


S1Z¢C8, 
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H-281 Super 
Clinch Hose 
Coupling: Joins 
two pieces of hose 
so they can be 
taken apart. 
Heavy gauge 
brass. Firm rust- 
proof steel fingers 
won't cut. Also 
one-piece H-282 
SUPER-CLINCH 
HOSE MENDER. 


ieee 


H-3375 Chrome 
Hose Nozzle: 
New! Exclusive 
leakproof design. 
Solid brass, heavy 
chrome-plate. 


WEATHER-MATIC’s the new queen of \ Other models 

automatic sprinklers! Polished chrome arms se also available. 

ride on ball-bearings. Nozzles have dis- H-3334 Two-Arm he 

tance markings for watering any circular Adjustable im " H-361 Root 

orec f 10-50 ft. Rust f, i Sprinkler(Chrome): LEY trrigator: 
Pate weiproot. Moving aie adjust fine - New! In- 


parts brass. 





H-255 Multiple 
Lawn Sprinkler: 

hen used in 
series, ideal for 
odd-sha ped 
areas. Misty 
spray. Perfect for 
low water pres- 
sure. 





H-354 Three-Arm Sprinkler: 
Waters 40' circle. Fine, even 
spray. Rotary arms pre-set. 
Brass head and arms, green- 
enameled base. 


to coarse. Waters 
any shape area. Ro- 
tary or stationary. 





won’t wet foliage. 
Prevents flower 
fungus diseases. 
Forged brass 
body, washer re- 
taining pocket. 


Sprinkler: Safe for 
children. Sprays 
up to 20' diam- 
eter. Long-life 
wrought brass. 


Rust-proof. Also in 
brass, 
a => 
€-) 
Waters soil, H-264 Ring 


GARDEN HOSE ACCESSORIES 
KEEPS THAT SPOT GREEN 


A Product of Scovill 





serted in 
, ground to 
water roots. 
Brass head, 
green- 
enameled 
steel stem. 


rey ™% 


SPRINKLERS - FAN SPRAYS + HOSE NOZZLES - QUICK CONNECTORS + COUPLINGS - HOSE MENDERS + CLAMPS ~+ NIPPLES - GOOSE NECKS 
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A steady customer who can rely with con- 
fidence on the performance of the mer- 
chandise you sell is the life blood of your 
business. 


















a. AVON 950 
- OSCILLATING SPRINKLER 








That’s why you can confidently sell him the Avon 
Oscillating Sprinkler, knowing that you are build- 
ing good will. It will give thorough irrigation to 
a lawn area of 1500 square feet or more, depend- 
ing On water pressure. 


No pooling or run-off. All parts completely rust 
proof. Rugged but light-weight construction, 44 
Ibs. Individual sprinkler nozzles with easy clean- 
out feature. 4 position adjustment. Fully guar- 
anteed. List price $14.95. 


Once you sell an Avon, it stays sold. No time- 
consuming returns. 


AVON ROTARY SPRINKLER 
MODEL 700 


PRICE $4.95 


THE FAMILIAR LINE OF 
YELLOW SPRINKLERS 






Sy 


WORCESTER 4, MASSACHUSETTS 


A DIVISION OF GENERAL SCREW MACHINE PRODUCTS, INCORPORATED 
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y to sell EAGLE oilers” 


"e's eas 


Seeing helps ein 
to buy an EAGLE 
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_- 





These colorful, sales-impelling Eagle Display 
Cartons on your counters are daily profit-makers 
for you. 


There’s an Eagle Oiler for every purpose and 
a Salesmaker Carton of every type—Household, 
Copperite, Hydraulic Pump, Harvester and the 
popular pistol grip pump oilers #33 and #66. 


Keep these Eagle Oiler Displays at a con- 
venient customer frequented spot in your store 
and watch how they help the turnover on these 
acceptable items. 






The Mighty Midget 
Assortment 


of 
Household Oilers 


itt OERS 
1 ad 
tbs 4 


awoy OER 


Economy Assortment ot 
Harvester or Utility 
Oilers 


"hee Write for information 
about other displays 
Order from 
your jobber today 


EAGLE 
MANUFACTURING COMPANY 


WELLSBURG - WEST VIRGINIA 
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You Can RELY on 





OBER 





ON for 1951 Profits 













PRODUCTS AND PRICES GEARED 
TO 1951 DEMAND 
Roberton labor-savers combine proved 
performers with new appeals at prices 
well below what you'd expect... and 
still bring you plenty of margin! 


= 


RELIABLE QUALITY AND PRICES 
DESPITE "1951" 

Roberton products delivered to you 

will be all we claim—no substitute 

materials, no faulty workmanship— 

assuring your customers’ Good Will. 


MORE CONSUMER-DEMAND 
THROUGH NEW PROMOTION 
Roberton advertising in 1951 will be 
greater than ever! Roberton mats and 
stuffers will bring you more pleased 





customers, more turnover, more profits! ; 
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@ This new model of the famed Roberton gas- 
power mower features the same rugged 
feather-weight construction, extra wide 20-in. 
cut, single finger-knob cutting-level control. 
Now with sure-grip knobby tread tires and 
handle throttle. LOOK AT THE PRICE! 


MODEL KG-51 








@ Here's how to get extra sales from customers 
with lawns or purses too small for gas-power 
mowers! Simplest reel-type mowing ever— 
more popular every year—proved best of all 
electric mowers! Feature this LOW PRICE 

(with plenty of profit) and watch 'em move! 


MODEL KE-94 








@ Every family with a lawn is a prospect for 
this combination lawn-edger and hedge-trimmer. 
Especially at this low price! Saves hours of 
tedious work. Colorful, eye-catching, self-seller! 
Two simply-switched blades, reliable motor 

and gears, safety switch. NOW! 


MODEL K-10 








ALSO—complete line of gas and electric Rotary-type 
mowers that cash-in on growing demand at lowest prices! 


Division 
KING PNEUMATIC TOOL COMPANY . 
2717 N. Ashland Ave., Chicago 14, Ill. 
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ae 
or hori" n SBESTON 


* For safety first, it cuts fire hazard. 


* For wrinkle-free ironing, it lies flat without bunching. 


* For faster, nicer work, Asbeston is extra quick 


drying and smooth. 


Rock Asbestos is woven into this miracle cloth. 
It offers special advantages found in no other 
fabric. Asbeston is used by leading manufac- 
turers to make the world’s finest ironing board 
covers. No wonder over 3,000,000 women have 
already been “sold” on Asbeston, gladly paid a 
for the best. 
tomers will act on point-of-sales reminders if 


little more Millions more cus- 


you feature Asbeston on your counters and 


in windows. 


Feature this label—it’s a business-getter! 


SBESTON: 
“ismoual 


ANY 
UNITED STATES alrio COMP 


Made by the Textile Division © 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas * Rockefeller Center, New York 20, N.Y. 
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.. RIGHT CONNECTION 
for volume sales 


ROYAb 
eal : 


| 
praca FUSE | 
and LEADER i 
4 

I 

Be 


ever since! 





7 ROYAL WIRE 7 


engineered for § * 


DEPENDABILITY JB 
merchandised for f 


4 

E VOLUME SALES § 
a Ask for details of the P 
B No. 1 deal — 1250 feet 

§ of ROYAL quality wire 

, plus a steel counter 
’ display rack. 

4 





EF ROYAL 


display-pack- 
aged for quick 
turn-over and 

" greater volume Jj 


write for catalogs 


<a 
‘Guaranteed by © 
Good Housekeeping 

wer as AdveaTist® ot 7 


thru your wholesaler 


¢ 


ELECTRIC WIRES 
CORD SETS * TROUBLE LITES 
FUSES ¢ CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., INC. » PAWTUCKET, R. 1 
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ECTION 


» sales | MEU ey: 


NEST AIR CIRCULATORS 


IS YOUR 


Clue Chip 


| INVESTMENT 





ales and profit 
.... voar!t Greater see Oe 3s 
nity ¥ t. PRE yFIT- MAKING SALE 


rtu 
yrnado Oppo INIQL 


: "OUR V » 
1951 is YOUR ve ORNADO'S | 


=a a _ Dealer: — te details. 
i po tere will be Kol = pistributor for complete deta 
SROGRAM. Contact YoU SE 
| pROGR - MAKING THE 
‘ YoU 
ETS r& Yow rmEnTs FOR 
ack- , 
yuick 
and 
lume 
mo ol 
or catalogs 
1 O8 4 Ol um, " 
* oe ( a T 
sranteed by ” \ - q he O. A. 
ouch pf Tunmasour TR 1812 West Secort; sy corPoration 
: : Wichita, Kansas Street 


WINDOW FAN 
We would |i 

0 ike to k 
TURNABOUT : Pportunit 7 -tOW more about 
WINDOW FAN v/ Distributor y Year Program and the pect vorsede 
: your local 





NAME 


TURNABOUT FIRM NAME 


a 4 

EDESTAL FANS ( { TABLE-TOP a 
ADE YB, eaiaiates 
STATE 
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“GENTLEMEN, we can 
do business together !”” 


“Permit me, gentlemen, to introduce myself. 


“I am—The Rug-a-Boo! Otherwise known as surface 
dirt. As carpet manufacturers will be glad to confirm, 
surface dirt means trouble for every woman who does 
not clean it off her rugs between vacuumings. 


“Now here’s my proposition. All this year, I’ll be skulk- 
ing about in the Bissell® national ads that appear in 22 
leading magazines. I’ll be making every rug-owning 
woman who doesn’t own a Bissell Carpet Sweeper wish 
she did! And you’ re the heroes who come to the rescue 
— because you sell the Bissells! 


‘To put it succinctly, every time I get in my dirty work, 
you smart buyers who promote Bissell Sweepers will 
clean up!’’ 


"See me at the Housewares Show! I'll be in Booths 656-658, 
Navy Pier, Chicago, January 18 through 25.” 


BISSELL SWEEPERS 


Bissell Carpet Sweeper Company ¢ Grand Rapids 2, Mich. 


7 









THE SENSATIONAL NEW ALL-PURPOSE 


RUBBER BASEBOARD! 







Feature this hot new seller on your 

counter for quick, easy profits! 
Customers want it, buy it on sight. It's easy 
to install, easy to clean, sanitary. Home- 
owners are using it to replace old and broken 

bo ¥) quarter- round, for baseboard installations, 


20 feet Sani-Base, con of ee Sani- 
Cement, brush, instructions...a complete 
kit, ready to use. 

. Sani-Base is also available in 100-ft. 
‘cartons (10 ten-ft. lengths per carton). 
Y VEd Sani-Base colors: red, blue, green, 
 — 7 yellow, black and grey. 


Customers come back for more Sani-Base 


And no wonder! It's so easy to fit to curved, 

straight, or horizontal wall or cabinet areas. ‘4 
Made of pure, live rubbers. Permanent colors, \«i— 
can't rub off. Scissors or knife the only tools SSS 7 
needed for application. ae 





SEE YOUR JOBBER OR WRITE US DIRECT 


CASS PRODUCTS COMPANY 


6127 North Cicero Avenue @® Chicago 30, Illinois 
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Your customers will get along like 
newlyweds with their electrical 
appliances, if the cord sets are 

CORNISH ...the sure guarantee of 

perfect contact and long wear... 

the happy farewell to CORDelirium! 





CORD SEIS 


APPROVED BY UNDERWRITERS LABORATORIES 


Selected by leading manufacturers . 
why not by YOU 


A full line of Flexible Cords 


for the Repair and Service industry, 








obtainable through Jobbers and Distributors 


CORNISH WIRE COMPANY, 


15 Park Row New York 7, N.Y. 
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THE MOST 
WANTED OF ALL 
WATER SYSTEMS 


POPULARITY OF LIFE-LOK AND 
DUAL PURPOSE FEATURES MAKES 


Gurke BEST FOR DEALERS 


When you sell BURKS Water Systems you have the sales making advan- 


and | tages of BURKS famous Life-Lok feature; you also have the advantages 
of BURKS Dual Purpose System—a feature every water system buyer, in 
shallow water territory, demands. You get the help of effective national 


magazine advertising, local newspaper, radio and outdoor sign advertis- 
ing, plus the backing of enthusiastic BURKS Water System owners. 


BURKS Dealers sell quality water systems, famous for their depend- re L j | L re) 4 9 
ability, service-free operation, larger water volume, engineering refine- 
ments and superior performance. All this, plus 100% cooperation from ENABLES BURKS 
the company, makes the BURKS line Best for dealers. SYSTEMS TO LAST 


Write for complete details about BURKS Dealership in your locality. 40% LONGER 
DECATUR PUMP COMPANY, 52 Elk St., Decatur 70, III. 


Gurke- 
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Now You Can Give Your Customers 
Authentic Home Decorating Advice 


Hailed as the all-time champion business builder, an 
all-new edition of the famous Sherwin-Williams Paint 
and Color Style Guide... bigger and better than ever... 
goes to work for Sherwin-Williams Dealers again in 
1951. Put it to work for you! 





1] 
N-WILLIAMS ff 


SHERW! OLOR , 


PAINT on® 


H 


, i 
} ! * tyly nate 
9 : 
i STUDIOS 
STYLING BY THE SHERWIN-WILLIAMS pECORATIV 


AUTHENTIC coiorR 














Increase your paint sales and profits with the Style 
Guide. For complete details, write, wire or phone 
your Sherwin-Williams Representative . . . or The 
Sherwin-Williams Co., Cleveland 1, Ohio... TODAY! 
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Falat Salesman 
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HOUSE PAINT 


SHERWIN-WILLIAMS 
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WE HAVE 


MORE THAN ONE 





SUIT OF CLOTHES! 


UTHERN 


woop 
SCREWS 


come in a variety of finish 


Whatever your customers’ requirements may be, you'll 
be able to fill them promptly and profitably from the 
extensive line of Southern wood screws. Our standard 
screws are made of high grade extruded brass wire or 
the finest selected high sulphur extra quality steel wire, 
in bright or plated finishes. 


But we can also furnish you with screws of nickel. 
Chrome plated screws, too. And lubricated screws for 
use in hard woods. If you want, we will make up 
special screws to your customers’ specifications to 
meet special needs. 


of 


All Southern screws are available in a full range 
sizes, with slotted or Phillips heads. 


See your nearest Southern jobber at your very first 
opportunity. Or write to us today for complete infor- 
mation on this popular line of wood screws. 


FACTORY WAREHOUSES 
325 W. Ohio Street 
Chicago 10, Illinois 


4100 Dell Avenue 
North Bergen, N. J. 


280 Decatur S. E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
STATESVILLE, NORTH CAROLINA 





es 


® © © © © ®@ 





BABY’S SAFETY COMES FIRST WITH PARENTS! 




















Made of seasoned 
hardwood. Slats 33” 





co 


long, ends and cor- 


ners neatly rounded, with 1{” steel 
rods to secure them to arc hways, 


porch 


wood finish heavily varnished. 

@ Safety gate illustrated with No- 
Mar gate mounting, our exclusive 
patent*. Holds safety gate on door 
casings or arches up to 7” wide 
without wood screws. Sold as an 
accessory. Full markup! 


*Patent pending 


L.HOPKINS 
MANUFACTURING 


or door casings. Natura 


COMPANY 


NORTH GIRARD, 


Permanent Showrooms: 


PA. 


AMERICAN FURN. MART, CHICAGO 
SOUTH. FURN. EXPO. BLDG., HIGH POINT 





No. 93 

No. 94 

No. 95 
PA 


CKED +3 DOZ. TO THE CARTON. 


WEIGHTS PER DOZEN 

3 Ft. 45 Lbs. No.9 6Ft 76Lbs 
4Ft. S4Lbs. No.9? 7Ft 88 Lbs. 
SFt 63Lbs. No OFt 9BLbs 


Other Pertection Products PLAY YARDS CHILDREN’S SWINGS DOLL BASSINETS 


Write today for Free illustrated bookiet 















@eeeoeeeeoeoeoeoseeeeoeeeeeeee e800 8 


YOUR CUSTOMERS ARE 


WATER CONSCIOUSE. 


FOR A FAST PROFIT, DISPLAY 


FAUCET REPAIR SETS 


STOP FAUCET DRIP QUICK—EASY! 







Every o’MALLEY Faucet Repair Set car- 


ries 


seal—including 
PARTS CARD (39c), the O’Malley No. 3 


DRIP 


ALL-PURPOSE 
stopper and nu-seater tools and parts— 
($2.95 retail) ... A set for every purse! 


LON 
F tument by @ ph ty 4 ae 
Good Housekeeping EVENING POST, 



















<o ~~ OF @ NATIONALLY 





GOOD HOUSE- 






KEEPING & other 
publications. 


yp 
wor as Abverristo TS 





the GOOD HOUSEKEEPING guarantee 
the O’Malley Repair 


STOPPER SET (85c), the O’Malley 
FAMILY sSET—both drip- 


ASK FOR CATALOG FOLDER 








EDW. O’MALLEY VALVE CO. 


11948-50 S. HALSTED ST 


CHICAGO 28 
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6 Bloc 
Ivory, 
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ON PLAS-T-CAP THUMB TACKS 


48 BLOCKS IN COLOR ASSORTMENT 
48 BLOCKS IN STYLE ASSORTMENT 


ROUND & ROSETTES 48 Tacks on each block 
STARS 36 Tacks on each block 






















NG 






A. 


AGO 
POINT 


OLL BASSINETS 


akiet 






— tb, / 
» MO wy, 
4 By STYLE 
Gee { «DISPLAY 









PLAS-T-CAP ASSORTMENTS — quoce 
ROUND THUMB TACKS STYLES 

COLOR ASSORTMENT 
Packed in one display unit of 48 blocks 


& SHELTON TACK CO. 
6 Blocks each of White, Red, Blue, Green, Yellow, 


SHELTON, CONN. 








Ivory, Li i 
ee ce ee oe ROUND Enclosed is $6.00 for which send me prepaid the 2 units 
STYLE ASSORTMENT of Plas-T-Cap as indicated in your advertisement. 
Packed in one display unit of 48 blocks Firm Name oe ake ae 
STARS 6 Blocks each of White and Red ROS ETTE 
ROSETTES 6 Blocks each of Red and Ivory Street ~ 9 oe 
D i , 
FOUND» Mek nh of Whi, Bon Te ~—~oeee 





ONLY ONE ORDER TO A DEALER = crap od ee -——_— 
y Jobber is ___ sosisibeiunnatiiiaatagbaiiaansaeaets 





SHELTON oo 


THIS OFFER FOR A LIMITED TIME ONLY 





WATERBURY TACK DIV. J SHELTON, CONN. 
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Here’s the handiest, simplest, “sellingest” new idea in rope 
“selling yet! It’s New Bedford's exclusive pre-measured rope, 
factory-marked in red at ten-foot intervals—at no extra cost! 
Your customers can spot it at a glance. You can measure 
‘it off in a jiffy. 

Furthermore, New Bedford packs this pre-measured rope 
in a sturdy corrugated self-dispensing carton! No package 
to break, no bands to cut, no covers to remove. Carton stacks 
easily...rope stays clean at all times. Available in all diam- 
eters up to and including 34”. 


Best of all, a carton of pre-measured New Bedford 
rope costs no more than standard coil rope. 
Coil quantities keep inventory at a profit- 
able level, enables you to serve customers 
both large and small from the same 
stock. You cut down on the number of 
remnant pieces...and there’s no need 

to buy a range of sizes, only those 
that sell fast and best. Write today 

for complete information. 




















at no extra cost... 
NEW BEDFORD ROPE IS 





NEW BEDFORD 


aa This New Bedford sign 


means volume sales for you. 








WRITE FOR LITERATURE 


NEW BEDFORD CORDAGE CO. 


@ £958 New Bedford, Mass. 
80 




















HOPPE’S| 
11 BE H 


CATING 


Start the New Year Right 
with HOPPE Products 


| This is the time of year when gunners are cleaning, 
| greasing and putting their guns away—to store them 
safely through the winter. And this is the time for 
Hoppe’s No. 9 and Hoppe’s Patches for removing 
primer, powder, lead and metal fouling. Recommend 
Hoppe’s Oil too—for lubrication and don't overlook 
Hoppe’s Gun Grease for rust prevention. Your jobber 
can supply you. 


FRANK A. HOPPE, Inc. 


2314A North 8th St., Philadelphia 33, Pa. 











WORKSHOP MOTORS 






AT BARGAIN PRICES 
Sell More Tools—Faster 


Min, 













SS 


1/2-HP WORKSHOP MOTOR 


Fastest-selling. Lists at only 
$39.95. V2 HP, 3450 RPM, 115 V. 
Capacitor type. Double shafts. 
Totally enclosed. Ball bearings. 
Overload protected. Switch 
and cord. Handles 101 tool 
jobs efficiently and economi- 

| cally. No. 4K152. 


USE YOUR NEARBY GRAINGER STOCKS 
@ Lowest Net Motor Prices @ Motors for Every Need 
@ Strict Wholesale Policy @ Fast Shipping Service 


Write for Wholesale Motor Catalog 


W.W.GRAINGER, INC. 


43 WAREHOUSE STOCKS, COAST-TO-COAST 








1-HP WORKSHOP MOTOR 
Lists at $65.95. Out-sells any 
1-HP, 3450 RPM, 115/230 V. 
60 Cy. double-shaft, ball- 
bearing workshop capacitor 
motor. On-off switch. 14/2 
cord. No. 4K324. 





















General Offices: 740 W. ADAMS, CHICAGO 6 
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GLASS RODS 


‘pape ee Se: — 
NO. 3000 STEPGELASS io a REELS 
Zs 


<a 
CASTING ROD ES $1895 
$ : LINES 
A 


5’, 5-1/2’ and 6’ lengths 
* 
no. 2800 SOLID GLASS ye LURES 


CASTING ROD 


5’, 5-1/2’ and 6’ lengths at it RO $] 5 75 
Also, straight handle models, rn ° 
NO. 2700—$17.50 


Ay Sales Hits for'St sms 


List and Fair Trade Price 


re them 


ong SOLID GLASS * 
>moving Other 


ommend CASTING RODS 


>verlook ME 
r jobber 3’ 3", 4',4'9" and 5’ 6” lengths Se af 


“> HOLLOW GLASS® SE GEARS! 


FLY RODS 
Dry Fly actions: 7-1/2’, 8-1/2’, 9’; 
Bass— Steelhead: 8’, 8-1/2’, 9’ 





NO. 3469 


HOLLOW GLASS® 


SPINNING ROD 


We. 4-3/4 oz. 
Length 7’ 


“~ HOLLOW GLASS® 


SALT WATER RODS 


ape trolling and surf models 






MOTOR DECEIVER* Line 







New camouflaged casting mm y1!) . 
3/230. line of quality nylon. Tri- No " Parsee ir $1.25 
‘ >». » wreen f ae 'S, 1/2 Oz. 
#, ball- ple tone green for low No. 2929 GOPLUNK $1.50 Firelacquer* finishes—$1.40 
apacitor visibility. 10 to 40 Ib. tests. 3 finishes, 3/8 oz. 
ch. 14/2 50 yds. — $1.20 to $2.30 No. 2920 JOINTED EXPLORER* 






*T.M. Reg. 3 finishes, 1/2 oz.—$1.50 
Firelacquer* finishes—$1.65 









OCKS 
ory Need 
Service 


4 ap? Fortes Ss 
~ me <> a 














No. 543 ITSADUZY*—$1.25 


C 3 finishes, 5/8 oz. 

* 

AST 

‘om: SOUTH BEND BAIT CO., 910 HIGH ST., SOUTH BEND 23, IND. 


HARDWARE AGE, JANUARY 25, 1951 

















shiJohnny really likes school now!” 











, 
; ; j ' j 
i 4 j i 
*, Pi ; 
YP Mee jar : vies Foo Rpt 
RR a ‘ y ; gt # 
i* : 


cz. ; f é ai 


" | ‘ ; 
ft Spee. " Ncomgf qitf ss 


~~ a 
ker * 
fe 
2 i ae 
‘ 


+} {-/ 








—— 
os 
*. 


“NN 


Steel pipe is first choice for radiant heated schools 


It's a good thing Shakespeare didn’t live in our day for he 
would have had to revise those familiar lines about the school 
boy . . . ‘creeping like snail, unwillingly to school!’’ Our mil- 
lions of grand American kids really like school now! 

And why shouldn't they? Americans believe firmly in the 
right of every youngster to get a good start in life! As a result 
our schools not only stimulate young minds but provide every 
comfort that science can devise and money can buy to make 
learning enjoyable, healthful and comfortable. 

’ Good lighting, ventilation, and heating are ‘musts’ in 
America’s modern schools. In the newest ones even the ad- 
vantages of radiant heating are included. And because “‘the 
best is none too good” steel pipe is first choice for these radiant 
installations. 

There are many reasons why! Steel pipe has been proved in 
more than 60 years’ service in conventional hot water heating 
systems and, in addition, meets the specific piping requirements 





a : a Modern schools like this new Acalanes Union High 
of radiant installations in every particular . . . from economical Scheel, Lafayette, California, use steel pipe in Moor 


first cost to complete mechanical adaptability! panel radiant heating installations. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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F : FLYING Roller Skates 









Triple-tread 
Steel Wheels— 
Ball Bearings— 
Channel Arch— 
Oscillating Trucks 
and Shock Absorbers 





TRADE MARK REG.U.S. detec 


‘The World’s Finest Roller Skates 








Best low price 

skate ever made 
Same as No. 101 
except lighter materials 






No. 130 


CHICAGO FLASi >" 


SILEN Tactcs uate 








The most suc 
cessful Rubber 






Tires ever developed for 
5 “CHICAGO” Roller Skates 
No. 181 They outwear ordinary stee 


wheels. 









HICAGO 
EP EE 






Solid Steel 
Wheels mounted on y 
two-row High Speed Ball 

Bearings 


cHICAGo =~: SCOUT | 
RLYIN' _— Skates o 16> No. 173 







A NAME + a WHEEL —spelis MILEAGE 


The name “CHICAGO” on Roller Skates means quality, goodwill and customer 
satisfaction. The choice of thousands of skaters and dealers for over 40 years. 
“CHICAGO” Wheels are patented and protected. Their exclusive designs provide 
longer life and greater skating enjoyment at lowest cost. Note the cross sections of 
wheels at right. No. 75 is the famous TRIPLE-TREAD Steel Wheel on our 
“CHICAGO” Flying Scout Skate. Its outer and secondary treads spell MILEAGE— 
Yes 1500 MILES of skate life for the average boy or girl. These Wheels are SAFE 
too, they cannot fall apart until worn through the rivets. 

SELL “CHICAGOS” and you know you SELL THE BEST. Nationally known. Nationally 
advertised. Write for details of Beautiful Counter Demonstrator—for spinning wheels, 
ad mats, Display Box, Skate Pins and Booklets. If your Jobber can’t supply, send order 
to us with Jobber name. 


SEE OUR REPRESENTATIVE AT THE 


No. 75 
N.S.G.A. SHOW IN JANUARY BS 


TRIPLE-TREAD 
STEEL WHEEL 











HICAGO eo, . cn SKATE 
C OLLE oO. i 
MEGRS. OF RINK & SIDEWALK SKATES, LAWN SPRINKLERS No. 73 No. 84 
SCREW MACHINE PRODUCTS ; 
ZEPHYR RUBBER TIRE 
4456 West Lake Street, Chicago 24, Illinois at rae pres J 
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THE SENSATIONAL NEW ALL-METAL ADJUSTABLE ACTION 


Rescdlarg OCEAN MODELS 


chee 


for LARGE GAME FISH 


for FRESH and SALT WATER TROLLING 








OFFSET RUSSELL HOOK* 


This amazing new design in hooks for fishing 
lures, a new type of offset hook, called the Rus- 
sell Hook, now gives all the advantages of 
twin single hooks that extend well beyond 
each side of the lure so that maximum strik- 
ing surface is always exposed to the fish. The 
single point of suspension allows free and un- 
obstructed pendulum movement of the twin-barb Russell 
Hook without affecting the popular life-like swimming 
action of the Russelure which has had such tremendous 
reception by fishermen everywhere 





featuring 


the EXCLUSIVE 









new Russelure Ocean Models No. 334, 5, and 612, 


The new Russell Hook, will be standard equipment on the 
and also 









Fishermen will welcome the most recent addition to the 
famous line of Russelures, the new Ocean Models designed 
for trolling for large game fish in fresh or salt water. 

Featuring the same exclusive adjustable life-like action 
and all-metal body found in the rest of the Russelure line of 
lures, the new Ocean Models also are equipped with the 
new revolutionary offset Russell Hooks 

The Ocean Model Russelures are electroplated in the fol- 
lowing 8 lustrous tarnish proof Alumilite finishes—Silver, 
Gold, Orange, Green, Red, Black, Blue, Oxidized Bronze 
and are available in 334”, 5”, and 614” lengths. Also avail- 
able are Color Jackets in the same colors which give 2-color 
combination lures at reasonable cost. Each Ocean Model and 
Color Jacket comes packaged in an individual transparent 
crystal styrene display box 


Russelure Patents and Trademarks registered in the United 
States and Foreign Countries. 


*RUSSELL HOOK Patent Pending in the United States and 








on the Russelure Casting Models No. 24%, and 2%. 




















COLORS: Silver, 


Gold, Orange, 


Biack, Blue, Oxidized Bronze 





Green, Red, 


Medel| Size of Size of Fair Trade 
| Length | Tail Hook ~- Hook | Price Each 
14| Treble Hook |Russell Hook 
3341334 | N No. 2-0 No. 5-0* 
COLORS: Silver, Gold, Orange, Green, Red, . 
Biack, Biue, Oxidized Bronze 
Medel | Size of Size of Fair Trade 
| bensth | rail Hook, | Body Hook | Price Each 
aa \Treble Hook Russell Hook 
5 5 No. 3-0 No. 6-0* 


$2.19 























Black, Blue, Oxidized Bronze 











RUSSELURE MFG 
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i fo INC. Dept. H1, 


Usually sales more than dou- 
ble each previous year. 
letterhead brings full informa- 
tion. Send TODAY! 


Wind King Electric Mfg. Co. 


Merrill, lowa 


Model ace Size of Size of Fair Trade Actual Size — 
No. ane Tail Hook | Body Hook | Price Each TROLLING MODEL 
11\Treble Hook |Russell Hook No. 2 ee 
6421672""| "No. 4-0 | No. 7-0° 
COLORS: Silver, Gold, Orange, Green, Red, s 


2514 S. Grand, 









Foreign Countries. 


FLYROD MODELS 
TROLLING MODELS 
CASTING MODELS with Color Jackets 


WRITE TODAY! 
for 4-Page Catalog Sheet 
FORM 1025 


Contains complete informa- 
“tion on the complete Russelure 
Line of all-metal adjustable 
action lures, new Transparent 
eseteensincl Dealer sansa: etc 









Los Angeles 7 





Your 





Dept.HA-1 | 


MECHANICS’ TOOLS and 
HARDWARE SPECIALTIES 


MAKE STEADY PROFITS FOR YOU 
yy Ae) 


with 
Re- Inforced 


' 
A garden hand tool that is ( ? 
designed for exceptionally \ 
hard wear. A new look, with 
counter sales appeal, is giv 
‘John 
finish on the 


en this tool by using 
son Bronze” 
upper part of the tines. Pol 
ished hardwood handles 
Heovy steel ferrule. Length 


over all, 91/2” 


Packed | dozen to box 


Weight per dozen 6 Ibs 







GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J 
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‘““YEEROUND”’ 


The perfect “All-Season” ju 
with exclusive Registere< 
“Temperature Control. Certi- 
fied charts accompany each 
YEEROUND so user can pre- 
determine exact temperature of 
contents up to 12 hrs. or 
longer. 5-quart capacity—both 
models. White porcelain 
enamel-on-steel interiors. Two- 
piece steel body, baked en- 
amel, metallic finish. 
Shipping weight: 8 Ibs. 







No. 8601 SPOUT JUG 


One-gallon capacity. White 
porcelain enamel-on-steel, acid 
resistant interior. Two-piece 
steel body — baked enamel 
metallic finish. 

Shipping weight: 5 Ibs. 






















—_ 


No. 8604 SPOUT JUG 
No. 8605 FAUCET JUG 


FAUCET JUG 


White porcelain enamel-on-steel, 
acid resistant interior. Two-piece atures paY— 
steel body—baked enamel metal- fe BER 10 

lic finish. 

No, 8602—1-gallon capacity. 
Shipping weight: 5 Ibs. 
No. 8603—2-gallon capacity. 
Shipping weight: 9 Ibs. 


No. 8640 LITTLE BROWN CHEST 


Outside dimensions: Width 9’— 
Length 19”—Height 11%”. 

Finish: High baked metallic en- 
amel. 

Insulation: Thick Zerocel impreg- 
nated rock wool. 

No. 8642 LITTLE BROWN CHEST ee ren oo ene 
Outside dimensions: Width 


No. 8420 LITTLE BROWN CHEST 
9”, Length 16”, Height 11%” 


Outside dimensions: Width 11” — Length CONVENIENT, NEW “FRI- 


Agee = aa baked metal- 221%"—Height 15%”. GI-BAG” for ice or food, ice 
te ag dueet Finish: High baked metallic enamel. pick, and combination bottle- 
steel. — Ney ow ae ——. regnated can opener are included with 
Insulation: %-inch Zerocel om oak, ae - No. 8420 and No. 8640 Little 


ie apart Sees a te. Ice capacity: Over 75 pounds. Brown Chests. 


(Galvanized liners when available; 
otherwise aluminum at no extra cost.) 
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A MODERN 
CABINET 
FOR MODERN HOMES 


Here is a cabinet that is smartly modern in 
design, and outstanding because of its many 
distinctive features. 


Fluorescent lights, operated from main bathroom 
switch, provide ample illumination, no other 
lights being required. Equipped with junction 
box, reducing installation cost. 


Adjustable shelves. Copper-backed mirror. Piano 
hinges. Cushion-spring door stop. Razor-blade 
drop. Convenience outlet. All wires encased. 


18 Models 
BB ng dy pos 
line of bathroom cabinets. 
Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD 


DETROIT 4, MICH. 











en acids obits SES oe 


Retain ibe ard ool ck 











OF YOUR 


WORK ON 


THEIR KNEES. 































If your jobber 
cannot supply you 
WRITE DIRECT 


CUSTOMERS (4%. a Ly 





“<i: 
@ 0 
S 
Ck 0. 
Os 


MOLDED | 


F RUBBER 


KNEE PADS 


FOR EVERY 
KNEELING JOB 


An independent survey reveals that 
85% of all your customers do chores 
that require kneeling. This work 
results in soreness and injury when 
knees go unprotected from hard, rough 
surfaces, dampness and cold. Because 
of this demand for knee protection, 
Judsen Knee Pads will give you profits 
and volume sales just as they have for 
many of the leading 
dealers throughout 
the country. They're 
the most comfort- 
able, longest wear- 
ing knee protectors 
available—a natural 
for every kind of 
kneeling job! Order 
a dozen pair today! 





RETAIL PRICE 








JUDSEN RUBBER WORKS, INC. 


4107 West Kinzie Street Chicago 24 
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]. AAF ENGINEERED! 

Designed by the acknowledged leaders 
in air filtration, AMER-g/as Filters are 
better filters — extra-resilient body for 


longer service . . . continuous, inter- 
laced white glass filament .. . thermo- 
plastic bond. Patented viscosine coating 
increases dirt-catching efficiency. 


AMER-¢/2s 


REPLACEABLE 


FILTERS |] 
‘ 


mean money in your pocket 





y a HOSPITAL-WHITE! 


AMER-glas filters are “hospital- 
white” . . . look clean . . . outsell 
other leading brands on eye-appeal 
alone. See for yourself! Slip an 
AMER-gias filter in the colorful 3 
dimensional display . . . then get 
set for extra sales, extra profits! 


3. SMOOTH TO TOUCH! 


AMER-glas filters are easy (and 
more pleasant) to handle. No 
prickly slivers, no unpleasant odor, 
no “greasy feel’. You and your 
customers too, will appreciate this 
clean-looking, clean-feeling filter. 











4. seLuinc alps! 


AMER-glas filters offer you com- 
plete selling aids — envelope 
stuffers, counter displays, window 
streamers, newspaper ads, radio 
spots. All material is customer- 
tested, sells “health”, “fuel sav- 
ings” and “easier housecleaning”. 


the AM ER-g/is 





distribution policy... 


The AMER-glas filters are sold 
only through leading distribu- 
tors, each servicing his dealers 








Ee 6y 
ke 
5. BIG-VOLUME MARKET! 


There is an enormous and grow- 
ing market for AMER-g/as filters 
right in your own back yard. 
More than half of all warm air 
furnaces now being installed are 
forced-air units (in some areas. 
nine out of ten). 












For the further convenience of 
dealers and distributors, there 
are American Air Filter Repre- 
sentatives in 65 principol cities 
(listed under ‘Air Filters’’ in 
your classified phone directory). 


An Grguecned product 


Pict Air Bitter 


COMPANY, INC. 
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of 


Please send me complete information on AMER-glas Replace- 
able Air Filters. Show me proof of the profits! 


NAME_____ 


AMERICAN AIR FILTER CO., INC. 
435 Central Ave., Louisville 8, Ky. 


COMPANY ___ 


ADDRESS 


OO 







The 
HOSPITAL-WHITE 
Filter 










































brushes 


Yes, Mr. Dealer, it’s a fact. 
Nylon has come of age! Each 
Robinson Tipped Nylon Brush 
' has all the distinguishing 
\ characteristics of equivalent 
quality bristle brushes... 
flexibility, resilience, taper, 
good length out and flag 
ends that rival the paint 
carrying capacity of bristle. 


And that's not all. The stability of nylon filament prices 
and supply compared with the unsettled bristle situa- 
tion has resulted in benefits to you that make tipped 
nylon a worthy competitor to bristle. Write us today 
for complete information about Robinson’s amazing 
merchandising aids that make tipped nylon brushes 
move, cut usual brush inventories in half and blueprint 
your future Robinson Tipped Nylon Brush purchases. 
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| ty GRIFFIN 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Hi Griffin. 
Pi Suery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 
48 Warren Street, New York 7, New Yera 
1639 Farge Avenue, Chicage 26, Illinois 
+4 Ww ard Avenue, Detroit, Michigas 
115 Broad Street, Boston, Massachusetts 
Frameisee 3, Cailfornia 
ous 





4638 . Kansas City, Missouri 
2611 Garrison Bivd., Baltimore i6, Marylane 
1628 Garfield Street, Denver 6, Colorade 

IN CANADA 
1h Wellweee Avenue, Tereate, Ostaris 
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PATTERSON-SARGENT 





Take a sure-fire tip from thousands of successful 
paint dealers all over America and invest your 
money in BPS Flatlux now... today! Made with 
oil and in the gorgeous colors your customers 
have always wanted, BPS Flatlux is solidly 
Kola to Mm oh Mmilolcemialliilile Mm *leelulolilo Mele hmm ste hi-t) 
constant sales commotion in your store. And 
don't forget... everything you make... and 
you ll make plenty... is yours because your 
BPS Franchise grants you protected territory 
... protected profits! 









Um Te 


a ae a ee ee 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts on BPS Flatlux and your 
Protected Territory Franchise! 


eas 


0 EE eee eee 


City 









New CONGRESS LUBRALIFE 
~ PILLOW BLOCKS 





DEV C0). po) 










-— 


TOOL 
DISPLAYS 


The attractive new 
Diamond Calk Tool 
Display Boards are 











) Permanently Lubricated 
Self-Aligning 
Throw away that dirty, messy oil can! Congress Pillow 


Blocks never require oiling, yet there is no oil drip. 
They are rust free, quiet, trouble free, easily Installed. 


* Perfect Alignment 




































marvelous silent * Rugged Construction 
salesmen. Prominent- e Heavy Load Capacity 
ly displayed for quick ¢ NO OILING! 

Oil resisting rubber it 










gr 
equipped with static dissipa- 
tor, to prevent transmission 
of any vibration of the ro- 
= parts, are also avall- 
able. 


self - merchandising 













they can't be beat as 







sales boosters. Each 





tool easily removed 






The test tube at the right shows the actual 
amount of oil contained in a %" bore 


eeoe 
tubralife bearing. 


and replaced with 









Write for Literature on Pillow Blocks and 
SPECIAL PULLEY ASSORTMENTS 


another. 






CONGRESS °c” DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 


ALLIED Seis 


Immediate Shipment from New York 
Warehouse. 


Manufactured from finest alloy carbon and 
high speed steel. Precision made to American 
standard lengths, fully guaranteed. Made in 
France. 

Dealers discounts from American standard 
price list: 


CARBON STEEL: 
Straight shank, jobbers 







































































length 1/16-%2” ....... 40% 
Wire Gauge #1-60.. 40% 
HIGH SPEED STEEL: No.’ 
A fine assortment of "Diamond'’ quality Metal Straight shank, jobbers 
Cutting Snips. Effectively ted for ter sales. length 1/16-% ssess e+ 40% @e® eo 
Displayed this way in your store they become a 17/ 64-2" ...... +++. 2% 
"Customer can't resist item'’. Wire Gauge #1-60 .. 40% 


Special NET PRICES for 
DRILLS in Sets: High 


1/16-1/4”—10 pes. in roundCarbon Speed 
plastic container ....... $1.03 $2.00 
1/16-1/4”—13 pes. by 64th 
in round plastic container 1.40 2.81 
1/16-1/2”—29 pes. ....... 6.85 17.76 
No. 1 to 60—60 pcs. Wire 
GanGe cccceccceccocess 5.80 11.28 
5 pe. SET ON CARDS. 
ALLOY CARBON STEEL 
5/64—3/32—1/8—5/32— per 
3/16 46¢ card 
Circulars and further information on 
request. Jobbers inquiries Invited. 


“DIAMOND, Manufacturers of the World's Finest Tools” 


DIAMOND CALK 


HORSESHOE COMPANY 




































4622 Grend Duluth Uw. 8. DISTRIBUTOR eeoe® 
Avenue ‘ 5 CHAMBERS ST € 

w atnaseete BELF & LUSTIG Cw a RK 7. N. Y. * 
r PHONE-BEEKMAN 3-1872 x! 

HARDWA 
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y York 


bon and 
\merican 
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standard 
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. 40% 
40% 


‘8 
. 40% 
. 25% 

40% 


High 
Speed 
$2.00 


2.81 
17.76 


11.28 
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Pl aSTER-STIR PASTE-BAK / \/ pig 

IaR — Zo «6le 

The LEONARD COMPANY KR Li" ve OBR: / 
proudly presents : 

















PLASTER'ST/ 4 | again starring 


ron une — 1 PLASTER-STIK| P 


INECRACKS 5:10, te 
“INPIASTER eee) | the original fast-selling th 


stick-type crack-filler or 


Here’s the product that brought new con- 
venience to millions of home-owners — and 
added profit to thousands of dealers. Superior 
performance — and superior packaging — have 
kept PLASTER-STIK sales increasing year 


after year — and every sale means a full 40% 
profit. PLASTER-STiK offers so many ad- 
vantages: 


COMPACT PACKAGE ,.. fully displays stick, 
yet takes minimum counter-space. 
VISIBLE-WRAPPED . . . see stick through 
plastic cap — feel stick without breaking seal. 
EASIER TO USE... makes perfect repairs the 
first time. Cardboard label-tube keeps stick 
usable to very end, protects stick in pocket. 
May be painted over immediately. Use with 
any type paint. 

NATIONALLY ADVERTISED . . . PLASTER- 
STIK is nationally known. Customers ask for 
it by name. So give prominent display to the 
dramatic package, sell PLASTER-STIK with 
every paint sale. It’s a BIG VALUE, at 25c, 


PIPE- SEAL 


will Not DIY 2 for perfect joints 


PAINTER'S PAL <oulfiallaltetZi@ 10 


- Plumbers and home “NR are keen 
for tight places about PIPE-SEAL, one of Papa Fixit’s 
& AST R- Fil fine products. Comes in handy pocket- 


size. Quickly applied — no muss, no 
for bigger fills 








gm 


ttonwaaos 









0% 
= 











brush. Simply draw stick across threads 
three or four times until they are partly 















Here’s the quick, z = filled. Then PIPE-SEAL evens out as the 
easy way to fill gaps <*> ) 25¢ pipe is turned, insuring a leak-proof joint 
around tubs and en tail that can be re-opened without galling. 
sinks, or large cracks — Display-packed one dozen to . (1 
and holes in walls or box. Retails at 15c, with 40% & ' 
woodwork. PLAS- a dealer-profit, retail 
TER-FIL comes nd Here’s the efficient tool for 

ready to use. No i ‘Bary TUBS E SIMO painting hard - to - reach 

mixing, no waste. “ di check-rails, around door TO JOBBERS: PLASTER-STIK and 
Just fill, then smooth-off. and window frames, other all items in Papa Fixit’s profit-line 
PLASTER-FIL is waterproof and water- narrow surfaces. Brush- of home necessities, are sold ONLY 
repellent. Use indoors or out. Takes paint face riveted to aluminum through recognized jobbers. See that 
readily. And it’s economical, 14- handle. Packed by the your stocks are complete. Freight 
Ib. can retails at 35c. Dozen in 35 dozen in display carton prepaid on 5 gross orders, any com- 
display carton, $2.52 — a full — dealer cost $1.80 — full bination of items. 











40% profit for you. retail 40% profit at 25c retail. 
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and introducing 


PASTE-BAK = fe77qe. 
the life-saver for loose S ASS 
or torn wall paper , 
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DW , 
new con- Here’s the newest member of Papa \ Uy 
ers — and Fix-It’s Family — a money-saver WY 
s. Superior for your customers — a money- 7 
ing — have maker for you. PASTE-BAK is the 
pee ened 1. stitch-in-time that saves loose wall paper — and keeps the 
poe = home looking ship-shape. Thin, flexible plastic tip on the 
y PASTE-BAK tube slips under loosened edge without tearing 
plays stick ' paper. Special-formula paste sets firm — does not spot the 
F 2 paper. Packed by the dozen in sales-making carton. 
k through : Retails at 39c, with 40% dealer profit. Order from 3OGL 
eaking seal. your jobber, or send coupon below for free sample. 
repairs the ~~ ‘ retail 
keeps stick rs) ) 
in pocket. 2 
. Use with QO 3. 
ry oe 
-LASTER- se 
f < « 
cle pose “ 4 a proven seller, newly improved 
STIK with Sas A proven seller. This feather-light steel ruled straight-edge 
UE, at 25c. ‘ u) © makes painting quicker, simpler. Keeps paint where it belongs. 
z Protects wall or glass when washing or painting woodwork or 
3 _§ 5 moldings. Large handle prevents hand cramping. 
[i S . Packed two dozen in sales-making carton. $1.80 per 25¢ ° 
thea dozen. Retails 25c—full 40% profit. Order from 
nts eon your jobber. Send for FREE sample. Use coupon. retail 
4 a4 6. FOR DEALERS ONLY > A supply of TRIM-GUARD and 
-- PASTE-BAK samples has been 
© set aside for the trade. While 
n are keen A a) /) the supply lasts, a sample of 
‘apa Fixit’s either or both is yours FREE. 
dy pocket- 7. Judge for yourself how well they 
muss, no work—and sell. Send coupon now. / 
oss threads 
are partly F 
; out as the 74 Pew tee ce ee ss ese se cee eaneessseerceseoease= 
& 8.- ' 
fy Yf ' THE LEONARD COMPANY Dept. E é 
‘$ gf Se : . , | 506 Third Street, Des Moines, lowa 
i 
AM " ¥ Without obligation, send free-inspection sample of item 
.— ; checked. [] PASTE-BAK [] TRIM-GUARD. 
i 
TIK and N 4 4 ; Regen cacemnceemauenitiaen 
yor f | Pe ee te See ER 
See that I iidiicemncsisescpastasiovincnscirinaciicapenpeenietneraimaeaiciaosantnnnsnuiiiaha iit 
Freight 
my com- g  Seieterereseserrarennccuninnsicenenewrirmorarennscmnnesaneneatnmnnnnnenennentas 
; Our leading jobber it...................-.....ccc..ccccsececesenencreecoenenssnccroors 
——— 
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NEW SALES... 
NEW PROFITS 


+ 











4 POPULAR SIZES “AMERICAN BRAND” PURE MANILA ROPE 
15 LBS. OF ROPE IN EACH BOX—100 FT. CONNECTED COILS 


poet Mow! wesruar 
~- pC ‘ INFORMATION!” ~1 


Increased Sales— More impulse sales from counter displays of 




















r 
product. 
More Profit—Sold with less effort. No uncoiling, no measuring, | AMERICAN MANUFACTURING COMPANY H.A. | 
no weighing, no re-coiling. | Noble & West Sts., Brooklyn 22, N. Y. 
Customer Appeal — Attractive package! Convenient put-up! ; . . 
ss PP oe ital | Please send complete information about HANDY COILS. | 
Counter display suggests need! 
Save Space— Boxes stock compactly. Easy to handle. | Name 
AMERICAN MANUFACTURING COMPANY | Company = 7 
Brooklyn 22, N. Y. 
Branch Factory: St. Louis CORDAGE MILLs, St. Louis 4, Mo. | Address | 
Sales Offices: Boston, Chicago, Houston, New Orleans, Philadelphia, San Francisco | City Zone State | 
3 


ROPE « TWINE «+ OAKUM PACKING e ELECTRICAL AND CARPET YARNS 


94 HARDWARE AGE, JANUARY 25, 1951 HARDW! 











ROPE 
‘OILS 


INI- 1 


H.A. 
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NEW FACES 


ore Fronts 











of 1950 








The new, modern faces of 1950 are the 
hardware stores of last year that have con- 
verted their store fronts into a real selling 
tool that sells the entire store as a unit. 

Characteristic of these stores are their wide 
expanses of all-glass fronts. They decorate 
their store interiors with colors that accent 
their merchandise. They are always flooded 
with light. They use eye-appeal to create buy- 
appeal. 

In 1950, the Hardware Age camera re- 
corded hundreds of these new faces. Here 
the editors have selected some typical ex- 
amples, by no means a complete selection, 
from Main Street stores, from suburban 
stores, and from shopping center stores, both 
large and small. These illustrate the effective 
use of this dynamic selling technique—the 
modern store front. 
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(Above) Soedler's in Peru, Ill., uses two windows of stepped-up 

height, framed by an aluminum over-hang. The large window is 

set at an angle leading into the store. Lawlor's of Lincoln, Neb., 

(right) can't be missed because of the contrasting dark letter- 

ing against a white background. In Texas, Lion Hardware's 100 

ft glass front (below) affords an unobstructed view of 37 shop- 
ping islands and 240 ft of wall cases. 


arners 


On the preceding page, Smith's, Springfield Mo., 

uses a low window ledge to display small merchan- 

dise, while Holm's of Story City, lowa, uses this 

space for appliances. Warner's new store in a 

Minneapolis shopping center (above) displays 

every part of its 7,500 sq ft of selling space 
through its visugl front. 
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Tepper's (above), Urbana, Ill., covered a 
stairwell in gleaming metal and thus cre- 
ated an extra small window. Stubb's drive- 
in hardware (below) in suburban Seattle, 
has a 76 ft visual front and an action name- 
sign to attract motorists on the highway. 


Continued on next page & 





Ernst Hardware's Seattle, Wash., (above) in a new shop- 

ping center, makes its entrance part of the display front. 

A canopy extending over the Crow Hardware, Edmonds, 

Wash., (below) protects customers and outside displays, 
as well as its glass visual front, against weather. 
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All of the 33x86 ft size of Hillman's Hardware, 
in a Kansas City shopping center is on display 
behind this glass front. The window (Right) of 


Builders Hardware, Glenview, Ill., 
an angle directing traffic to the store entrance. 





Store Front Trends 
and Outlook for 1951 


The trend towards the visual 
type of hardware store front that 
established itself so firmly in 1950 
will continue during 1951, requir- 
ing the same emphasis on the best 
type of visible display fixtures for 
store interiors and_ self-service 
selling in hardware stores. 

Defense production is not ex- 
pected to hamper greatly contem- 
plated modernization programs in 
1951 and, while it is still too soon 
to foretell with any accuracy how 
the intensified mobilization pro- 
gram will affect materials, lead- 
ing store front manufacturers ex- 
pect curtailment of metals used in 
store front design. 

Commenting for HARDWARE AGE 
on the store front outlook for 
1951, Elmer A. Lundberg, Pitts- 
burgh Plate Glass Co., Pittsburgh, 
Pa., reports: 

“The trends in hardware store 
design of the past year indicate 
an emphasis on the display of 
merchandise in harmony with the 
interior of the establishment. 
When the open-vision type hard- 
ware front first began to gain in 
popularity, not too much was done 
about the interior. In the past 
year, however, it appears that dis- 
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is offset at 


play has more rightfully come 
into its own as a major point of 
good store design. 

“In the hardware field we find 
that displays are more unified and 
lend themselves well to the self- 
service type of operations which 
continue to gain popular favor. I 
believe that this trend will con- 
tinue through 1951 inasmuch as 
space in the modern store is now 


being evaluated on the basis of 





Noa AR D.WARE 





how well it can be utilized to best 
show the merchandise. 

“It is impossible to determine 
at this time just what materials 
shortages will be encountered in 
the store front field due to 
stepped-up mobilization plans. We 
do expect store front metals will 
be curtailed to some extent.” 

James M. Ashley, Libbey-Owens- 
Ford Glass Co., Toledo, Ohio, ad- 

(Continued on page 137) 
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The Function of a Wholesaler 








Hardware wholesalers have always played a vital role in 
the growth of the hardware business. In wartime their 
role becomes doubly important. The basic truths which 
Mr. Kaufman states here deserve the reading — and 
remembering — of every person in the hardware trade. 











FRANK B. KAUFMAN 


Before attempting to define the 
functions of a wholesaler, it may 
be well to clarify the definition of 
that word. Webster defines a 
wholesaler as one who sells by the 
piece or in large ‘quantities to an- 
other for resale, in a wholesale 
manner. 

We representatives of our indus- 
try resent being called jobbers, for 
during the war period our govern- 
ment gave a definition of a jobber 
that was not very complimentary. 
Our industry dates back to the 
time this’ country began to grow, 
and during the years we have en- 
joyed an enviable position in the 
field of distribution. 

In the early days, the population 





Editor’s Note—This address by 
Mr. Kaufman was originally pre- 
sented at the recent Winter Confer- 
ence of the American Marketing Assn. 
Because of its interest to the hard- 
ware trade, we are publishing it here- 
with with the kind permission of the 
American Marketing Assn. 
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By FRANK B. KAUFMAN 


President, 
Hibbard, Spencer, Bartlett & Co., 


Evanston, I//. 


was confined to a restricted area 
and it was profitable for even the 
smallest manufacturer to go direct- 
ly to the retail dealer, or directly 
to the consumer, but as our coun- 
try grew, this practice became more 
expensive and the wholesaler came 
into existence. 

You have heard people who know 
nothing about business, or who in- 
tentionally distort the facts, say 
that our method of distribution is 
too costly. Then they display their 
ignorance by suggesting that 
wholesale distributors be elimi- 
nated. They do not say how, or 
who, would perform this important 
function; they would just omit it, 
save the cost, and call it a day. 


Wholesale Profits Limited 


When our industry was started, 
a wide variety of items were as- 
sembled at a central point and the 
dealers did not rely on salesmen, 
but came to market once or twice a 
year to replenish their stock and 
place specifications well in advance 
of the season for future require- 
ments. Compare this with the week- 
ly calls of a wholesaler’s representa- 
tives today, where orders are small 
and special service is demanded on 
almost every order. 

It is easy to understand that as 


our population increased and trans- 
portation improved, the orders be- 
came more frequent and smaller. 
As a result, we find ourselves at the 
mercy of the manufacturer, in that 
we have no control over the cost of 
our inventory. The price we pay 
is set by the manufacturer, while 
our selling price is set by competi- 
tion. Therefore, the wholesaler 
must operate between these two 
limits, so our profit is largely de- 
termined by our operating prac- 
tices. 


$2 Billion Volume 


Increased profits can only be de- 
rived from lower operating costs 
and I am confident a trip through 
our modern one-story plant would 
convince any of you that we are op- 
erating as economically as possible. 

The wholesale hardware busi- 
ness produces a volume of: over 
$2 billion per year and continues tp 
grow as our country expands. ».Our 
position is constantly being chal- 
lenged by others who presume to 
have some short cut. 

We have the factory direct 
method, but experience has shown 
this is not the most economical. 

We have the manufacturing 
agent or broker, who carries no 
inventory. 

We have the co-op, who rely 
mostly on direct shipments. 

All of these other forms of dis- 
tribution admit theirs is a better 
method. They all have schemes 
with rosy promises for taking all 
of the easy-to-handle profitable 
bulk orders, but they all fail to sup- 
ply the service functions so neces- 
sary to enable the. retailer to do a 
satisfactory job of serving the con- 
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sumer public. All of them are 
agreed the old line wholesaler 
should continue with the slow sell- 
ing and service items, but we are 
not content with just skimmed milk. 


| Stock 30,000 Items 


At the present time we have in 
stock over 30,000 different items, 
warehoused in a modern plant cov- 
ering 17 acres. This enables our 
customers to have delivery with a 
minimum of delay and it goes. with- 
out saying that by making it pos- 
sible to combine in one shipment 
the products of over 5000 different 
factories, a function is performed 
that is very helpful in making our 
economy the envy of all nations. 

None of these other methods 
eliminate the service performed by 
the wholesaler. They may transfer 
the work on some _ unsuspecting 
manufacturer, but that does not 
eliminate a cost. 

What are the functions of a 
wholesaler? In normal times the 
nation’s wholesale distributors per- 
form an indispensible function in 
expediting the free flow, from fac- 
tory to consumer, of $185 billion of 
all manner of consumer and dur- 
able goods. During national emer- 
gencies, they are called upon to per- 
form an even more vital function, 
by assisting to reduce to a mini- 
mum, inevitable dislocations to our 
economy and interference with the 
defense effort. 

Wholesale distributors are called 
upon to ascertain sources of sup- 
ply to alleviate critical shortages, 
to determine minimum require- 
ments for industrial and consumer 
use and to distribute available 
goods equitably to 150 million 
Americans through more than 2 
million retai] outlets and essential 
industrial users. 

As wholesalers, we are contribut- 
ing greatly to the maintenance of 
the well being of our civilian popu- 
lation. We must continue to utilize 
our warehouse facilities to the full- 
est practicable extent to cushion 
the domestic economy against any 
occurrence in the uncertain period 
ahead. 

We must allocate critical mer- 
chandise so that all merchants, 
small and large, may be enabled to 
serve the consuming public; to 
exert means through our millions 
of personnel to discourage hoard- 
ing and minimize scare buying. 
We must exercise restraint and 
seek, where necessary, with gov- 
ernment co-operation, to avoid and 
discourage unwarranted price in- 
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50 Million Needed 


. . If the wholesaler were 
discontinued, it would require 
50 million more sales person- 
nel to properly distribute the 
merchandise now channeled 
through wholesalers.—Frank 
B. Kaufman. 











creases during these inflationary 
trends. lit has been estimated that 
if the wholesaler were discon- 
tinued, it would require 50 million 
more sales personnel to properly 
distribute the merchandise now 
channeled through wholesalers. 


Contacting Dealers Expensive 


This certainly would add a tre- 
mendous cost on merchandise, as 
all of you realize that the selling 
costs in contacting dealers with 
small lines are very expensive. 
Our experience has proven that 
very, very few dealers will assume 
the work of a trained salesman, al- 
though they would like to elimi- 
nate this cost. 

In our own company, we care- 
fully check all competition, both for 
variety and price. It is necessary 
for us to maintain an adequate 
stock, particularly at peak season, 
to take care of our dealers’ require- 
ments. 

We maintain a dealers’ service 
department to plan the moderniza- 





tion of old stores, to offer sug- 
gestions and plans for the layout 
of new stores, to furnish super- 
visory personnel for the installa- 
tion and merchandising of these 
stores, to furnish monthly planned 
selling to include advertising, win- 
dow displays, suggestions for cir- 
culars, catalogs, etc. 

We furnish counsel on credits, 
time payments, etc. In addition, 
we must train a salesman who will 
contribute as much time as is 
necessary to assist the dealer in 
carrying out our program, as well 
as writing orders and offering sug- 
gestions on the proper merchandise 
to add to stock. This is expensive, 
but wholesalers have become effi- 
cient operators and the average 
operating cost for our industry is 
approximately 15 pct. 

In our own industry great 
strides have been made by forward 
thinking distributors. The firm I 
am privileged to represent has kept 
pace or ahead of the industry with 
new methods. We do have the most 
modern plant in the world to en- 
able us to render the best in ser- 
vice, and, in addition, we think we 
have earned our position in the field 
of distribution by supplying all ser- 
vices needed by the independent 
dealer if he is to remain on equal 
terms with competition and con- 
tinue as a vital factor in serving 
the consuming public on an eco- 
nomical basis. A careful analysis 
has convinced me that the func- 
tions of a wholesaler cannot be 
eliminated. 
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Tool sales have doubled since Walter J. Spring, Spring's Hardware & Supply Co., 3154 N. 





First Ave., Tucson, Ariz., installed this swinging panel display for chisels and screw drivers. 
Made of scrap plywood and clips, the panel permits easy comparison of different types 
and makes of tools. 
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Symbol of friendly 
customer relations 
at the Blase & Caf- 
ferata Hardware: 
Everyone is welcome 
to a cup of coffee 
ot anytime during 
the business day. At 
the right is Elmer 
H. Blase and in the 
center Leonard W. 
Cafferata enjoying 
ce cup with a cus- 
tomer. 































Good Will Pays Dividends — 


Paint sales shot up 15 pct because of better display and concentration 
on nationally advertised brands. The store owners are carrying out their 
own modernization program. 
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Coupled with aggressive merchandising techniques, 
here's how good will developed a small neighborhood 
store into a big neighborhood business. 








Two and a half years ago when 
Elmer H. Blase and Leonard W. 
Cafferata bought their neighbor- 
hood hardware store, they deter- 
mined to boost business by build- 
ing good customer relations. 

In their second year of opera- 
tion, they knew they were on the 
right track for the Blase & Caffe- 
rata Hardware at 4003 El Cajon 
Blvd., San Diego, Calif., showed a 
10 pet gain in volume. And, in 
1950 the business ran ahead of 
the previous year’s gains. 

The partners, moreover, are 
registering their gains in key 
hardware lines with the greatest 
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shown in tools, builders’ hard- 
ware and paint. 

“As a neighborhood store, we 
count on a friendly atmosphere to 
attract trade to our store,” reports 
Mr. Blase who entered the part- 
nership with 15 years’ experience 
as a retail hardware salesman. 
“We can definitely count on trade 
from one square block in our 
neighborhood because of the con- 
venience of our location to cus- 
tomers in that area. 

“The rest of our customers pass 
half a dozen stores that offer ap- 
proximately the same type of mer- 
chandise at about the same price. 
That means they like to trade with 
us because we’re friendly and 
pleasant to deal with,” he ex- 
plains. 

Here are some examples of 
what good customer relations 
mean to the Blase & Cafferata 
Hardware. A glass coffee maker 
is continually kept on an electric 
hot plate in the back room. Any- 
one is welcome to acup. That little 
gesture is the “something extra.” 
over and above the store’s quality 
merchandise at fair prices, that 
brings people into the store. 

If a contractor, busy with a 
couple of jobs in the field, runs 
short of some materials, no matter 
how small the item or the quan- 
tity, he can depend on getting im- 
mediate delivery so his crews can 
keep working. 
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Again modern display was re- 
sponsible for a sales increase 
in plumbing specialties: by dis- 
playing them where they could 
be seen and by clearly mark- 
ing bins so that fittings may 
be identified readily by cus- 
tomers who serve themselves. 
































































































“We don’t make any money on 
those little items, says Mr. Caffe- 
rata, “but the good will is an in- 
vestment that brings us ‘big sale’ 
dividends from loyal customers.” 

Often a contractor stops in the 
store at 8 a.m., which is opening 
time, before going on to a job. He 
may have a bank deposit with him, 
but the bank across the street, 
doesn’t open until later. Then 
either of the two partners will 
make the deposit for him later in 
the morning. That’s one of their 
methods of advertising. 

In the management of the store, 
experience has shown that the 
partners get best results if each 
takes personal charge and respon- 
sibility for certain departments. 

Mr. Cafferata, for example, has 
made paints one of his charges. 





He watches the stocks, does the 
ordering. From there his interest 
spread naturally to insecticides, 
then garden supplies and the elec- 
trical goods and plumbing special- 
ties departments which are geared 
to the needs of the man who does 
his own home repairs. 

Mr. Blase, on the other hand, is 
a builders’ hardware enthusiast 
and he knows tools. He super- 
vises these and the housewares 
department. 

This sharing of responsibility 
has reduced the loss of sales be- 
cause few items are ever out of 
stock, nor is there any overlap- 
ping of orders, nor over-ordering. 

In merchandising, the partners 
are increasing sales by opening uP 
their displays. Old fashioned 
shelves and show cases are being 
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replaced by modern display 
islands and attractive, brilliantiy 
lighted wall display cases. 

Canopies for the all displays 
have been extended out about 12 
in. and fluorescent lights installed 
under the outer canopy edge. 
With this lighting arrangement, 
illumination reaches to the bot- 
tom shelves, a marked improve- 
ment, over the former arrange- 
ment, in which only the top tiers 
were lighted because lights were 
set too close to the shelves. 

This improved lighting and bet- 
ter inventory, in the paint depart- 
ment alone, have increased its 
sales 15 pct since the partners 
took the business over. Inventory 
improvement came from the elim- 
ination of cheaper paints and the 
concentration on one or two na- 
tionally advertised quality brands. 

Tool sales have been boosted 
25 pet by the simple method of 
moving the department up to a 
wall display case at the front of 
the store. This makes tools a part 
of the window displays and cus- 
tomers can’t miss them. 

In plumbing specialties, the 
store’s sales of fittings rose when 
they built a simplified display that 
clearly shows every item, plainly 
labeled. The theory is that home- 








The simple expedient of moving the tool department to a wall location 
at the front of the store and making it a part of the window display 
meant a 25 pct increase in tool sales. 


owners don’t necessarily know 
the proper name of the fittings 
they need, and thus can’t always 
identify them properly unless they 
can see them. Now they can pick 
items out themselves. 

Thus far the partners have in- 


vested about $100 in lumber for 
their modernization program. They 
do most of their own work on a 
pay-as-you-go and as-time-allows 
basis, all the while making good 
customer relations a matter of good 
business. 


See-Buy Merchandising Boosts Volume 25% 


Remodeling of Pioneer Hard- 
ware, in Coos Bay, Ore., since 1873, 
for what Rex Ingram, owner, calls 
see-buy display methods boosted 
volume 20 to 25 pet. 

Mr. Ingram and Robert E. Gar- 
rett, store manager, started the re- 
modeling program in April, 1949. 
By mid-1950 the store at 241 South 
Broadway was completely _ re- 
modeled. 

“We took merchandise from old 
fashioned show cases and from 
closed boxes and displayed it on 
three and four-tier tables or gon- 
dolas,’ Mr. Ingram said. ‘“That’s 
what gave us our see-buy displays. 
Our volume increased in 1950 be- 
cause we displayed 80 pct of our 


merchandise on such _ see-buy 
tables,” he added. 
The remodeled store features 


merchandise in four rows of see- 
buy display tables, running length- 
wise. Eleven see-buy tables, in 
two rows, feature housewares and 
household items. There are eight 
see-buy tables in two other rows 
displaying hardware merchandise. 
In addition the store has several 
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others to display wax products and 
paints, brushes and accessories. 
See-buy display methods work 


just as Mr. Ingram describes them: 
Customers see the merchandise and 
buy it on impulse. 


Reminds Customers of Plumbing Repair Items 


A stained plywood panel 
mounted on a wall near 
the pipe fitting depart- 
ment in The Neis Co., 7943 
W. National Ave., West 
Allis, Wis., serves as a 
reminder for customers of 
plumbing repair items they 
may need. Prices are neat- 
ly lettered below each 
item. 








Is an eA 
Anniversary Promotion Worthwhile? 





Yes, says Lyndale Hardware, if you handle it properly 


Feed 





Here’s a camera’s eye view of their highly 


successful 9th Anniversary Sale -, 


Above— 
How Lynd 
ed up for 


Below— 

The sporti 

section get 
of tre 








Above— 

Major appliance 

sales during the an- 

niversary promotion 

were exceptionally 
heavy. 


Left— 
Demonstrations like 
this formed a vital 
phase of the selling 
effort. 
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Above— 
How Lyndale dress- 
ed up for the event. 


Right— 

The payoff is at the cash 

register totals. Here Ralph 

Gilbertsen, one of the 

store owners, mans the 

wrapping counter and cash 
register. 


Below— 

The sporting goods 

section gets its share 
of traffic. 


(Continued on page 102) 
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How Lyndale Hardware Handled 


lis 9th Anniversary Promotion 


A hardware store’s anniversary 
offers an excellent opportunity for 
an important sale every year, Lyn- 
dale Hardware 
believes. And 
they prove it by 
their experience. 

The 1950 an- 
niversary sale 
of Lyndale 
brought 12,000 
people to the 
store at 6616 


' as 
ie ag Lyndale Ave., 
Richfield, Minn., 


R. B. LUNDQUIST suburb of Min- 


neapolis. These visitors made 8000 
cash sales, purchased 38 television 
sets in two days, and bought out 
the entire floor 
stock of nine re- 
frigerators in 
the first day. 
Out of 25 spe- 
cially advertised 
Anniversary 
Sale bargains, 
seven items 
were sold out the 
first day. 

Now in its 
ninth year, the 
Lyndale Anniversary Sale has 
shown a steady increase each year. 
The 1950 sale volume was 41% times 
the volume of the previous year’s 
sale. An idea of what this sales 
gain represents is suggested by the 
fact that the 1949 event resulted in 
sales totals more than double that 
of a usual good week-end business. 

These are some of the reasons 
why the owners of Lyndale Hard- 
ware, R. Dana Lundquist and Ralph 
H. Gilbertsen, consider their Anni- 
versary Sale one of their best mer- 
chandising possibilities of the year. 

Advertising for the event in- 
cluded a special eight-page circular 
mailed to 7500 boxholders in the 
Richfield trading area, plus news- 
paper and radio advertising. 

A novel display feature included 
two large 514-ft. diameter search- 
lights on the front of the building 
which swept light beams through 
the sky before and during the sale. 
Customers from a distance of 36 to 
43 miles said they noticed the light 








R. H. GILBERTSEN 
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beams at night. Thousands of peo- 
ple came to Lyndale Hardware just 
to see those large searchlights. 

A clown circulated among the 
crowds, performing antics to make 
people laugh, and he also distrib- 
uted candy to youngsters. In one 
of the main display windows there 
were several live pheasants which 
drew the attention of many shop- 
pers, 

In addition to these features and 
promotions, Messrs. Lundquist and 
Gilbertsen also gave the crowds free 
turkey sandwiches and hot coffee. 
They used 26 turkeys, each weigh- 
ing 24 lb., to make the sandwiches, 
and also provided thousands of cups 
of coffee, 400 loaves of bread, 8000 
doughnuts and 9000 cookies. 

The store used 48 employees to 
handle the big anniversary sale, 
which was about 12 more than the 
regular store staff. A uniformed 
policeman was on hand to help han- 
dle the crowds. 

How much did it cost to stage a 
sale of these proportions? 

Mr. Gilbertsen says that all ad- 
vertising and sales promotional 
costs amounted to approximately 
$1,500. The sales of the television 
sets for the first two days of the 
sale more than paid for the expense 
of staging the event, he declares. 

There were many demonstrations 


of appliances and other products at 
the store during the sale. Mr. Gil- 
bertsen says that at least two dem- 
onstrations were being conducted 
at the same time throughout the 
entire sale period. The firm had an 
opportunity to demonstrate most of 
its appliances and other major 
products, with huge crowds watch- 
ing and many asking questions 
about the merchandise. 

Sales of appliances and other ma- 
jor items were very large, and the 
store also secured a splendid list of 
prospects who are now being con- 
tacted on a follow-up sales program. 

“In our estimation, a store’s an- 
niversary offers an excellent oppor- 
tunity for a big sale every year,” 
Mr. Gilbertsen declares. “Your an- 
niversary sale is something dis- 
tinctly your own. You can tie in the 
store’s background of sales and ser- 
vice and make it very individual. 
This annual sale is really our major 
sales promotional event of the year 
and we intend to continue it.” 

Messrs. Lundquist and Gilbertsen 
have been in the hardware business 
since 1941 when they opened a 
small 15 by 30-ft. store in the Rich- 
field area, which at that time con- 
tained only a few stores and resi- 
dences. However, the section has 
developed rapidly and Lyndale 
Hardware has grown with it. 





Two live pheasants in a special window display proved to be shopper stoppers. 
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At least two demon- 

strations were going 

on at all times dur- 
ing the sale. 


In 1946, Messrs. Lundquist and 
Gilbertsen erected a large shopping 
center, the heart of which is the 
Lyndale Hardware, with 6000 ft. 
of main floor display space, 6000 ft. 
in the basement and 2000 ft. on the 
mezzanine. Other space in the 
shopping center is rented to a bank, 
bakery, dry cleaner, food market, 
and professional men. ; 

The shopping center is set back 
quite a distance from the highway, 
permitting two rows of cars to park 
in front of the stores, with a drive- 
way in the center. Customers like 
the ease with which they can come 
off the busy highway and find a 
place to park close to the hardware 
store, according to Mr. Gilbertsen. 

Lyndale Hardware has a fine 
builders’ hardware display room on 
the mezzanine, and it also has a 
large building behind the main 
store devoted to a stock of builders’ 
hardware. Five salesmen contact 
more than 300 contractors in the 
Richfield and adjacent areas for 
the wholesale division. 

In a message to customers in a 
special sales circular, the Lyndale 
Hardware management pointed out 
mat... 

“The Lyndale Hardware con- 
tinues to be an entirely indepen- 
dent hardware store. We have no 
ties to chains, mail order houses, 
jobbers or buying groups. Person- 
ally, we feel in a modest way. that 
the Lyndale Hardware block is an- 
other monument to the American 
way of doing business, and is proof 
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that our country is still a land of 
opportunity for all. While we have 
the most sincere appreciation for 
the loyalty of our many customers, 





















: 


ct 
' 5 fms : 


our bid for your patronage stands 
on our ability to serve you better— 
for less. ‘Built on Service’ is not 
merely a slogan with us.” 


Pipe Cutter Is Traffic Builder 


Tam’s Hardware, 2055 No. Six- 
teenth St., Phoenix, Ariz., has 
found its pipe cutting service one 
of its best traffic builders. It at- 
tracts trade for pipe, fittings and 
plumbing supplies, results in traf- 
fic for other hardware and house- 
hold items and also brings in its 








own revenue. Store proprietors, 
Mr. and Mrs. Charles Tamburo, 
charge 11 cents for a thread job 
and 9 cents a cut for half and three- 
quarter-in. pipe. The price ranges 
to 21 cents for a thread job and 16 
cents for a cut for 2-in. pipe. It’s 
a worthwhile service. 


Mrs. Charles Tamburo at the pipe cutting machine. 
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Builds Success on One-Stop 


By providing everything to meet its community's needs— 
even fo hand-made saddles and gift-wrapped cuspidors— 
Cash Hardware lays claim to being ''Central 
Missouri's largest hardware store" 


The Cash Hardware, which 
boasts of being “Central Mis- 
souri’s Largest Hardware Store,” 
typifies the hardware store as a 
community service institution. 

This store provides one-stop 
merchandising, tuned to _ both 
town and country needs, which is 
made possible through an inven- 
tory which is estimated to include 
some 32,000 items. 

Cash Hardware, which derived 
its name from its policy of sales 





for cash only, makes a specialty 
of the unusual. 

“Although almost every Mis- 
souri farm has one or two horses, 
the village Smithy is a rarity to- 
day,” says Cline Cain, one of the 
owners. “Our blacksmith shop 
can furnish farmers with horse- 
shoes, tongs, pritchels and nails 
and similar needs, and we carry 
more than 300 kegs of horseshoes 
in stock.” 

Even though there is no salt 


water anywhere near Sedalia, 
Mo., this store sells considerable 
deep sea fishing tackle, heavy 
trolling gear, steel leaders, etc., 
to fishermen who pull in catfish 
weighing from 60 to 100 lbs., at 
the dam of the Lake of the Ozarks, 
40 miles from the city. 

A harness shop, equipped to 
provide any sort of leather work, 
is another activity of Cash Hard- 
ware. Fred Colvin, an ex-harness 
racing driver and a leather crafts- 
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W. C. Cain, founder of Cash Hardware, inspects a used shotgun he's just purchased. After it has been reconditioned it will be resold. 
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Merchandising Theme 


: 


HARDWARE * 


SEDALIA M 








This exhibit is a popular one each year at the Missouri State Fair. 


man, turns out harness, saddles, 
collars for horses and also makes 
dog furnishings. But he also 
makes leather sockets for wooden 
legs, strait-jackets, slings for hos- 
pital beds and repairs a great 
many things such as golf bags. 
Mr. Colvin is an especially busy 
man in the summer months pre- 
ceding the Missouri State Fair, 
held at Sedalia, when all kinds of 
leather goods are in heavy demand 
by livestock exhibitors and the 
horse racing gentry. The sale of 
a $1,000 saddle resulted from ce- 
Menting good relations with last 
year’s Fair crowd. 
“Buying and selling used guns 
ls a lucrative sideline,” according 
to W. C. Cain, who lauched the 
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firm in the early ’30s. Mr. Cain, 
who takes charge of the large 
sporting goods department, says, 
“We accept trade-ins on new guns 
or buy used guns outright, send 
them to a gunsmith for recondi- 
tioning and sell them at a reason- 
able margin of profit. This gen- 
erates store traffic, especially 
among small farmers, the majority 
of whom want good guns but can’t 
afford new ones.” 

A rock-blasting project at a 
nearby army base proved a profit- 
able deal for this firm when tons 
of dynamite were purchased 
through this store. Contractors 
channel their orders for special 
caps and magazines of dynamite 
through the store. 









Fred Colvin adds a finishing touch to a 

saddle. One of his handmade saddles was 

sold for $1,000 as a follow-up to a contact 
he made at the Missouri State Fair. 


Because of its ample stock of 
power machine tools, over-size 
bolts, shovels, picks, etc., most in- 
dustrial firms and contractors in 
the vicinity of Sedalia do some 
business at this store every 
month. 

This store has provided the 
tools for the manual training de- 
partments of 10 schools in the 
area. 

“The REA program has wired 
hundreds of farm homes in this 
area and we’re making a vigorous 
bid for a large share of the orders 
for plumbing, heating and water 
systems,” says Mr. Cain. “The 
average farm woman, without 
electrically-driven equipment, car- 
ries 10 tons of water to her poul- 
try flocks yearly, a figure which 
we cite frequently to prospective 
water system buyers. The sale of 
a water system leads to purchases 
of feeders, waterers and many 
other poultry items.” 

There is no winter-time slacken- 
ing in the tin shop. Employees 
use this season to assemble stove 
pipe, guttering and to fashion 
other items out of tin. 

Focal point of the plumbing 
and heating section of the store is 
a group of five complete bath- 
rooms. A specially-designed port- 
able bathroom, a box-like affair 
lined with tile and linoleum, is 
available for use at farm shows 
and similar events. By special ar- 
rangement, this exhibit, which 
shows the equipment in actual 
operation, was shown at local REA 
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A salesman talks sinks with a customer who, since the Rural Electrification 
program, is in a position to have a fully equipped bathroom and kitchen. 


headquarters. With the coopera- 
tion of the local county agent, the 
firm arranges displays of water 
systems, brooders, feeders, etc., at 
Sedalia’s annual Poultry Produc- 
tion Show. 

Mr. Cain and his sons, Cline and 
Robert, think very favorably of 
the value of the booth which they 
maintain each year at the Mis- 
souri State Fair which is held at 
Sedalia. 

The booth space rents for $150 
and the company spends about 
$500 for lighting and decorating 
the booth in which are displayed 
the latest in tools, including 
power, wood-working, electrical 
and welding, plus one corner de- 
voted to everyday tools needed by 
farmers. 

This store has another success- 
ful annual promotion, on house- 
wares, as a tie-in with Sedalia’s 
tremendously successful four-day 
cooking school, which attracts 
thousands of interested housewives 
from a 40-mile radius of the town. 

“We distribute coupons to ladies 
attending the show and these must 
be deposited in person at our store 
in order to participate in draw- 
ings for $100 worth of merchan- 
dise,” explains Mrs. Olaf Balke, 
housewares buyer. “This promo- 
tion ushers about 1,000 women 
through our doorway every day 
during the school, and gives us 
entre with many ladies who other- 
wise might never see the depart- 
ment.” 

One of the busiest spots in the 
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store is the Gadget Bar, a 22-ft. 
long housewares rack which holds 


250 sauce pans, coffee makers, and 
three lines of kitchenware. An in- 
crease of about 25 pct was noted 
in the sales of the cooking ware 
after this fixture had been in- 
stalled. 

“Display is about 90 pct of 
housewares selling,” states Cline 
Cain. “This theory was proved by 
our experience with the self-ser- 
vice cookware fixture. Shoppers 
shuffle up one side of the rack and 
down the other, closely inspecting 
the merchandise. 

Related housewares items are 
grouped together—covers’' with 
mixers, coolers with cake pans, 
roll cutters with muffin pans and 
similar items. 

Even such rare items as cuspi- 
dors are stocked by this store 
which caters to every need of its 
community. About three dozen of 
these, in various shapes and sizes 
are sold every year. Many of these 
are gift wrapped as Father’s Day 
presents for elderly men who still 
regard them an essential house- 
hold and office equipment. 


Shows Community Calendar in Window 


The Elsinore Valley Community 
Calendar is displayed in a show 
window of Shier Hardware Co., 
133 N. Main St., Elsinore, Calif., 
for the benefit of people in that 
community of 1500 people. 

The calendar was prepared by 
the local Business and Professional 
Women’s Club of which Mrs. Gary 


if 
é 


»,, 


Shier, wife of the store’s proprie- 
tor, is president. It shows at a 
glance the time and place of meet- 
ings of the City Council, civic clubs, 
lodges, parent-teacher associations, 
school clubs, valley farm bureaus, 
service clubs, service men’s organi- 
zations and various other local 
groups. 





Mrs. Gary Shier brings the Community Calendar up to date. 
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ng 7 How Kronenberg's, Inc., builds good will and adds volume 
Yr oca 


to home furnishing departments by offering draperies and 
curtains. Free extra services pay sales dividends. 


Draperies and curtains are 
among the lines successfully sold 
by Kronenberg’s, Inc., in Ham- 
burg, N. Y. This hardware and 
furniture concern also offers 
jewelry, linens and blankets. 

Among the unusual services of 
the 102-year old firm, is its home 
decorating section, a feature of 
which is its drapery and curtain 
displays. Occupying a second floor 
alcove space of about 800 sq. ft., 
the curtain and drape section was 
started five years ago, with the 
experimental offering of a few 27 
in. squares of drapery material 
in the linen department. Popular- 








Editor's Note: The story of the 100th Anni- 
versary of this firm, see HARDWARE AGE 
issue of Dec. 16, 1948, told of this firm's un- 
usual operations and pictured some of its de- 
partments. 





Mrs. Veronica Irish, right, discusses drapery materials with a customer in her office 
p to date. oa - at the store. Note varied types of fluorescent units as well as drapes on display. 
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ity of this display led to later 
showings of some 1% yd. lengths 
and the addition of full lengths 
bolts of chintz and other mate- 
rials. 

Three years ago the alcove fea- 
turing drapery materials was re- 
decorated and made into a sepa- 
rate curtain and drapery depart- 
ment, its merchandise being well 
coordinated with that of other 
home furnishing departments. 
Now the section is part of the re- 
cently established home _  dec- 
orating department under guid- 
ance of Mrs. Veronica Irish. The 
department came into being in re- 
sponse to numerous customer re- 
quests for help in determining 
color schemes using cloth, paint, 
wallpapers and other materials to 
attain desired effects. 


Visits Homes 


Mrs. Irish is at the store each 
business day to offer suggestions 
and advice, give out samples of 
drapery materials and loan wall- 
paper books. Actually her work 
only begins at the store for she 
visits many private homes, upon 
request, to make suggestions. She 
follows up such visits by assisting 
customers in the selection of fur- 
nishings and materials at the 
store. As an additional service, 
Mrs. Irish will again visit the cus- 
tomer to supervise hanging of cur- 
tains or drapes, or help in the 
arrangement of furnishings. She 
will advise about wallpapers or 
paints from the store’s offerings, 
and will see that paints are mixed 
to any desired shade. These ad- 
visory trips are made at no cost to 
the customer. 

A capable speaker, Mrs. Irish 
spends many evenings and some 
mornings and afternoons talking 
to Home Bureaus, Newcomers 
Clubs, church groups and other 
women’s organizations on home 
decorating problems and_ tech- 
nique. She discusses all phases of 
home decorating, shows how a 
definite atmosphere may be devel- 
oped by clever use of the right 
furnishings and stresses the im- 
portance of color and other fac- 
tors. 


Bolts of drapery materials— 
chintz, glo-sheens, prints, plastics 
and other types—are displayed 
on racks. Deep shelves along two 
walls feature different types of 
curtains, most of which are kept 
in boxes to assure cleanliness. A 
few pairs of curtains are left out, 
however, for display. There are 
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also racks of yard goods for mak- 
ing curtains. All types of acces- 
sories for making or hanging cur- 
tains or drapes—rods, thread, 
fringe, cord, etc.—are displayed 
along a third wall where they at- 
tract plenty of attention. 

Curtains for every room in a 
home are offered and when drapes 
are required materials for them 
may be selected at the same time. 
While Kronenberg’s do not make 
up drapes or slip covers at the 
store, Mrs. Irish will suggest sev- 
eral professional seamstresses 
who do such work. 

So important has the curtain 
and drape section become that one 
of the store’s display windows is 
devoted, much of the time, to 
showing such merchandise. Cur- 
tains or drapes are sometimes 
shown alone but often are dis- 
played with furnishings for a liv- 
ing room, bedroom or other section 
of a home. 


Featured on Radio 


Advertising includes monthly 
use of a local shopper’s guide and 
a weekly spot on radio station 
WXRA in nearby Kenmore, N. Y. 
The radio program features sports 
and farm items, merchandise from 
Kronenberg’s being mentioned at 
intervals. Once a month attention 
is given in the radio program to 
the subject of curtains and drap- 


eries. These programs help at- 
tract trade from a wide area 
around Hamburg which is a town 
of 6,000 population. 

In all of her demonstrations 
Mrs. Irish uses materials from the 
store’s regular stocks. When a 
customer desires materials not 
stocked by Kronenberg’s every 
posssible effort is made to order 
such goods in the shortest possible 
time. 


Advises Changes 


“Sometimes,” says Mrs. Irish, 
“people do not know how to use 
their own furnishings to advan- 
tage. When I go into such a home 
it is often possible to advise cer- 
tain changes which will give that 
home an entirely different appear- 
ance. Usually such homes will 
need some new materials—per- 
haps curtains, drapes, a change 
of wallpaper or a different color 
for painted woodwork. However, 
when a family expected to spend 
hundreds of dollars for new fur- 
nishings in addition to these minor 
changes the opportunity of saving 
some money is a goodwill builder 
for Kronenberg’s.” 

Through its home decorating 
department and Mrs. Irish’s closer 
contact with home owners many 
new customers have been at- 
tracted to the store. And they tell 
their friends about it. 





Changes Old Display Into New 


‘ 


Earl Klosterhoff, proprietor 
of the Tscharner Mercan- 
tile Co., hardware firm at 
Okawville, Ill, used no 
magic, just some paint, to 
turn an old display rack 
into a modern one for 
showing electrical house- 
wares. Purchased almost a 
decade ago and ready to 
be junked, Mr. Klosterhoff, 
instead, refinished the 
stand with white enamel 
and ran aluminum bead- 
ing cround the shelf edges 
to restore it to active duty 
selling merchandise. 
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Completeness of stocks, service, and a three-way advertising program have 


made Tausche's Hardware a first stop when in the market for power tools. 


Selling Schools Builds 
Power Tool Sales 


Tausche Hardware sells schools and then 
sells power tools to the students after they 
are graduated. 


Schools are one of the primary 
power tool markets for the V. 
Tausche Hardware Co., La Crosse, 
Wis., because the firm’s manual 
training departments are being en- 
larged to supply the increased 
demand for technically trained 
labor. 

And so well does O. T. Thomp- 
son, manager of the firm’s power 
tool department, cover his terri- 
tory that there is hardly a school 
that he hasn’t visited—either to 
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make an initial sale or as a call- 
back to keep the schools sold on 
his store’s equipment. 

Teachers need experts to ex- 
plain the proper use of power tools 
to students, which Mr. Thompson 
so capably can do. Further, he 
usually sets up the equipment 
when the store makes a sale, and 
then calls back frequently to 
check ‘its working order. These 
visits enable him to lay the 
ground work for additional or ac- 


cessory sales and to suggest re- 
placements. 

The Tausche Hardware is a 
Class A dealership for the power 
tool line it handles. This means 
that other dealers in the vicinity 
sometimes send prospects to the 
store to see an item which they 
may not themselves have. 

The La Crosse Vocational Schoo) 
is one of the best of its kind in 
Wisconsin. Not only has_ the 

(Continued on page 137) 





Demonstration Display for Selling Power Tools 


Experience has shown that live demon- 

strations are a powerful selling tool. Here 

is a practical, inexpensive layout for dem- 

onstrating power tools and accessories. 

How to build, where to locate, how to guide 

traffic, how to adapt for various store lay- 
outs, are covered in this article. 


Good demonstration facilities are 
of top importance in the merchan- 
dising of power tools, particularly 
for sale to homeworkshop fans. On 
this and the following pages are 
sketches of a power tool demonstra- 
tion booth which occupies a mini- 
mum of floor space and entails a 
minimum expenditure. There are 
also four plans for properly locat- 
ing the display. 

We suggest the 30-in. wide wall 
section booth shown in Fig. 1 with 
inside edge set flush with adjacent 
regular wall fixtures. The 30 in. 
wide space in back of the demon- 
stration table will be sufficiently 
wide for the demonstrator to stand 
and operate the equipment. Shelves 
are located on the inner wall and 
under the top for storing under 
stock. A length of electric plug-in 
strip provides the necessary outlets 
from which to operate the various 
power units. 


Use Blow-Up Photo 


A giant photo blow-up should be 
obtained from an 8 by 10 in. print 
showing a father and son working 
together in their basement home- 
workshop to use in panel A of Fig. 
1. The two side panels may be used 
for mounting chisel sets and other 
power tool accessories. Installation 
of %4-in. plate glass in the wood 
frame around the table top will pro- 
tect people watching demonstra- 
tions. 

The projected slope front of the 
unit can be equipped with fluores- 
cent lights so that light will reflect 
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down on the samples of various 
size circular saws, and other acces- 
sories, mounted on it. Even when 
a demonstrator is not using the 
booth it would be well to illuminate 
the display. Such a booth could 
also be used, at other times, for 
other displays since it is equipped 
with shelving for back up stock and 
a slope for a sample display of ac- 
cessories in the front. 

Wherever possible hardware 
dealers should display related lines 
together as a means of making 
many plus sales. In an early issue 
we plan to show some special table 
top units for power tool accessories 
display. These units may be built 
to fit any type table for open dis- 
play of sanding and polishing kits, 
fine and coarse wheels, buffing 
wheels, chucks, drill arbors, sand- 
ing belts and other accessories. Lo- 
cated next to the demonstration 
booth such displays will assure 
many extra sales. 

Note in the detail drawing, Fig. 
2, how the wall section is equipped 
with a baffle or over fixture canopy, 
reaching from the top of the wall 
fixtures in the ceiling. 

In stores with exceptionally high 
ceilings, this baffle should be 3 or 
4 ft. wide and over the actual wall 
fixtures. The baffle may be equipped 
with a strip of fluorescent lights so 
that the light will reflect down on 
the booth and adjacent wall fix- 
tures. This will also back light the 
cutout wooden letters used to iden- 
tify the booth. 

Detail drawing, Fig. 2, shows 








a r 
Sermased , 


how this baffle may be installed 
over existing wall fixtures. Because 
of the variance of store fixtures no 
dimensions are given. However, 
any competent local carpenter and 
electrician can get the basic idea 
from this sketch and then make it 
to fit an individual store’s require- 
ments. 

To dress up the unit, the demon- 
stration top may be covered with 
heavy maroon covered linoleum for 
its decorative effect and service- 
ability. 

Upon request we shall be glad to 
furnish the name and address of a 
studio specializing in making giant 
size photo blow-ups at a very rea- 
sonable price. Blow-ups may be 
used in other sections of your store 
—to highlight and decorate golf- 
mechanics’ tools, fishing tackle, and 
other displays. 


Demonstration Unit Location 


Four floor plans are shown in 
Figs. 8, 4, 5 and 6, suggesting 
varied locations for the demonstra- 
tion unit. In each instance a mini- 
mum of floor space is used. 

The plan in Fig. 3 shows the 
booth set along a wall section. 
Three banks of four tables each 
are suggested in this plan each 
being 6 ft. by 30 in., plus two banks 
of three tables directly in front of 
the demonstration unit. Such an 
arrangement will allow for a 4 ft. 
6 in. aisle in front of the demon- 
stration unit so that people stand- 
ing in front of it will not block the 


HARDWARE AGE, JANUARY 25, 1951 














sé 


*LVORE SLES 
TUGE L/6 


PRES 











le 


nstalled 
Because 
ures no 
owever, 
ter and 
sic idea 
make it 
require- 


demon- 
2d with 
2um for 
service- 


glad to 
ass of a 
g giant 
ry rea- 
may be 
ir store 
fe golf- 
kle, and 


ition 

own in 
gesting 
ionstra- 
a mini- 


ws the 
section. 
23 each 
n each 
o banks 
ront of 
uch an 
a 4 ft. 
demon- 
. stand- 
ock the 


5, 1951 





\ 


\ [pow 


/ 






‘ 





/: P< ] / i 
DEMONSTE ATION .\ /// 





























Dh 

















\ A 


FUDTO NURAL SHOIWINE A 

FATHER AND SON BUSY 

WORKING TOGETHER 
IN THER 
WaME” WORKSHOP 


0 
































NIP IPE AND FLANGES TOWOLD £/GHT ST. 


s TORE WALL 





Py 
NOQULDING WITH SLOT 702 
-H12iD WO22D 6E77ERT 
























































































































HARDWARE AGE, JANUARY 25, 1951 



































































































































































































































Fi6.3 PLAN FIG 4. PLAN 
Catt = =< aaa = vet 8 
WEEUAR WALL. a GATE be WALL et REE ULAR WALL FIXTURES 1 
PE MONS TRATI * _ had 8-0" 30) 
— a ee ee oa 
ii — + ji | it Wal | O23 
| | 1 88 0 
a. j 4 Jen cl 
phy T 7° 34 i 
2. tt |) [Ae Ns 
L.14 “te | 
1 SF FF, 5:0" 4:3", 5:0" 4 = F iy : 
i a]: 
4/8 | {2 
t lk 
aii 
a 
ui ols 
(1 ae 
13-0| 5-0" _, 4-0 |; 30, 4-0°|& 
| | 
cenihdhpeaineciniainiicanaitics \ 
F1G.6 PLAN _ | 




















































































































































































































pj. AN REGULAR WALL FIXTURES 
5% 
:- 
30 
= 
4-0" cow, *s 
4 “LUIGI POWER TOOL ACCe_—_ LENNART S—, POWER TOOL 
‘ =n é SWINGING GATE al ACCESSORIES 
oa ie” _. ss 
ri ae, = W/DTH OF| |} | v | 1 
4: — STAIRS | STAIRS \ . 
+ ry | | | | a 
» ta LL | L J 
R44 = wee 
aa YR SWINGING GATE | ;Swmbing GATE =. 
, Tsetse se ot so" 7 so Fo 
30° 
















































































aisle. The 4 ft. 6 in. aisle space 
would be a minimum which should 
be increased to 6 ft. if the size of 
the store will permit. 

The two banks of three tables 
will provide an ideal spot to dis- 
play a variety of accessories. 

The area marked by dotted lines 
may be used for tables or for floor 
display of jig saws, band saws, 
joiner-planers, sanders, etc., on 
their individual stands. A 4-ft., 3- 
in. extra wide center aisle is sug- 
gested to lead up to the demonstra- 
tion unit and a 4-ft., 6-in. cross 
aisle directly in front of the regu- 
lar wall fixtures. The small direc- 
tional arrows show how these aisles 
will lead customer traffic to the 
demonstration unit. These dimen- 
sions for the two aisles should be 
considered as a minimum. 

As this and the other plans are 
intended as a general guide, tables 
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of different sizes be used 
where desired. 

Fig. 4 shows the power tool booth 
in a rear corner with floor space 
available for some sample power 
tools on their own stands as indi- 
cated by the dotted lines. 

In this case minimum measure- 
ment used for the aisles adjacent 
to and along the regular wall fix- 
tures is established at 4 ft. The 
same 30 by 6 in. tables in banks 
of four are again used. The only 
exception is the two tables placed 
end to end. This is done so that 
all the banks of four tables are in 
line using side aisles, which are 4 
ft. wide. The objective here is to 
break the traffic flow so that it will 
proceed down or into any of the 
cross aisles to permit patrons to in- 
spect goods displayed on any of the 
banks of four tables. The black 
arrows show the proposed traffic 


may 


flow. This represents one of the 
latest aims of modern store plan- 
ning—the desire to get customers 
off the main aisles and into side 
aisles where they can inspect mer- 
chandise without being too crowded. 

The distance established from the 
bank of four tables to the front of 
the power tool booth is 8 ft., which 
will allow ample space for custom- 
ers to watch demonstrations and 
inspect samples displayed in the 
floor area. 

Fig. 5 shows a method of over- 
coming the problems resulting from 
location of a stairway in the center 
of the store. A panel sufficiently 
high to take the giant photo blow- 
up may be installed at the stair 
head shown by the heavy line. 
Space is again provided for floor 
samples of power tools, as shown 
by the dotted lines. Two tables set 


(Continued on page 132) 
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REMINGTON ADVERTISING... 
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TERS EVERYWHERE 
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... and that is important to you and the future of your business. 

Remington advertising is designed to sell, of course. But it has 
another important job, too. That job is to tell sportsmen the 
story of Remington quality and integrity . . . the story of Amer- 
ica’s oldest gunmaker. 

Call it what you will; faith, prestige, consumer franchise, we 
number it among our most valuable assets. Our advertising re- 
flects this. 

You, as a dealer, benefit too. For just as a man is known by 
the company he keeps, so is a dealer known by the brands he 
sells. Remington Arms Company, Inc., Bridgeport 2, Conn. 
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W. R. Stauber, Jr., 
owner of the new 
Waukegan store. 


Front view of the new Ace store 
No. | in Waukegan, Ill. 
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First floor view of the new store. Note recessed lights in ceiling, in addition to fluorescents. 


New Ace Waukegan Unit 


When a new Ace Hardware store 
opened its doors at 227 N. Genesee 
St., Waukegan, lll., last summer as 
Ace Store No. 1, it was reminiscent 
in some respects of such an event 
25 years ago when Frank Burke of 
that city, one of the founders of 
Ace Stores, announced to Wauke- 
gan that his store would there- 
after be known as Ace Store No. 1, 
which it was until some years later 
when he sold it and the franchise 
was discontinued. 

Since Mr. Burke is still living, 
and out of respect for his contribu- 
tion to the organization, No. 1 was 
never assigned to any other store. 

However, everybody interested in 
the re-establishment of an Ace 
Store in Waukegan, including Mr. 
Burke, felt that a store of the 
caliber of the new store deserved 
the recognition accorded it as store 
No. 1. 

Owned and operated by W. R. 
Stauber, Jr., the new store is one 
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rescents, View of basement, featuring a canary yellow color scheme on the walls. 


Designated 


of several in a large new retail ing has more than 50 recessed lights The new store has a mezzanine 
building development in Waukegan, and spots to aid in more effective which contains a spacious office as 
and is of steel and masonry con- merchandise display. well as red leather-backed chairs 
struction throughout and has a first ’ 
floor and full basement. 
The first floor measures 48x135 
ft., with the actual store display 
space being 48x100 ft. The front 
of the establishment is angled to 
permit easier viewing of the store 
s later interior by sidewalk and_ street 
anchise traffic. 
The wall color scheme is a dark 
living, green. Harmonizing with the wall 
ntribu- color, the asphalt tile floor has gray 
. 1 was and green backgrounds. For the 
store. fixtures, Mr. Stauber chose a light 
gray color which harmonizes with 
the overall store plan. 
The lighting arrangement helps 
to make the store very “visual” to 
traffic at all times. Ceiling fluores- 
- store cent lights are used extensively, and 
are contrasted with a number of 
w. R. recessed ceiling lights and numer- 
is one ous spotlights. The first floor ceil- Mill supply section on the first floor. 
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Layout of the new Waukegan store. 


and lounge for customers and 
guests. The mezzanine is reached 
easily by stairs from the first floor. 
It is fluorescent lighted and affords 
a view of much of the sales floor. 

There are two wrapping counters 
at the store, one in the front and 
one towards the rear. Wrap coun- 
ters are covered with a red mica 
finish and can accommodate consid- 
erable traffic. The basement en- 
trance, with wrought iron and alu- 
minum railing, is located near the 
rear wrap counter. The stairs are 
wide, with double railings, and lead 
the customer easily into the large 
basement. Space against the first 
floor stairs railing is utilized by two 
triangular-shaped platform dis- 
plays, where merchandise, such as 
bicycles, can be placed to good ad- 
vantage. 

Fluorescent, recessed and spot 
lighting in the basement, too, make 
this area outstanding. The base- 
ment color scheme for the walls is 
a canary yellow, while the floor tile 
is brown and gray. The support- 
ing posts in the basement are also 
painted a canary yellow. 

A model kitchen, appliances, a 
model bathroom and other displays 
are located in the basement and 
there are also showings of farm and 
related merchandise. 

A separate section for builders’ 
hardware has proved very worth- 
while. A large center area display 
for plumbing items catches the at- 
tention of many homeowners. A 
display of toilet seats against a tile 
background give these items added 
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attention as against traditional flat 
counter display. 

Advertising for the new store has 
been sizable and continuous. For 
the two opening days, a four-page 
advertisement was published in the 
local newspaper. Substantial weekly 
newspaper space is still being used. 

In addition, the store has card 
advertising in all the city and 
county buses. This bus card car- 
ries a picture of the Ace store’s 
visual front and copy inviting 
people to visit the new store. Be- 
cause the buses bring many rural 
and village residents to Waukegan 
regularly to shop, this bus card ad- 
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Note the wrapping counters in front and back. 


vertising is doing a fine job of popu- 
larizing the store. 

About six spot radio announce- 
ments are also used daily on a local 
station with good rural coverage. 
Mr. Stauber feels that with this di- 
versified advertising program he is 
covering his trade area very thor- 
oughly. He also plans to use the 
seasonal Ace sales circulars and cat- 
alogs from time to time. 

As a special advertising idea, 
Mr. Stauber also sponsored a Kid 
dies Cartoon Show at a movie thea- 
ter in the same block. This took 
place on a Saturday in early Sep- 

(Continued on page 126) 


This tool and equipment display is on the first floor. 
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and now... HOMES... because of DYNAMATIC’S 
low price and compelling sales features! 
NOW ... you can stock a high-quality, low-cost door 

control to suit practically every interior need! 


RETAIL 
Watch customers — from big contractors to small home 


s 95 owners — go for the slim, streamlined design and low price. 
They'll want DYNAMATIC because it’s so easy to install 


F.0.B. FACTORY and because THEY NEVER HAVE TO WORRY ABOUT MAINTENANCE! 


Check all the attractive selling points on the new 
DYNAMATIC, Stock DYNAMATIC now and let them earn 


you profits from customers you'll find everywhere. 


DYNAMATIC 


New Euglaud 
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2.2% Advertising Expense 
. Boosts Sales 101/2% 


When L. L. Smith shifted 
its ads to a Shopper's 
News cost per insertion 
dipped but sales rose be- 
yond expectations for out- 
skirts store in Phoenix, Ariz. 


L. L. Smith Hardware runs two 
small stores in Phoenix, Ariz., and 
advertises them as “The Biggest 
Little Stores in Town.” With an 
advertising expenditure of 2.2 pct 
of its gross sales the firm—L. L. 
Smith, his son Don Smith and Max 
Betts, son-in-law of L. L. Smith— 
was able to increase 1950 sales 
volume an average of 10.5 pct over 
the previous year. 
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ed in this compact department 
30 by 50 ft. stores 


shopper ads, 


On advice of a veteran hard- 
wareman, the Smiths shifted from 
small space at $45.00 per insertion 
in a daily city newspaper to larger 
space in a new Shopping News. 
In the regular type newspaper the 
store’s 2 column by 3 in. ad—occa- 
sionally increased to 2 columns by 
4 in.—was lost alongside of bigger 
ads of chain stores, department 
stores and other larger organiza- 
tions. In the shoppers’ news Smith 
Hardware started using for 4 
little more money a two column 
by 8 in. ad, which in the five 
column tabloid showed up better 
than in the conventional type 
newspaper. 

When the firm opened its second 
store, space was increased to three 
columns by 12 in., this space domi- 
nating a page. The switch from 
small to larger ads helped the firm 
increase volume for the first 10 
months of 1950 on an average of 
10.5 pet for each month over the 
same periods in 1949. 

Says Don Smith of the firm’s 
advertising program, “We have 

(Continued on page 129) 
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Sire PUT THIS HARDWARE DISPLAY OF FAMOUS 
Stuns NONE BETTER TOOLS TO WORK FOR YOU! 


I NEED THAT ...1 NEED THAT ...I NEED 
THAT .. . over and over again NONE BETTER 
TOOL BOARDS stop the customer and make the sale 
for you. No guessing as to size, no “make-up-your- 
mind” delays while other customers wait, etc! It’s the 
modern, streamlined SEE—SELECT—SERVE—SELL 
technique that increases sales and profits. 


These sturdy NONE BETTER TOOL BOARDS are 
tailored to fit your store’s needs . . . they SELL when set 
up on the counter . . . they SELL when hung on the 
wall. In units 1 ft. x 2 ft., they make the most of small 
surface areas and are readily combined to give maxi- 
mum selection with minimum investment in stock. And 
for stock control — there’s nothing simpler or easier! 


Get your share of the always active demand for 
NONE BETTER Tools. Ask your jobber for the facts 
on this NONE BETTER program today. 
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Featured Adult 
Valentine Gifts 


Ott Hardware offered sporting goods for men and giftwares 
for women from regular stocks as February 14 remembrances. 
Window and store displays sold the idea. 


Ott Hardware Co., Santa Bar- 
bara, Cal., did a good volume in 
the sale of sporting goods, gift- 
wares, games and novelty items 
last year for adult Valentines. 

The spotlight was turned on 
the firm’s special sport goods 
room for gifts for men. Golf 
clubs, fishing tackle, game tables, 
camping equipment and togs for 
camping, hunting and _ fishing, 
were shown in a window with red 
panels on which were red hearts 
with contrasting white borders. 
Many items in the firm’s sporting 
goods display room were tagged 
with red heartshaped cards. A 
game table was the display unit 


for showing cards, poker chips 
and chess and checker outfits. On 
a shelf were displayed a desk 
lamp, clock, several small framed 
pictures and book ends holding 
books on different sports. 

Gifts for women were featured 
in a window having three red 
panels on which were big red 
hearts with white lace borders. 
The central panel had tracings of 
simulated heart shaped motto 
candies. Open cabinets between 
the panels held stem and art 
wares, the two end units 
showing silver, china and glass 
items. At each end of the window 
were more red hearts. On the floor, 


in the center, were a china tea set, 
and china and several silver coffee 
pots. 

With eight other non-competing 
merchants, the store ran a full 
page newspaper ad showing a 
pair of lovers in an outline heart. 
The message to Santa Barbara 
shoppers said, in part: “The most 
welcomed gifts for your Valen- 
tine come from Santa Barbara. 
The merchants in your favorite 
shopping center gave first aid to 
Dan Cupid by providing you with 
a big selection of special Valen- 
tine merchandise. For a Valentine 
to make hearts beat in double 
time buy in Santa Barbara.” Each 


Plenty of decorative attention was given to the February 14 theme in this display of women's gifts. 
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LIFE-TIME 


ALLOY STEEL 


WRENCHES 


Order From Your Wholesaler 


BILUNGS 


THE BILLINGS & SPENCER CO. 
Hartford 1, Conn., U.S.A. 








Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN (lilustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


ne: 





PAINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. ..Roof Coatings... Industrial Paints and Finishes 
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Varied Valentine suggestions for men were the attractions in this window. 


of the participating merchants 
listed items in a box with heart- 


shaped border as Valentine sug- 
gestions. 


New Ace Waukegan Unit Designated Store No. | 


(Continued from page 120) 


tember with 2000 tickets issued to 
children. In order to get the tick- 
ets, the parents of the children had 
to come to the store to claim them. 
The show was enthusiastically re- 
ceived by parents and children, and 
Mr. Stauber may schedule others 
like it now and then. 

The store has 13 employees, sev- 
eral of whom do outside sales work. 
A mill supplies department on the 
first floor, near a rear entrance, is 


well patronized to date. One sales- 
man contacts industrial and other 
accounts in the Waukegan trade 
area. Early indications are that 
this department will be expanded 
considerably due to demand, reports 
Mr. Stauber. 

All the store’s employees live in 
the Waukegan area and are doing 
their share to bring more customers 
into the new store. Spare time in 
the employees’ schedule on slow 





Stairway leading to basement. 
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better filing 
for your 
customer 













and 
more sales 
for you... 









Cleaner, faster filing for 
your customer! Filing 
without clogging, scrap- 
ing or skidding! Filing 
that leaves a smooth sur- 
face! There, briefly, you 
have NUCUT filing. 
NUCUTS will prove 
your best bet for build- 
ing file sales. Write! 
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18” wide x 28” high. No 
charge for display — pay 
only for files. Shipping 
weight 5 Ibs. 


ASK ALSO ABOUT our complete line of Hammers; 
Masterenches; Craftmaster Scrapers; Trowels and 
other quality tools. 





HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
Newcomerstown, Ohio 
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days is utilized for calling on con- 
tractors and builders in Waukegan, 
visiting with them and giving them 
contractors’ discount cards. Such 
personal visits help the firm to 
learn the needs of various contrac- 
tors, renew friendships and pro- 
mote more business. 

Mr. Stauber points out that some 
employees are able to devote one to 
two hours per day — especially 
mornings—to this kind of contact 
work, and it is paying off very well. 

The new Ace store has estab- 
lished credit buying privileges. Mr. 
Stauber and staff say that Wauke- 
gan is a city where many people 
have gotten into the habit of buying 
on credit. Since Sears, Montgom- 
ery Ward and other large stores 
have built sizable volumes of busi- 
ness on this basis. 

The store has connections with 
the local credit bureau so that a 
credit rating on most local residents 
can be obtained very quickly. 
Through the extension of this ser- 
vice to customers, the store brings 
a certain portion of its store traffic 
back week after week, which has 
an influence on future sales, Mr. 
Stauber believes. 

Parking in the vicinity of the 
new store is adequate for the pres- 
ent, Mr. Stauber says. There is 
some metered parking, and addi- 
tional off-street parking is also 
available. The store has an attrac- 
tive rear entrance, which many cus- 
tomers use, as well as the front. A 
shadow box display showing power 
tools faces the rear entrance and 
gets attention from male customers 
entering the store. 
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“Dammit Henderson! | wish you'd 
pay more attention to keeping 
things in place.” 
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PROOF 
FASTENINGS 


Popular sizes now available from 
stock, This scientifically de- 
signed Atlas spanner-head makes 
these fastenings ideal for a wide 
variety of uses . . . especially 
where things must stay put. 
When these screws go in, un- 
authorized persons can’t take 
them out. You can use these 
Atlas tamper-proof fastenings on 
vendirig machines, radio and tel- 
evision sets and other products. 


Spanner-head fastenings are 
available in wood screws, metal 
screws and machine screws .. . 
in all standard heads and metals. 
Drivers can be supplied 
inexpensively. 


ATLAS 


SCREW & SPECIALTY CORP. 
450 BROOME STREET 
NEW YORK 13,N.Y. 


Please send me complete information 
on Atlas tamper-proof fastenings. 
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Here's a year-round, fast 


selling item of a thousand 
and one uses—Clinton 

Ni felalelelde Ml mleldehZeld-i ile) iapre! 
leader in its field for almost a 
full century. 


inlrehdi ae lelhcelalr4:teMelsi-Tam’a-tel alate 

fol amelelol-toM tical ME Gl aioli miiclilee 

olge Mi alelgohZo]g-a @llol iam Mohit-te-e lame] | 
standard widths and meshes; unrolls 

flat for easy handling. Supplied in steel- 
banded rolls of 100 feet, it lends itself 
to attractive, eye-catching display. 
Order a supply from your jobber today. 


a lolmeh ZelRom GileliamiMailelalthiclaltiacte 
folake Mato) loMUlslel stam ialcil olmelale Male lial 


of CALWICO on the Pacific Coast 


CLINTON 


HARDWARE CLOTH 


Letters to the Editor 


Branding Service 


Dear Editor: 

While purchasing a hammer the 
other day the thought occurred to 
me how hardware dealers could 
render a goodwill service to their 
customers. It seems to me that 
dealers could stamp the purchaser’s 
initials on the head of the hammer 
or brand the initials on the handle 
as an extra service. I have never 
seen this done in any hardware 
stores in which I have traded, and 
there have been many, so I pass 
this thought along to you with the 
idea that it has never been tried 
before. 

Yours very truly, 
R. M. Porter, 
Copy Director 
Cummings, Brand & McPherson, 
Gas-Electric Building, 
Rockford, III. 

Editor’s Note—Has any reader 

had experience with this idea? 


Standardize Price Sheets? 


Dear Editor: 

I would like to make a suggestion 
which I feel wouid be of benefit to 
manufacturers, wholesalers and re- 
tailers. 

We receive in the mail each day 
a number of new price sheets from 
various sources. None of these 
sheets are of the same size and 
must be filed in different folders. 

My thought is to work out a uni- 
form system whereby all companies 
would print their price lists on uni- 
form size sheets, with uniform 
punchings for filing in a loose-leaf 
price book. 

In this manner it would be pos- 
sible to keep all the latest price 
sheets in one book. As new prices 
are received, the old ones could be 
removed and destroyed. Various 
other details, as to indexing, sug- 
gested selling prices, etc., could be 
arranged on the same sheet. To go 
a step further, descriptive sheets 
could also be printed in the same 
manner for filing in a loose-leaf 
book. 

Yours truly, 
Alexander Klein 
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In the East © Wickwire Spencer Steel Division, New York 18, New York Building Maintenance Supplies Co., the plumbi 


In the West @ The Colorado Fuel and Iron Corporation, Denver 2, Colorado 130 Ninth Ave., 


On the Pacific Coast @ The California Wire Cloth Corporation, Oakland 6, California New York 11 displays © 
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Editor’s Note—Wholesalers have 
taken. large strides toward stand- | 
ardizing catalog sheets. Perhaps 
standardized price sheets would be 
another worthwhile project. 


| 
| 
| 
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2.2% Advertising Expense | 
Boosts Sales 10!/2% | 
(Continued from page 122) | 

| 


learned that we have to maintain | Vi 


chaser’s the advertising consistently to 
hammer reap benefits, to maintain reader 
> handle interest. We know we have to 


build our ads around one theme 
or department. 

“Now we emphasize one line in 
each ad, seasons and holidays de- 
termining our selection of items 
for advertising. Seasons also de- 
termine whether we increase our 
space. During holidays, or for 
special occasions, we use a full 
back page. Our average cost for 
this advertising for one store is 
2.2 pet of gross sales.” 

About 75 pet of Smith Hard- 
ware advertising expenditure is 

reader for shoppers’ news insertions, the 
a? balance being for radio spots, 
especially on sports broadcasts. 
Radio spot announcements on 1950 | 
baseball broadcasts for an eight- | 
week period, for example, were 
concentrated on paint and acces- 
sories. That program cost $25 a 
week, and brought excellent re- 
sults. ; 


fe never 


Porter, 
Director 


Faucets on Column | 
Center of Attraction 


on uni- 
niform 

-leaf . oe 
anid | eA .. in the handle of a screwdriver is significant 


pe pos- : ‘ ia 

rn aes =r J . of stability. It means that the merchant has been 
prices 
ould be 
arious { 

poet r he 4 Pe | purchasing of merchandise and that the customer is 
ou e 

, To go ‘ a 4a Tee ° 
pete [assured of absolute ‘tops’ in a screwdriver. 
e same 
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careful and discriminating in the selection and 


r Klein A wide variety of faucets receive prominent 
display on an artificial tile background in 
ies Co., the plumbing division of The Neis Co., W. 
Allis, Wis. This display is adjacent to floor 
displays of major kitchen and bathroom 

equipment. 
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Brilliantly lighted, clean merchandise makes shopping a pleasure for suburban 
householders. Note how the two large columns were converted into displays. 





Suburban Store Uses Light 
To Attract Shoppers 


Eye appeal is the dominating 
factor in the merchandising success 
of the new Yaskin Hardware 
store, located at City Line Center, 
on Route 1, West Philadelphia, Pa. 

Daylight shopping at night is 
made possible by a lighting system 
which utilizes large spotlights on 
the outside of the building. 

The hardware store is one of 21 
stores in the center, which in- 
cludes a bank, post office, theatre, 
garden mart and professional of- 
fices. Each store in the center is 
air conditioned. 

The hardware store has a front 
of 65 ft. and its large window 
lights and doors present an un- 
broken expanse of clear glass, 
which gives the store a clean, at- 
tractive appearance, especially to 
passing motorists. 

The center affords an unlimited 
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Motorists on Route | are attracted to this brilliantly lighted, full- 
vision store in the new City Line Center in West Philadelphia, Po. 


amount of parking area to shoppers 
who drive to the center. 

It is estimated that 85 pct of the 
merchandise can be seen as one 
enters the store, which has 4,000 
sq. ft. of floor space. 


The balcony above the store is 
used for office space and the base- 
ment is utilized for the storage of 
bulky items. A concrete runway in 
the rear facilitates truck loading. 

The store, with its pleasing pea 
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“SINCE 1888” 


A complete line of hand, continuous, compressed air, knap- 
sack, bucket, wheelbarrow and barrel sprayers. Also hand 
and crank powder insecticide dusters. We are the origi- 
nators of sprayers and our products are of outstanding 
quality in engineering, modern design and performance. 


The famous Smith INDIAN FIRE PUMP is unexcelled 
for Civilian Defense fire fighting. Send for catalog. 


Lil BAN iar E R 
Kgl; Compressed Air Sprayer 
» The outstanding compressed air sprayer. 


Open or funnel top. Galvanized or solid 
copper tank. Non-clog angle nozzle. 


E-Z 5 Gal. 
Knapsack 
Sprayer 


The finest knapsack 
sprayer made. Pump 
lever develops high pressure easily 
while spraying. 5 gal. zinc-grip steel or 
copper tank. Tank is air conditioned so 
dampness does not reach the back. 
Adjustable brass nozzle. 
















Combination of Sprinkler No. 74 and 
Fire Nozzle No. 72. Throws soft, large 
spray or solid stream. Solid brass. Posi- 
tive shut- off. 













The king of sprayers. 5 gallon 
extra strong compressed air 
tank. Pressure gauge. 12 foot 
hose. Balloon tires. Roller 
bearings. Brass valve and ad- 


justable nozzle for long dis- BLIZZARD SPRAYER 


tance and fine spray. 

Pint, Quart, (39 ounce). Sprays any 
liquid. Continuous, Seamless brass 
pump barrel. Solid copper tank. Appeal- 
ing streamline design. Highly polished. 
Finest continuous sprayer made. 


GIANT 
DUSTER 





WHEELBARROW 
SPRAYER 


Steel wheel or balloon M 
tire. High pressure’ 

tank if desired. For all 
spraying purposes. 18 
gal. bucket tank. Con- 
stant high pressure. 


D. B. SMITH & CO. 


(Originators of Sprayers Since 1888) 
UTICA 2, NEW YORK 


Finest quality made and very easily 
operated. Adjustable feed lever. 
Precision built for hard service. 


= 


SEND Fo R 
CATALOG 


— 





420 MAIN STREET e 
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Herei your Sales Leader for 


NATIONAL HARDWARE WEEK 


A RAPID SLAWCUTTER SPECIAL 






limited 
offer 


no. 5 


2-PC. 
JUNIOR 
RAPID 
SALAD SET 

Cuts, grates, 

slices, shreds. 


Guaranteed sharp 
for 10 years! 
























PACKED IN 

SPECIAL 

HARDWARE WEEK 

CARTON 1A “nvine RAPID 
AMAZING VALUE «= A s world’s Best” 

An unbeat- aN nior Salad Set” ese and Fine Shredder- 

able tie-in to “3 table Cutte ‘7 


piesstr 
RED AT wy 
spark your spe- NEVER BEFORE — ® 


cial promotion 


Es 
Satisfaction Guar 6 
Satine Guare”"—— 

\ Get your 


: TIOWAL HA 
a LEBRATING NA 
Sample , * pei 


35¢ w 





ROWARE WEEK 
—* 


Get on the Rapid Profit 
Bandwagon Now! 


To give you one of your fastest-selling Hardware Week 
tie-in items we have created, packaged, and priced the 
RAPID No. 5 Junior Salad Set for profits. It’s a remark- 
able value in vegetable and slaw cutters and should sell 
like hot cakes. Both this shredder and slicer are size 
4%” x 13”. The shredder has 95 knives; the slicer, 5 
three-inch knives. Packed in attractive two color car- 
ton, 12 sets per case, shipping weight 14 lbs. per case. 
Counter display and easel packed with each dozen! Due 
to the uncertainty of the steel market this offer is lim- 
ited. So stock up NOW. Call or wire your jobber or 
rush us his name and address...today! 


Fer a greater National Hardwore Week. April 12 throwgh April 21 


BLUFFTON SLAW CUTTER COMPANY 


BLUFFTON, OHIO 
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GOLD SEAL TAPE 


Users know they can depend on 
Gold Seal to produce better taped 
joints. Yes, and more joints per 
roll. Gold Seal Tape goes further 
because there’s less waste. Features 
like these mean satisfied customers, 
and satisfied customers mean re- 
peat business . . . more sales and 
profits for you. Packaged in single 
rollsand 10-roll containers. Jenkins 
Bros. (Rubber Div.), 100 Park 
Ave., New York 17, N. Y. 








FRICTION and RUBBER TAPES 
MADE BY JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 
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The store staff: Jack Jacobson and Jesse Yaskin, partners; Bert 
Peoples and Joe Cohen. Harry Yaskin is another partner. 


green walls, is completely equipped 
with modern store fixtures, ac- 
quired through the Pennsylvania & 
Atlantic Seaboard Hardware Asso- 
ciation. 

A complete kitchen unit, with 
yellow walls, is a feature of the 
rear of the store. The ceiling is 
made of fireproof material and the 
floor is asphalt tiled. 

Effective use has been made of 
large columns in the middle of the 
store by building permanent fix- 
tures around them. Shelf displays 
on the four sides of these columns 
are effectively illuminated by con- 
cealed lights under the canopies. 

“Eye appeal is the principal sell- 
ing force in our store,” says Jack 
Jacobson, one of the partners who 
takes charge of arranging displays. 
“Merchandise displayed at eye 
level, and brightly lighted, will lure 
customers into the store and make 
them want to browse around.” 

The Yaskin store was opened 
about a year ago by Jesse and 
Harry Yaskin, who had also oper- 
ated a hardware store in South 
Philadelphia. They realized the 
greater business ‘possibilities of the 
large City Line Center to serve 


their suburban trade which experi- 
enced mushroom growth in the past 
twol years. 

The store is open several nights 
a week for the convenience of sub- 
urbanites, and the bright lighting 
of the store, inside and out, is con- 
sidered an important factor in at- 
tracting evening trade. 

The hardware store joined with 
other merchants in the center to 
publish a weekly brochure which is 
distributed to approximately 35,000 
homes. There have been many re- 
quests for these brochures from 
people living outside the normal 
trading zone of these businesses. 

Jack Jacobson says he and his 
partners, Jesse and Harry Yaskin, 
feel that they do not need much 
more in the way of advertising. 
“Customers seem to like the open 
arrangement of merchandise, the 
store’s friendliness and it’s eye ap- 
peal, which we believe to be the 
secret of our success.” 

Jesse Yaskin does the buying and 
Harry Yaskin handles most of the 
administrative work. The store is 
a member of Liberty Retail Stores, 
Inc. 


Demonstration Display for Selling Power Tools 
(Continued from page 116) 


back-to-back are suggested for the 
power tool accessories. 

Note how the distance from the 
front of the booth to the area de- 
voted to the display of floor samples 
is established at 5 ft. 6 in. which 
will provide space for people watch- 
ing demonstrations. Here again 
the minimum width of 4 ft. is used 
for the side aisles in front of the 
regular wall fixtures. In this lay- 
out the 6 ft. by 30 in. tables, are in 
banks of two set back-to-back, with 
one 5-ft. end table. 


The size of a store will determine 
how many tables are used in a 
bank. A good idea is to draw up a 
scale plan showing the walls and 
the location of any stairs and col- 
umns in your store. Cut smali 
pieces of card to scale to represent 
the size tables you plan to use. Then 
you can move the cards around on 
the sheet of paper to determine the 
number of banks or _ individual 
table arrangements you can use, 
and the sizes of aisles. 

In Fig. 6 the booth is again lo- 
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cated in the store’s center section. 
Here the problem is proper utiliza- 
tion of the dead space usually as- 
sociated with a column. In the 
March 24, 1949, issue of HARDWARE 
AGE on page 113, we showed a unit 
for this type of space. 

A good minimum size for this 
center floor area booth is 9 ft. by 12 
ft., including the casing built 
around the circular column. This 
booth would occupy 108 sq. ft. of 
floor area which is the main reason 
we show the wall section space sav- 
ing booth in the plans in Figs. 3 
and 4. 

If the size of the store will allow 
for this type of center floor area 
booth, space could be provided as 
shown by the dotted lines for floor 
samples of power tools. The ad- 
jacent four-table bank will provide 
a good location to once again carry 
out the related selling idea with a 
display of power tool accessories. 





Display Board Features 
Light Bulbs 


Twenty-three different sizes and 
types of light bulbs are mounted on 
this 8-in. wide display board which 
is permanently on display in the 
window of the Peter Burger Hard- 
ware, 740 University Ave., Madison, 
Wis. Prices are clearly marked next 
to each bulb and to attract more 
attention to the display. some of 
the bulbs are lighted all of the 
time. 





This display in a corner window 
attracts many passers-by. 
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| THE FIRST ALL-PURPOSE 


Made With 


New Miracie Fabric 
Designed for 
Roller Paintino 


ROLLERS ... intropucep sy 





MADE OF UNION 


*® CARBIDE’S “‘DYNEL” 


All new EZ PAINTR and ALKOTR models 
now made with the SENSATIONAL, ALL- 
PURPOSE "LONEL" ... "LONEL" looks 
better and works better with all finishes 
... NOW YOU NEED STOCK ONLY ONE 


ROLLER FOR ALL PURPOSES! 


| 
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\) ) APPLIES RUBBER-BASE PAINTS 
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NO PROBLEM WITH WATER PAINTS 
SMOOTHER ALL FINISHES 
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BUTLER, WISCONSIN 
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AN ADDED FEATURE 
MADE POSSIBLE WITH 
“LONEL"! 


SLIPPING & MATTING 
ALL COMPLETELY 
ELIMINATED! 


ENAMEL & OTHER 
OIL PAINTS GO ON 
MORE SMOOTHLY! 


RECOVER "LIKE NEW" 
AFTER CLEANING 
NO SNARLS! 


NO VARIATIONS . 

EACH COVER IDENTI- 
CAL... AND BEAUTI- 
FUL! 






Phone Milw., SU. 1-9560 
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Youngsters Help Build 


Toy Sales 





Bi: 


Teen-age sales clerk, left, shows a young customer and his mother a wooden block set. 


The toy department at the Fred 
Miller Hardware Store, 526 Austin 
Ave., Port Arthur, Tex., is one of 
the firm’s most profitable sections 
because the advice of youngsters is 
constantly sought. Youngsters vis- 
iting the department are carefully 
questioned as to their likes and 
dislikes. Along the same lines a 
15-year-old lad is now a permanent 
Saturday employee in the _ toy 
department. 

Mr. Miller says of the youngster, 
“He is extremely valuable in dem- 
onstrating the various types of 
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toys. He can talk their language 
and point out things that would 
most interest the young customers. 
We first employed him for Satur- 
days prior to Christmas, 1949, and 
were so well pleased with the re- 
sults that we kept him on in Jan., 
1950. Sales that month exceeded 
those of the same month in 1949 
by 30 pet and so the boy became a 
permanent Saturday employee.” 
Occupying the entire second floor 
—4,000 sq. ft.—the toy department 
has orderly mass displays of wheel 
goods, juvenile furniture and me- 


chanical toys on open type easily 
accessible floor racks at the front 
of the department. 

Noise and gay colors help attract 
shoppers to the second floor as well 
as a large neon sign on the main 
floor to call attention to the stair- 
way leading to the department. 
Toy demonstrations are frequently 
staged on the main floor. Sometimes 
the featured item is an electric 
train; mechanical toys being given 
the spotlight on other occasions. 

The store’s three section second 
floor display window is devoted to 
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Tle sin off Good cooking...;eraila 


During 1951 the already famous Revere Ware Trade Mark will be of 
even greater value to you. For in addition to its great public acceptance 
will be Revere’s aggressive, nation-wide, beautiful, big 4-color advertising 
campaign ...the full-scale NBC Television Network show, “Meet the 
Press’... and the added attention brought to the Revere name through 
the celebration of the 150th Anniversary of the founding of the company 
by Paul Revere in 1801. 

That's why you can reap increased profits from Revere Ware; // you tell 
the people in your community, through advertising, window and counter 
displays, and other forms of promotion, that you handle this famous 
business building brand. Get started now! 





REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division ° Rome, New York 
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You’ve got the right line for consistent, 
profitable sales . . . when you’ve got the 
Famous Line of ironing tables. Your cus- 
tomers will go for the Famous low price. 
They will like the solid construction that 
gives them a steady, level ironing surface. 
Famous ironing tables are lightweight, 
easy to set up, easy to put away... and 
the price makes them easy to sell. Write 
for full information on the Famous line. 


THE HOOSIER 
All steel aluminum painted understructure, 
rubber tipped legs to prevent scratching, 
automatic lock, 15”x 54” top of clear 
selected lumber. 

THE GOSHEN 
Chip-proof red enameled hardwood legs 
all steel braced, balanced weight, full size 
top, make this a fast best seller. 

THE ACME 


Tops in a low price table. Satin smooth 
12” x 48” top, wooden legs, steel braces, 
easy-to-operate stay-put lock. 


Fast Mover 
Household Step Stools 


Every household 
should have one of 
these safe, handy 
step stools. The 
Famous Line gives 
you three sizes ... 
fast movers because 
they’re soundly 
constructed yet low 
in price. Attrac- 
tively finished in brilliant red enamel and 
27” and 36” heights. 





clear varnish. 24”, 


Also manufacturers of ladders for every job! 


Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 
Dept. I Goshen, Indiana 
iw Leaders in Quality Woodenware over 48 years 
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Three-level wheel goods display in store's toy department. 


toys the year ’round with large 
neon signs further calling attention 
to the large display of playthings. 
This policy encourages youngsters 
to keep their eyes on the store’s 





toy windows at all times so that 
word of new items travels quickly 
with the result that it is not very 
long before the younger generation 
troops in to look and to buy. 


Side view of three section second story toy window which is exposed to 
plenty of sidewalk traffic. Wheel goods also get main floor window space. 
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With such a toy department the 
store is a mecca for young and old 
people seeking appropriate gifts for 
parties and other occasions. 


Selling Schools Builds 


Power Tool Sales 


(Continued from page 113) 
Tausche Hardware sold it its 
power tool equipment but the 
store also conducts frequent dem- 
onstrations for the students there. 
The good-will engendered has led 
directly to sales to students upon 
completion of their courses and 
they, too, whether they use the 
tools commercially or in their 
home workshops, can depend for 
continuing advice and guidance 
on Mr. Thompson and his as- 
sistants. 

Part of the firm’s sales promo- 
tion and good-will building pro- 
gram is to visit homecraft shops 
inthe city. In this way can be seen 
just what sort of setup its cus- 
tomers have, how they use the 
tools, and what projects they are 
working on. The help given those 
homecraft shop owners—tips on 
more efficient arrangement of the 
equipment and how to use the 
tools to better advantage—develops 
more business. 

In the store itself, there is a 
large display of the many power 
tool items, offering the prospect a 
wide choice of equipment. Acces- 
sories and related merchandise 
are displayed on nearby wall 
shelves and account for a large 
volume of business. The large and 
complete displays can’t fail to im- 
press prospects, and that, along 
with the service the store renders, 
makes it a first stop for power 
tools. 

A.continuous advertising pro- 
gram in newspapers, over the 
radio and by direct mail is carried 
on by the firm on its power tools. 


New Faces for 1950 


(Continued from page 98) 

vises that “Hardware store front 
design continues to emphasize the 
visual front type, putting on dis- 
play all merchandise on a large 
floor area with adequate day- 
lighting and arrangement of stock 
to attract customers. 

“First impact of defense mo- 
bilization seems to forecast short- 
age in some store front metals but 
an improved supply of large plate 
glass. The definite effects of these 
trends cannot be measured until 
later in 1951.” 
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A “silent salesman” 






that really says a lot! 





























a, 


OO a 


eee 


a 


windodW GLASS 


HEN you place this attention-com 






pelling Pennvernon decalcomania 






on your store window or door, you tell the 






world that “here is headquarters for qual 





ity window glass.” It’s a strong point-ol 







purchase tie-in which takes advantage 






of the exceptional public acceptance of 






Pennvernon as window glass at its best. 






Display this decal prominently. It will 






bring more buyers into your store, not 
only for Pennvernon Window Glass, but 
for other supplies too. 




















these other hard-hitting sales aids 


—which will help you achieve a well-integrated promotion 
effort: (1) a powerful, sales-winning window card; (2) an 
eye-catching counter easel; (3) an ingenious 3-piece streamer; 
(4) resultful envelope folders; (5) effective newspaper mats 
Put these business-builders to work. You can get them 
through your local Pittsburgh Plate Glass Company branch 


or jobber. 


@& 
Pexnvernon WINDOW GLASS 


PAINTS - GLASS - CHEMICALS - BRUSHES PLASTICS 


PLATE GLASS COMPANY 


PITTSBURGH 








Finds Appliances Sell Better 





Dahl Hardware, of Boone, 


la., boosted sales of major 
appliances by giving them 
a balcony location which 
provides more privacy for 


sales transactions. 


Faced with the need for a large 
space in which to display major 
appliances adequately, E. T. Dahl, 
owner of Dahl Hardware Co., 
Boone, Ia., converted a balcony 
for this purpose. The fine volume 
of sales on the line during the 
past year has proved that the 
climb up a flight of stairs is no 
serious deterrent to appliance 
prospects. 

In order to induce customers to 
walk upstairs to the balcony dis- 
play, Mr. Dahl shows some rep- 
resentative appliances spaced 
throughout the main floor store. 
There is also a large sign on the 
balcony which tells the kind of 
appliances shown there. 

Flanking the stairway which 
leads to the balcony, Mr. Dahl has 
placed a couple of automatic 
washers, hooked up for duty, a 
farm freezer and several other 
appliances. If a customer shows 
any interest in one of them a 
salesman suggests that he go up- 
stairs to see the full line. 

“The balcony display section 
gives us a place where the pros- 
pective buyer and salesman can 
have more privacy in discussing 
an appliance,” says Mr. Dahl. 

In order to expand his appliance 
business, Mr. Dahl last year put 
on a full time appliance man to 
follow up on leads and make calls 
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When Shown Alone 





E. T. Dahl, left, and his appliance man, look at one of the items which are displayed 
at the balcony stairway to induce people to visit the upstairs appliance department. 





The balcony appliance section offers a prospective customer 
and salesman greater opportunity to talk without interruption. 


in town and at nearby farms. At 
the time this experienced appli- 
ance salesman was engaged the 
store ran his picture in a large 
advertisement and stressed that 
the new man would give prospects 


and customers better service on 
appliances of all types. 
“Farmers in our area are im- 
proving their homes and find the 
new appliances aid greatly in 
(Continued on page 143) 
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A BETTER SELLER THAN EVER BECAUSE.... 





s your customers know 
that spraying is the easier, better 






way to paint! And they're demanding 
good sprayers that do an all-around job 
. .. Sprayers with a name they know and 
trust. That’s why the demand for Speedy 
Sprayer keeps right on growing—a good 
indication of Speedy Sprayer’s outstand- 
ing superiority, and ever increasing 


popularity with the consumer! 


SPEEDY SPRAYER 890 


Famous diaphragm principle eliminates oily 
pistons—delivers 2 cu. ft. of clean, oil-free air at 
30-40 Ibs. pressure. Sprays anything from a 
toy to a house. Operated with any % 

h.p. motor. Never needs oiling. Out- 
fit with gun, less motor, 





. 
. 
° WwW ® 
; Kno . id 
2 e-s° 
ji be PPM, or. 
e® i{lions wi er adver 
° ny speed? sore in Sotur- 
© gsing this YO" Bot ond SPEEDY SPRAYER 444 
e day ©Y r nation! Doubles the spraying speed and work- 
we other I - ing area. No job foo big! Delivers 4 
- magazines ° cu. ft. of clean, oil-free air at 40 Ibs. 
* ,a™ pressure. Operated by 1 h.p. motor or 
. ee° engine. Outfit with gun, less motor, 


$5950 


Send for Catalog Showing Complete Line of Portable Sprayers! 


Specialists m Portable Sprayers 


for more than 20 years 


The trend today 
1s to soray! 














FOR THE HOME 
Dozens of uses—inside and 
outside the home. 

















FOR HOBBYISTS 
Gives handiwork a factory- 
finish everyone admires. 


















FOR GARDENERS 
Sprays insecticides, DDT, 
weed killers. 





FOR FARMS 
Many paint jobs. Also 
sprays disinfectants; in- 
flates tires. 






CORPORATION 
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Sign “up 
FOR BIGGER PROFITS 






ts Fun 


“DOUBLE THE FUN 
WITHA 


SRrvoie” COASTER BRAKE 












IT'S THE SLOGAN 








THAT SELLS THE NEED... 
THAT SELLS THE BICYCLES... | 
THAT HELP YOU SELL... 


BENDIX 


COASTER BRAKES 


Wherever you see this colorful Bendix 
counter sign, you know another om | | 
dealer has “signed up” for bigger | 
coaster brake sales and profits. Bendix 
advertising is at work all over America, 
helping dealers sell bicycles as well 
as coaster brakes. Sign up with Bendix 
for your share of this ever-growing 
business. Be sure the bicycles you sell 
are Bendix-equipped and replacement 
stocks are adequate to meet the demand 
for Bendix* Coaster Brakes, a product 
of the greatest name in braking. 

*REG. U.S. PAT. OFF 








ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division 
72 Fifth Avenue, New York 11, N. Y. 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers 
Assn., 100th semi-annual convention 
held jointly with the 60th annual 
convention of the Southern Whole- 
sale Hardware Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Secretary-trea- 
surer, manufacturers’ group, Arthur 
L. Faubel, 342 Madison Ave., New 
York City 17; managing director, 
wholesalers’ group, T. W. McAllis- 
ter, 814 Met alf Bldg., Orlando, Fla. 


ee Toy Fair, March 5-16 at 200 
Fifth Ave., 1107 Broadway, and 
other permanent showrooms and the 
Hotel McAlpin and Hotel New 
Yorker, New York City. Sponsored 


by the Toy Manufacturers of the 
U. S. A., Inc., 200 Fifth Ave., New 
Regional 


Ace Hardware Corp. convention and 
exhibit, Jan. 29-31, Stevens Hotel, 
Chicago. E. G. Lindquist, Ace Hard- 
ware Corp., 5355 S. Blue Island 
Ave., Chicago 8, secretary. 


American Hardware Supply Co. Mer- 
chandise Fair and Stockholders’ 
Meeting, Jan. 29-30 at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh 19, Pa. Wm. 
M. Stout, executive vice-president 
and general manager. 


Buffalo Sports and Boat Show, March 
10-18, 65th Regiment Armory, Buf- 
falo, N. Y. 


Builders’ Hardware Conference (Pa- 
cific Coast,), April 24-26, at Victoria, 
B. C., sponsored by Districts 18, 19, 
and 20 of the National Contract 
Hdwe. Assn. and the American So- 
ciety of Architectural Hdwe. Con- 
sultants. Managing director Consul- 
tant’s group, John R. Schoemer, 420 
Madison Ave., New York City. 


York City, Horatio D. Clark, secre- 
tary. 


National Sportsmen’s and Vacation 
Show, Feb. 7-25, Grand Central Pal- 
ace, New York City. 


Southern Wholesale Hardware Assn., 
60th annual convention held jointly 
with the 100th semi-annual conven- 
tion of the American Hardware 
Manufacturers Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Managing direc- 
tor, wholesalers’ group, T. W. Mc- 
Allister, 814 Metcalf Bldg., Or- 
lando, Fla.;  secretary-treasurer 
manufacturers’ group, Arthur L. 
Faubel, 342 Madison Ave., New 
York City 17. 


Events 


Chicago International Sports and Out- 
door Show, March 2-11, Inter-Na- 
tional Amphitheatre, Chicago, IIl. 


Coast-to-Coast Stores annual meeting, 
Feb. 4-7 at Nicollet Hotel, Minne- 
apolis, Minn. Mastercraft conven- 
tion for sales people, April 15-17. 
York Langton, trade extension man- 
ager, Coast-to-Coast Stores Central 
Organization, Inc., 43 Main St. S.E., 
Minneapolis, Minn. 


Cotter & Co. Stockholders’ Meeting 
and Spring Merchandise Show, Feb. 
5-6 at company headquarters, 365 
E. Illinois St., Chicago 11. 


Decatur & Hopkins Co., Boston, Mass., 
will hold a merchandise exhibit for 
dealers, Feb. 19-22, at its permanent 
display rooms at company head- 
quarters, 93 Berkeley St. 


Detroit Congress Sportsmen’s and 
Detroit News Travel Show, March 
31-April 8, State Fair Grounds, De- 
troit, Mich. 
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AMAZING 


“Sells MO 





POWERFUL 
NATIONAL ADVERTISING 
BACKS YOU UP 


. nae i a 
su beter Homes 7 Journa) 








The greatest advertising 
campaign in Mow-Master 
history backs you up with 
{§ powerful, hard hitting ads 
|} in 16 leading magazines. 
Not just once, but through-. 
| out the season. 





DEALER HELPS OF 
EVERY KIND 


Colorful broadsides, post- 
ers, envelope stuffers and 
newspaper mats, all are 
available to help make the 
Mow-Master season a 
profitable one. 
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The ONLY Power Mower with the 





1K I Spring 


Mows Lawns 


Velvety Smooth 
S K Ju Summer 





Grind-aLeafy ATTACHMENT / 


W-MASTERS 















e SPRING >» 

Cuts Tall G 
e SUMMER Ee and Weeds Easily 
e AUTUMN 





| K 9a Autumn 


Pulverizes Leaves 
Instantly 




















. 
s 


(gaan 













i Customers 
¥ ! ) are amazed 
eae ae r at what a 
. MOW-MASTER 
mee i will do! 






The New 1951 Mow-Master line is by far the best and most complete line of Mow- 
Masters ever produced. It is a handsome, high quality line, alive with a tortent of 
power and cutting ability for anything that needs mowing. 

Mow-Masters are setting the pace for quick stock turn over because they offer every 
advantage: — attractive appearance —- maximum safety — ease of operation — 
efficient leaf pulverizing — dynamic suction lift, rotary Saf-T-Blade — depend- 
ability and economy of operation. : 

That’s why MOW-MASTERS are easy to sell. That's why thousands of dealers are 
taking on the MOW-MASTER line. That’s why customers are amazed at what a 
MOW-MASTER will do. So, be prepared this season — have the complete MOW- 
MASTER line on your display floor. 













a Propulsion Engine Corporation 

B 7th St. and Sunshine Rd. 

B Kansas City 15, Kansas 

! 

| Gentlemen: Please send me complete details of The Mow- 

. Master offer to dealers. 

- Pee CED ecnssrctecentsempenseeneseremnenseransen . peecsvenssossnsencses coesesennee 

Bh St. Address a eneeenesneeeneentennsensemesnnennes mnncsteenenaite 
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Because success in selling so often 
depends upon skillful buying, every 
hardware merchant can profit by 
stocking Hall-Wessel rust-proof 
Hardware Specialties. They win 
consumer-preference! There's the 
sales appeal of exclusive beauty .. . 
beauty of functional design en- 
hanced by smooth-as-silk finish in 
brass, chrome, bright zinc or ebony. 
There's sales-appeal in the rugged 
impact and tensile strength of light- 
weight, pressure-cast zinc alloy. 
There's sales appeal in the sensible 
price tags and the handy and mod- 
ern packaging. Call your jobber 
today. Learn all the reasons why 
genuine Hall-Wessel Hardware Spe- 
cialties are matchless for value. And 
write for our catalog . . . sent FREE 
if you mention your jobber's name. 


2116-26 W. NICHOLAS ST. 
PHILADELPHIA 21, PA. 


Canadian Sales Agents: 
Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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Franklin Hdwe. & Supply Co. annual 
stockholders’ convention, Feb. 6, at 
company’s warehouses and offices, 
918-928 N. Delaware Ave., Philadel- 
phia 23, Pa. 

Gift Shows, Feb. 4-9 at Merchan- 
dise Mart, San Francisco; Feb. 11- 
15 at the Olympic Hotel, New Wash- 
ington Hotel and Terminal Sales 
Bidg., Seattle, Wash.; Feb. 18-21 
at Portland Hotel, Portland, Ore. 

Marshall-Wells Stores, Congresses: 

Duluth, Minn., Feb. 5-7; Spokane, 





Wash., Feb. 15-16; Billings, Mont., 
Feb. 19-20. Sponsored by Marshall- 
Wells Co., Duluth 1, Minn. 


Rehm Hardware Co. Dealer conven- 
tion and merchandise exhibit, Feb. 
21-22, at company office and ware- 
house, 1501 Blue Island Ave., Chi- 
cago, Il. 


Wisco Hardware Co. Merchandising 
School and Sales Show, Jan. 29-31, 
at company headquarters, 15 So. 
Brearly St., Madison, Wis. 


State Events 


Alabama Retail Hdwe. Assn., annual 
convention and exhibition, April 24- 
25, at Admiral Semmes Hotel, Mo- 
bile. Secretary, Mrs. Euna G. Ram- 
sey, 509 N. 19th St., Birmingham 3. 


Arkansas Retail Hdwe. and Impl. 
Assn., convention and exhibit, Feb. 
18-19. Little Rock, Ark. Head- 
quarters, Lafayette Hotel. Exhibit, 
Robinson Memorial Auditorium. 
Executive Secretary, Wayne Tisdale, 
Lafayette Hotel, Little Rock. 


California Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 19-22, 
Fairmount Hotel, San Francisco. 
Secretary, LeRoy Smith, 1355 Mar- 
ket St., San Francisco. 


Carolinas, Hardware Association of, 
convention, June 19-20, Ocean For- 
est Hotel; Myrtle Beach, S. C. Sec- 
retary-treasurer, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 


Florida and Georgia Retail Hdwe. 
Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Waycross, 
Ga. 


Illinois Retail! Hdwe. Assn., conven- 
tion and exhibit, Jan. 30-Feb. 1, 
State Armory Bldg., Springfield. 
Managing Director, Wm. W. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Indiana Retail Hdwe. Assn., conven- 
tion and exhibit, Jan. 30-Feb. 1, 
Indianapolis. Headquarters, Hotel 
Lincoln. Exhibit, Murat Temple. 
Managing Director, G. F. Sheely, 
333 N. Pennsylvania St., Indianapo- 
lis 4. 


Intermountain Assn. convention, Jan. 
26-27, at the Hotel Utah, Salt Lake 
City. Secretary, Leon L. Weeks, 224 
Continental Bldg., Boise, Idaho. 


Iowa Retail Hdwe. Assn., convention 
and exhibit, Feb. 6-9, Des Moines. 
Headquarters, Hotel Savery. Ex- 
hibit, Iowa Exhibit Bldg., State Fair 
Grounds. Secretary, P. R. Jacobson, 
Mason City. 


Kentucky Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 6-8, Brown 





Hotel, Louisville. Secretary, D. W. 
Laws, 501 Republic Bldg., Louisville. 


Louisiana Retail Hdwe. Assn., conven- 
tion, March 11-13, at the Evangeline 
Hotel, Lafayette, La. Secretary, 
David O. Mansfield, 226 S. State 
St., Jackson, Miss. 


Mississippi Retail Hdwe. and Imp. 
Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi, Sec- 
retary, David O. Mansfield, 226 S. 
State St., Jackson. 


Missouri Retail Hdwe. Assn., conven- 
tion and exhibit, March 6-8, Jeffer- 
son Hotel, St. Louis. Secretary, 
M. E. Pohlman, 812 Olive St., St. 
Louis. 


Nebraska Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 13-15, Omaha. 
Headquarters, Paxton Hotel. Ex- 
hibit, Auditorium. Secretary, C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8. 


New England Hdwe. Dealers’ Assn., 
convention and exhibit, Feb. 20-22, 
Statler Hotel, Boston, Mass. Execu- 
tive Secretary, Russell B. Mueller, 
185 Dartmouth St., Boston 16. 


New York State Retail Hdwe. Assn., 
convention and exhibit, Feb. 27- 
March 1, Buffalo. Headquarters, 
Statler Hotel. Exhibit Auditorium. 
Secretary, Nicholas H. Kiley, 904 
Hills Bldg., Syracuse 2. 


North Coast Retail Hdwe. Assn., con- 
vention, Feb. 11-13, Olympic Hotel, 
Seattle, Wash. Secretary, D. D. 
Stewart, 714 American Bldg., Seat- 
tle 4. 


North Dakota Retail Hdwe. Assn., 
convention and exhibit, March 19-21, 
Fargo. Headquarters, Gardner Ho- 
tel. Exhibit, Sports Arena. Secre- 
tary, Frank M. Bayer, 54% Broad- 
way, Fargo. 


Ohio Hdwe. Assn., convention and ex- 
hibit, Feb. 13-15, Cleveland. Head- 
quarters, Statler Hotel. Exhibit, 
Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus. 


Oklahoma Hdwe. and Impl. Assn., con- 
vention and exhibit, Feb. 6-8, the 
Auditorium, Oklahoma City. Execu- 
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tive Secretary, R. K. Thomas, 711 
Wright Bldg., Oklahoma City 2. 

Pennsylvania and Atlantic Seaboard 
Hdwe. Assn., convention and exhibit, 
Feb. 6-9, Philadelphia. Headquar- 
ters, Bellevue-Stratford Hotel. Ex- 
hibit, Convention Hall. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 

South Dakota Retail Hdwe. Assn., 
convention and exhibit, March 13- 
15, Sioux Falls, S. D. Headquarters, 
Cataract Hotel. Exhibit, Coliseum. 
Secretary, O. R. Baily, 300 S. Jef- 
ferson Ave., Sioux Falls. 

Southern California Retail Hdwe. 
Assn., convention and exhibit, Feb. 
20-22, Long Beach. Headquarters, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 

Tennessee Retail Hdwe. Assn., con- 
vention, Feb. 18-20, Farragut Hotel, 
Knoxville. Secretary, Morris Jones, 
P. O. Box 784, Nashville. 

Tri-State Hdwe. and Impl. Assn., con- 
vention, Feb. 12-13, Herring Hotel, 
Amarillo, Tex. Secretary, M. D. 
Shepherd, Canyon, Tex. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, March 27-29, 
Roanoke. Headquarters, Hotel 
Roanoke. Exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville, Va. 

West Virginia Hdwe. Assn., conven- 
tion and exhibit, Feb. 19-21. Daniel 
Boone Hotel, Charleston. Secretary, 
James C. Fielding, 1628 McClung 
St., Charleston. 

Wisconsin Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 6-8, Mil- 
waukee. Headquarters, Hatel 
Schroeder. Exhibit, Auditorium. 
Secretary, H. A. Lewis, Stevens 
Hotel. 





Finds Appliances Sell Better 
When Shown Alone 


(Continued from page 138) 


kitchen efficiency. They are usu- 
ally ready to listen when our 
salesman calls on them. We work 
from tips given us by satisfied 
customers,” Mr. Dahl says. 

The Dahl store also has an ex- 
cellent gift department which 
draws customers from a consider- 
able distance. The gift trade pro- 
duces many appliance prospects 
for it brings people into the store 
who might otherwise not come 
into the store for ordinary store 
merchandise. 

Last spring Mr. Dahl co-oper- 
ated with the local newspaper and 
other merchants in staging Boone 
Red Tag Days. Each participat- 
ing firm put red tags on several 
specials throughout their stores. 
Bargain-conscious customers went 
from store to store looking for 
these Red Tag items. 
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Build 


BIGGER VOLUME 
EXTRA PROFITS 


with the ONLY TRADE-MARKED LINE 


OF BLUE STEEL KITCHENWARE 


blu pride 


steel Beware, 


Now your customers can ‘tell at a 
glance which ts ordinary kitchenware 

and which is “blu pride’, the 
quality line preferred since Grand- 
ma’s day! For now all Parkersburg 
blue steelware bears the trade mark 
blu pride symbol of the finest, the 
[dest line in low-priced kitchenware 


* No other line of blue steel 
kitchenware is trade-marked! 

* No other line is nationally 
promoted! 

* No other line gives your cus- 
fomers so many quality fea- 
tures at such low, low prices! 


FEATURE THESE “‘blu pride’’ BEST SELLERS 


A Reminder to 


CHECK YOUR STOCK 


of Parkersburg $ Famous 


MASTR-LOK 


Stove Pipe 


and 


. MASTR-LOK 
Elbows 


Th riginal—and still the bigge™ 
1€ 0 pa 
selling stove pipe 
Jocking 


device. * 
me nested 12 ¢ 


cial, octagon4 
lower shippin 
> W 
dent-free CPR'LOK Stove rire 
ye for further — 
vars of nearest wholesaler. 
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Sensational New PORT-O-OVEN ts 


the oven of a hundred uses! 


* Top-of-Stove Potato Baker 
* Food Warmer and Crisper 
* In-oven Roaster and Baker 
* All-purpose Outdoor Grill 
Oven and Baker 
Shipped nested 
Retails about $1.49 


t 


ag ye + — 
tote tay hte y 


SINGLE LOAF PANS 


542 x 9% x 2% 


BISCUIT PANS 
9x14x1% 


Sade 


DRIPPING PANS 
8x 10x 2% 12x 17x 2% 
10x 14x 2% 16 x 17x 2% 


DOUBLE ROASTERS 
No.2—8x12x6 No. 6—11x164%2x8 
No. 4—10x 15x7 No. 7-13 x 18x 8 











WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 
chops, also room for coffee pot. 
Chrome-plated spit for roasts, 
chicken or small game. Two stand- 
ard size wells have white enamel 





pots. Next to the pot wells is a 
wooden carving surface. Large bun 
warmer in back of firebox. Three 
models are available. Chattanooga 
Implement & Mfg. Co., Chatta- 
nooga 6, Tenn. 
Canister Sets 

Plas-Tex canister sets feature 
solid colored base with clear 


styrene top. Available in four piece 
set, illustrated, PT 848-4, three 
piece set, and PT 848-1 one piece. 


The Plas-Tex Corp., Los Angeles 
64, Cal. 








Builders’ Hardware 

Gensco Swedish builders’ hard- 
ware items including T and strap 
hinges, barrel and window bolts, 
hinge and_ safety hasps, shelf 
brackets and corner irons. Steel 
and japanned finishes are pre- 





dominant. Gensco Tool Division, 
General Steel Warehouse Co., Inc., 
1830 N. Kostner Ave., Chicago 
39, Ill. 
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Lectro-Host Ranges 


Concealed oven unit is employed 
to replace the rod type unit in the 
deluxe line of Lectro-Host electric 
ranges for 1951. Dish deflector in 
the oven bottom catches spill-overs 
and provides even baking. On the 
single oven model, upper half of 
the storage compartment has been 
converted to a warming area. 
Lower half provides storage for a 
broiler pan and tray. Warming 
area control is a switch on the 
range backguard. Storage drawers 
feature Nylon rollers. Monotube 
surface units are re-designed fea- 
turing a removable drip pan as part 
of the unit. The A. J. Lindemann 
& Hoverson Co., Milwaukee, Wis. 





Rubber and Fabric Belt 


Gilmer timing belt, a rubber and 
fabric belt with teeth fulfilling the 
need for a power drive which will 
not slip. Belt permits split-second 
precision timing; attains speeds up 
to 16,000 ft. per minute and oper- 
ates quietly. Belt is similar in ap- 
pearance to a flat belt except that 





it has regularly spaced rubber teeth 
along its inner surface which en- 
gage in corresponding grooves in 
the pulleys. Gilmer timing belt 
can be made in any size in a variety 
of materials. lt will not stretch and 
requires no lubrication. Successful 
applications in the hardware field 
include: Portable chain saws, floor 
polishers, sanders, saws, planers, 
and other portable tools. United 
States Rubber Co., Rockefeller Cen- 
ter, 1230 Ave. of the Americas, 
New York City 20. 


Totrust Enamel 

Double color system available 
in 1951 color line of Totrust rust- 
inhibiting enamel. The enamel 
matches almost 30 equipment man- 
ufacturers’ original colors and the 
colors are applicable for identifica- 
tion of pipes and for the machinery 
safety code. First color chip card 
using actual paint instead of ink 
on the chips is also available. The 
Wilbur & Williams Co., Boston 15, 
Mass. 


Garden Cultivator 

DeLuxe garden cultivator model 
L features the following attach- 
ments: Hillers, shovels, 


sweeps, 





lawn mower attachment, weed cut- 
ter and snow plow. Powered with 
either a Briggs & Stratton, Lauson 
or Clinton 2 h.p. 4 cycle engine. 
A 2-speed transmission is built ir 
with a low gear speed. Adjustable 
cultivator lift. Unit is equipped 
with the Handy-Dandy positive 
drive clutch and has 25 in. width 
for straddle or between row culti- 
vation. Two types of wheels avail- 
able—all metal or rubber tires. 
Le Claire Mfg. Co., Le Claire, Iowa. 


Salad Ring Molds 


Alumode salad ring mold set con- 
sists of a centerpiece salad mold 








and individual place molds. Packed 
in four color process carton. Alwmt- 
num Co., Manitowac, Wis. 
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tor model Here’s the new Larson 4 in 1 Assortment with metal 
£ ae background plate and 4 wall bracket displays. It’s easy 
, Does Every Job to mount on wall or between shelf dividers. The assort- 


ment consists of needed items, as turnbuckles, eye bolts, 


Fasier—Quicker—Better 


“S$” hooks, ‘'U”’ bolts, each with price tag. 


| 
| No. AW-4444 
| Assortment, 






Wherever a Tool is Used 
VISE-GRIP is Needed Order from ||| 
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A genuine VISE-GRIP is the most useful tool a man can | 
own. Designed for the work shop, home, garage, sports- 
men—for EVERY USER OF TOOLS. Does difficult jobs += 
like magic! LOCKS to work with more than Ton-Grip— yo) 
or adjusts to powerful pliers action. oe 
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Low Retail Price I" any "Wf § ; 
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No. 1lOW—I0-in............. 2.60 \ } 1 
WITHOUT Cutter ............ No. 7C— 7-in...........4- 1.95 eee \ 
No. 10C—10-in............. 2.25 ee ag 
World famous Straight Jaw model: f . 
lo. Risers cie-danad 1.85 | 
No. 10 —I0-in............. 2.15 


Order from your jobber. 
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Dept. HA-1, DeWitt, Nebr. 
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BUZZSAW SAYS: 


What are the advantages of Shopmas- 
ter individual tools over combination 
units? 





Individual tools are specialized tools. Each 
tool is designed for greatest efficiency, so 
each tool will give maximum work. Most 
important, they are always ready and re- 
quire no converting. 


We have a customer who has a lot of 
rough lumber and would like to use it. 


Suggest to him a Shopmaster jointer. He 
can then surface the lumber and use it as 
he sees fit. The Shopmaster 6” jointer is 
ideal at $79.75. If the lumber is not too 
wide the 4” jointer is a real buy at $47.95. 





Shopmaster 6” jointer $79.95. 


How can the working surface of a cir- 
cle saw or band saw be increased? 








The above photo shows the Shopmaster 
front extension which slides on the rip fence 
track and adds 9” of working surface in 
front of the saw. This Shopmaster front 
extension is only $3.45. 


I’m a small hardware dealer. Should I 
carry power tool accessories? 


Yes, carry some of the most popular acces- 
sories. A person that buys a power tool 
wants a tool that is really adaptable for all 
types of work. Accessories really make a 
tool versatile. 


(Prices shown are in Zone 2. 
Slightly lower in Zone 1.) 


SHOPMASTER Tools are stocked by 
leading jobbers everywhere 


— There are 16 different SHOPMASTER Tools 
ee to M every purse . . . To fit every job. 


SHOPMASTER, INC. 


1214 Third St. S$., Minneapolis, Minn 
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Storage Cabinets 


Three cabinets, No. 500, five 
drawers, 34x1514x12 in., retails at 
$7.98; No. 400, five drawers, 





281x12x12 in., retail: $5.98; No. 
300, shallow top drawer, three deep 
drawers, 23x12x11 in., retail: $4.98. 
All three are in the same multi- 
colored pattern of paper with a 
new laminated plastic film finish. 
E-Z-Do, 261 Fifth Ave., New York 
City 16. 


Motorola TV Line 


Glare-Guard screen is employed 
on all Motorola’s 1951 television 
sets. The screen eliminates reflec- 
tions in two ways—screens are con- 
cave shaped directing light rays to 
the floor away from the eyes and 
also reduces the area of reflection. 
Line includes 18 large screen re- 
ceivers ranging in size and type 
from a 14 in. plastic table model to 
a deluxe 20 in. tv-radio-phono- 
graph combination. Illustrated is 
model 20T1, a 20 in. receiver 
shipped with demountable legs so 
it may be used as a console or table 








model. Retail: $379.95 in ma- 
hogany and $399.95 in limed oak. 
Motorola, Inc., Chicago, IIl. 


Aluminum Paint 


Heat-Rem H-170, high heat re- 
sistant aluminum paint capable of 
withstanding temperatures up to 
1700 deg F. Paint utilizes a sili- 
cone base and fuses with surface 
metal upon application. Forms a 
bright elastic finish resistant to 
moisture, corrosion, mild acids, 





alkalis and industrial fumes. Sets 
in 4 hrs. and dries overnight on hot 
surfaces. Paint intended as a con 
panion product to standard Heat- 
Rem which is adapted to applica- 
tions in the temperature range of 
1000 to 1500 deg. F. Speco, Inc. 
Cleveland, Ohio. 





Metal Polish 


837 metal polish, yellow polish- 
ing cream in a tube, cleans, polishes 
and protects brass, copper, nickel, 
chromium and other metals. The 
polish won’t burn, corrode, poison 
people or pets. Nor will it make 
dust or leave white in cracks and 
corners. Retail: 97 cts. J. C. Moore 
Metal Polish Co., Room 1102, 665 
Fifth Ave., New York City 22. 





Infra-Red Cooking Lamps 


High-wattage gold reflector heat 
lamps employ a new type of heat 
resistant glass. Lamps are 1250 
watts and are intended for original 
equipment or conversion units. 
Features instantaneous heat out- 
put, ruby red glow, smooth surface, 
and fast action when small quan- 
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tities of food are being cooked. 
Sylvania Electric Products, Inc., 
1740 Broadway, New York City 19. 


Universal Brooder 


Dropcord Universal brooder for 
pigs, lambs or chicks, model PBU-1. 
This single lamp reflector for 
250-R-40/1 heat lamp provides 
method of reducing small stock 
losses where litters are small or 
where it is desired to install sev- 
eral units in corners of an average 
size brooder house. Features 1014 
in. heavy duty reflector, porcelain 
heat-resistant lamp socket, steel 
protective guard. Folder describing 
this and other electric brooder fix- 
tures for R-40 lamps available. 
Steber Mfg. Co., Broadview, IIl. 





Gas Furnaces 


Homogen-Air, model 66 and 
model 67, winter air conditioning 
gas furnaces are new to the Super- 
fex line. Model 66 warms the 
shoulder region. It features 3- 
stage fire and a 12-speed blower. 
The blower is located at the bonnet 
where it is synchronized with the 
3-stage fire to assure uniform dis- 





tribution of warm air. Model 67 is 
equipped with 2-stage fire and a 








single speed blower. Automatic 
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HOLTITE Exgincored Fastenings 


A complete line of precision screws, bolts, nuts 
and allied fastenings from which to stock your re- 
p dar Rugged, and uniformly accurate, these 

ependable fastenings are the result of scientific 
engineering from selection of raw materials to fin- 
ished product. Every HOLTITE sale is a completed 
transaction —no complaints, no adjustments, no 
inconvenience. Sell HOLTITE and you give your 
customers that extra measure of quality and sat- 
isfaction that results in profitable repeat orders. 





New Bedford, 


e Mass.. USA 


HOLTITE fastenings are packaged in . attractive 
boxes designed for rugged use and counter sales a 1. The 
color-coded labels are helpful aids to users of shelf stock. 
Legible type logically positioned identifies contents at a 
glance, and the colors acting as automatic indicators save 
time and error when taking inventory and when selecting 
customer's requirements. 


HOLTITE-Phillips Recessed Héad: Screws & Bolts 


Stock these modern, easy-driving fastenings for home work shops 
and repairs. Driven by hand or power, the bit or driver cannot jump 
from patented recess to mar work or injure o . More holding 
power, neater appecrance . . . Specify HOLTITE to your distributor. 


FOR ANY APPLICATION -IN AWY MATERIAL 


4 tf 2 
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Here's your chance, folks. Ambroid is 
really on the march! Three million con- 
sumers per month have been learning 
about Ambroid. Th ds and th 

of new users have responded to our sam- 
pling offer. And Ambroid is so good it 
just naturally keeps those new customers 
coming back for more. So here's the 
result: 


Last year, AMBROID sales 
sky-rocketed to 
nearly double 
the 


SS— Z0record-breaking 
peak of '49 


Maybe you've been missing something. In case you haven't 
been carrying Ambroid, let's get started. Don't lose another 
day. Call your jobber NOW. And if for any reason, your 
jobber cannot supply you, I'm going to make it extra easy 
for you to get started. 


Accept this introductory offer 


I'll send you—post paid—one dozen 2 oz. 25¢ tubes of 
Ambroid (retail $3.00), in display box for your counter. Let's 
simplify bookkeeping fuss and bother. Just send your check 
along — $1.80 less 2% — that's $1.74 — together with your 
jobber's name. 











Profitably yours, 


Aber’ 


G. W. LAWRIE 
Sales Manager 


Also pints, quarts 
and gallons for 
industrial trade. 


For over 40 years 
the standard industrial 
adhesive of its type. 


IW: ROID co. 


RO 1910 © aed 
10) Franklin Street, Boston 10, 


Send me—postpaid—! dozen 
Yes! 
a 


tubes ° Ambroid for $\ 80 
2 ot. 25¢ f 













(Deduct 2% if check enclosed 


: Address - 


§ City . 
1 Name of Jobber 
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WHAT'S NEW 


controls tend this model. Both 
| models are finished in Silverspray 
| brown baked enamel and both are 
| available for use with natural or 
manufactured gases. Perfection 
Stove Co., 7609 Platt Ave., Cleve- 
land, Ohio. 








Auger Bits in Racks 


Acrabore auger bits are available 
in a four bit rack holding sizes %%, 
%, % and %4 in. Six bit rack adds 
sizes 4 and 1 in. Acrabore Co., 
Inc., Mill St., Webster, Mass., ex- 
clusive sales agents: John UH. 





105 Duane St., 


Graham & Co., Inc., 
New York City 8. 





Socket Head Screw Tool 


Smitty, a 5 in 1 tool for socket 
head screws and bolts. Features 
five of the standard-size socket 
head tempered steel wrenches that 
fold knife-like into a single handle. 
possible to 
grind the individual wrenches they 
can be easily replaced by removing 
end bolt. H. D. Hunter Co., Los 
Angeles, Cal. 


Touch-Up Spray Gun 


Dupli-Color touch-up cast alumi- 


' num spray gun, equipped with 6 ft. 





of hose and an air connector, may 
be operated from any air source up 
to 35 lb. pressure. May be operated 
by a spark plug compressor also. 
Dupli-Color automotive and house- 
hold touch-up colors, ready mixed 
for use are available in bottles that 
attach to the spray gun. For larger 
spray jobs, separate 4 oz. glass con- 
tainer is available. Pistol grip unit 
with trigger action is adjusted for 
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spraying 4 to 6 in. from object or 
area to. be sprayed. Retail: $2.98. 
Dupli-Color Products Co., Inc., 2440 
S. Michigan Ave., Chicago 16, III. 





Steak Knives 


Clyde steak knives feature 
handles of ivory Tenite plastic and 
blades of vanadium stainless steel, 





honed by hand. One-piece handles 
are molded to fit into the fingers. 
Knives are packed in a maroon 


plush-lined packette. Available in 
sets of four, six or eight pieces. 
The Clyde Cutlery Co., Clyde, Ohio. 


Storybook Tray 


Easy-Serve story book all-steel 


folding bed tray for children deco- 
rated in five colors with 18 familiar 
story book characters. Alphabets 
and numbers are on the border. 
Rim on all four sides prevents food 





from spilling. Retail: $5.95. Rep- 
logle Globes, Ine., 
Hoyne Ave., Chicago 12, II. 


Rubber Baseboard 


Sani-Base, all-purpose live rub- 
ber baseboard may be _ installed 
easily about kitchen cabinets, in the 
bathroom, den, laundry, basement. 
Flexibility permits fitting to 
curved, vertical or straight areas. 
Makes a positive seal. The base- 
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1. Complete Dealer Cooperation 
That’s the Louden Sales Policy. Every 
sale of LOUDEN equipment is a deal- 
er-sale, and we dealers get plenty of 
advertising and sales support. In my 
territory, all prospects received through 
Louden advertising in 25 farm publica- 
tions, are referred to me, as the Certi- 
fied Louden dealer. 


2. Leadership through Performance 


When barn-equipment carries the 
LOUDEN name, I know it’s built to 
last. So do my farm customers. 
Backed by 84 years of Know-how, 
LOUDEN equipment makes good on 
the job — makes friends for my busi- 
ness and further establishes my pres- 
tige as a Certified Louden Dealer. 


3. Profit-building Product Display 
are Meet a top-sales- 

~ man — the LOU- 

DEN super “One 
Man Band”. In 
just 32 by 68 inch- 
es, it presents a 
large cross - section 
of barn equipment 
that gives convinc- 
ing proof of LOU- 
DEN superiority. This display is 
exclusively for Certified Dealers. 









4. Selling Catalog 


Here’s the most 
complete Barn 
Equipment Sales 
Manual ever pub- 
lished. Like every 
Certified Dealer, 
I have the only 
copy in my ter- 
ritory. Giving vital sales-and-installa- 
tion details, it helps me and my farm- 
customers select just what is needed, 
especially on big money jobs. 


5. Superior Barn-Planning Service 
LOUDEN’S experienced barn - plan 
department, and the LOUDEN 
Fieldman, bring extra barn-equipment 
profits to Certified LOUDEN Dealers. 
Investigate the many advantages 
LOUDEN offers you. Write today. 


The LOUDEN Machinery Co. 


51 E. Court (Est, 1867) Fairfield, ta. 
Branch at Albany, N. Y., but Please write Fairfield 





orate 
aR, 


oP 
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BARN CLEANERS WATER BOWLS 
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IVES Ly this 
yy 
Qui Uy HARDWARE 


HE Ives quality line of alumi- 
num hardware is non-rusting — 
stronger than iron— unsurpassed in 
the competitively priced field. 
Available in all standard finishes. 


Transom Catch 
Universal 
strike. 


Aluminum 

Casement Fastener 

; with cast-in 
steel rivet for 


longer service. 
R 


ORDER FROM YOUR WHOLESALER . . . TODAY! 


BUILDERS HARDWARE 
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WHAT'S NEW 








board is in strip form, % by % in. 
core and is available in cartons con- 
taining 20 ft. lengths with a can of 
waterproof Sani-cement. Available 





in permanent colors, black, gray, 
red, yellow, blue or green. Carton 
retail: $4. Cass Products Co., 6127 
N. Cicero Ave., Chicago 30, IIl. 


Marbleized Stove Mat 


Pearl Queen, new member of the 
Aristo-Mat stove and table mat line, 
is made of heavy gage metal with a 
marbleized effect in full color. Mat 
is easily cleaned with a damp cloth. 
Features the Kant-Kut-Korners. 
Mat comes in various sizes, and in 
red, white and yellow. Phoenix 
Table Mat Co., 1315 W. Congress 
St., Chicago, III. 








Dual-Purpose Sprinkler 


Waterspike, metal sprinkler op- 
erates as both:a spray head and a 
sub-soil irrigator. Control valve 
switches water instantly from 


= 





overhead sprinkler to the outlets in 
base of ground spike. Overhead 
sprinklers throws water in a square 
pattern. Finished in baked enamel; 
spike is heavily plated. Removable 
screen filter protects sprinkler 
holes—aluminum propeller breaks 
up jets into a spray. Retail: 
$3.95. Production Engineering Co., 
Dwight Way, Berkeley 10, Cal. 





Package Fan 


R & M package fan is a vertical 
discharge unit with built-in suction 
box measuring around 3 ft. sq. and 
projecting 17% in. above the attic 





floor. In new construction, unit 
may be installed in less than an 
hour. Heavy rubber bases provide 
an air seal and cushion between fan 
frame and attic floor. Features an 
automatic ceiling shutter operated 
by a wall switch. Shutter and trim 
finished in light ivory. Available 
in 4750, 6800 CFM capacities with 
air delivery ratings certified. Rob- 
bins & Myers, Inc., 387 S. Front 
St., Memphis, Tenn. 





Fountain Brush 


E-Zee light-weight fountain 
brush for home washing of car, 





house windows, walls. Interchange 
able brushes have soft horsehair 
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bristles or of penetrating Lacon 
plastic. Brushes have 4% in. flare 
and snap on or off easily. Five water 
jets direct water through the brush. 
Equipped with aluminum 10 in. 





handle. Retail: $3.95. Laitner 
Brush Co., 2000 Brooklyn, Detroit. 
Humidifier 


Minni-Kay humidifier resembles 
a miniature cake cover and is 2 3/16 
in. in diameter by 1% in. high. It 





consists of an aluminum cover and 
a metal base holding a block of 
highly absorbent composition. The 
unit is finished in baked enamel 
with base and knob in red or white. 
Humidifier holds about 200 pct of 
its own weight in water. Retail: 
50 cts. Moist-Sure Products, Box 
3870, Merchandise Mart Station 
Chicago 54, Ill. . 





Gas Ranges 

Crown’s new line of gas ranges 
featuring a lamp that is useful as 
well as ornamental, blending with 
an electric clock-timer, nameplate 
and chrome vent strips. A touch 
of color has been added. Handles 
are unusually arranged. Base is 
entirely concealed. Top burners 
have center-simmers and Even- 
Action Crown oven with top center 








fue. The Crown Stove Works, Chi- 
cago, Ill. 


a 
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eran? CHUCKS 


ARE PRECISE* ACCURATE * DEPENDABLE 


THEYRE QUALITY ! 









products equipped with 
SUPREME BRAND CHUCKS 


can be depended upon! 


Here is a new quality chuck made by a 
manufacturer with an enviable reputation 
for precision manufacturing. Engineering 
skill and manufacturing “know-how” are 
combined to produce this chuck with out- 
standing workmanship. 

It is precise... it is accurate... itis depend- 
able...and when you receive tools 
equipped with a SUPREME Brand Chuck 
you can be assured that it is featuring one 
of the best chucks on the market today. 


$5 


THE CHUCK THAT LIVES UP TO 


SUPREME 


Supreme Products, Inc., 2222 So. Calumet, Chicago, Illinois 


Being a newer product, its name is not as 
well known, but when you Study its con- 
struction and exacting workmanship, you 
are aware of a product that is outstanding 
in the field. 


You can assure your trade with confidence 
that SUPREME Brand Chucks give long, 
trouble-free performance... they are 
nothing but the best. 


Watch for them... they're SUPREME. 


BRAND 


iTS NAME... SUPREME 
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LUCKY 
elev 


WITH SOUTH BEND’S 
Il Croquet Models 
You Can Sell Every 
Family Need! 





Slow This Book, 


16 page, 2-color bbok— 
**How To Play Croquet” 
—describes complete his- 
tory and rules of game — 
25c list. Quantity dis- 
counts to dealers. 








SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.-Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.-—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH BEND 


AMERICA’S FAMILY GAME 
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WHAT'S NEW 








Horn Harmonica from the floor. Using either finger 
tip or foot ironer can raise or lower 
the table quickly. Table has a 54 
by 14 in. surface. Metal top of the 
table is rolled over a tubular frame 
and crimped to the understructure. 
Surface is perforated with 638 
holes. Arvin Industries, Inc., Chi- 
cago, Ill. 


Junior Bakelite styrene plastic 
horn harmonica, model 39, features 








Spot Remover 


Brush Top spot remover is now 
packaged in a two ounce bottle re- 
placing the one ounce size. Packed 
36 to carton. Also available in a 
five ounce bottle. Retail: 15 and 








| a molded-on amplifying horn per- 
mitting tone blending even for be- 
ginners. Hand movements over the 
bell of the horn produce violin 
sounds, tremolos and vibratos. Cut 
offs, mutes, and train sounds may 
be obtained. Instrument is 37% in. 
long, contains 6 holes, 12 reeds, 114 
octaves and is tuned in the key of 
C. Retail: 39 cts. Magnus Har- 
monica Corp., 439 Frelinghuysen 
Ave., Newark 5, N. J. 





Chemical Ice Remover 


| Grip abrasive chemical non-slip 
| removes ice when applied to icy 
steps, walks and drives. Product . d 
has an emery base and is packed in 4 ae Ave., Cleveland 
a handy container, contents of e i setae 

which cover 500 sq. ft. Retail: 


‘BRASIVE CHEM! 





29 cts. Products Packaging, Inc. 


Transformer Panel 


Swing-out transformer panel fa- 
cilitates servicing and adjustment 
of Bob-Cat electric cable hoists. 
Supply line transformer which re 
duces current to 110 volts, is 
mounted on the panel. Panel held 
in place by a quick release slotted 








49 cts. A. K. Smith Industries, 
| Lowell, Mass. 








_ Metal Ironing Table 


Arvin all-metal ironing table ad- 

justable to nine different heights. 

| Finished in blue, the table can be _ head screw. The Cleveland Chain ¢ 
| adjusted to heights of 26 to 36 in. Mfg. Co., Cleveland 5, Ohio. 
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Lightweight, comfortable Seal-Dri 
Products will fold compactly for carrying, 
are sealed electronically for strength, 

















| and are low priced to sell in quantity. 
Exclusive features such as the “‘Form-Fit- 
her finger Foot”, “‘shelter-hood”, extra-strong re- 
sor teal inforced pockets, Seal-Dri Brown color, 
. and colorful, sales-winning display car- 
as a 54 Ce > ton will attract your customers. Order 
op of the Ais > today. Be sure and Buy Seal-Dri. . . the 
lar frame originators of plastic Waders and 
wren. Hippers. Contact your jobber or write. 
with 638 Booth 37 NSGA Show oer 
Ine., Chi- _ 
Package Tank Heaters 
Lektrik-Heet electric floating 
tank heaters are packed in red and 
; blue printed self display shipping — 
er 18 now carton. Package highlights user - 
bottle re- benefits and product features. The 
e. Packed heater cord is plugged into a simu- 
lable in a lated electrical outlet box on back 


1: 15 and panel of the unit. H. D. Hudson 
Mfg. Co., 589 E. Illinois St., Chi- 
cago 11, Il. 





Pneumatic Hammer 


Appton super pneumatic hammer 
for drilling, chipping, riveting, 
sealing. Tool is 914 in. overall and 
has a 1 in. diameter piston. Ham- 
mer features no trigger construc- 
tion combined with five pound 


Se ee ge ee meee ote 
3 es as cs as 
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WON'T SHRINK HORSE COLLAR PADS 


This modern plastic in 































ying, Ine., powder form makes 
Cleveland lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 
panel fa- etcggmmanapmasey . 
\djustment For every work horse and mule. 
‘le hoists. “The pad with the rust-proof 
which re F red hooks” 
volts, is weight. Appton also features force Most dealers report: 
Penel bill of blow control, adjustable from a Ras 5 Ra A apaico 
i am’s Rock - Har 
se slotted light tap to full power. Tool op- Water Putty keep cases Geka UT aecatttee oblale ate 
erates on pressures from 30 to 100 doubling, year after — * 
lbs. The Burgess Thomas Co., Box ee Rock. comer 01 ! 
287, Bloomfield, N. J. Hard Water Putty Des Moines,» 






ives you by far the 

st profit-margin on_ 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- * 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 










Card File System 


Conve-Filer handles large card 
file installations. It is controlled 
by a directional pedal-switch which 
activates a mechanism to bring 
each tray to a point in front of the 
file operator. When equipped with 
2% x 3 in. cards the unit holds 
nearly 200,000 cards. Remington 
Rand, Inc., 315 Fourth Ave., New 
d Chainé§ York City 10. 
io. (Resume reading on page 13) 






TRACTOR SEAT — 


w 


For every tractor and farm 
implement seat. 












See your jobber or write us. 






THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 














MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 
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Remember this in planning 
your 1951 garden business: 





has made 


MORE PROFITS 
for MORE DEALERS 


for MORE YEARS 


than any other 
plant food! 






A PADD OF SWIFT 


VIGORO. sells faster — 
sells easier—because it’s pre- 
ferred by more people than all 
other brands combined! 








Let the power of the Vigoro same 
help you sell these two companion 
products: 





End-o-Pest 
All-purpose dust that 
provides the 3-way pro- 
tection every garden 





needs! 


End-o-Weed 
Improved lawn weed con- 
trol that kills over 100 
different kinds of weeds! 











® There is only one VIGORO . . . the trade- 
mark for Swift & Company's complete, 
balanced plant food. 





Presented by 


SWIFT & COMPANY 


Plant Food Division U. S. Yards 
Chicago 9, Illinois 
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TO HELP YOU SELL 





New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


colors. Guide accentuates the ef- 
fect of harmonious color combina- 
tions rather than paint products 
through 100 poster size, 18 x 16 in. 
pages. Colors are accompanied by 
paint and color specifications. In- 
cludes 17 pages of living rooms, 
16 pages of dining rooms and new 
departures in bedrooms in a 16 
page sequence. There are 10 pages 
devoted to bathrooms, 12 to odd 
rooms and seven pages presenting 
exteriors of homes. Companion in 
album format has index tabs di- 
recting user to pages on which ap- 
pear 139 basic paint colors. By 
turning each two-sided page in 
both forward and reverse sequence, 
two windows bring four com- 
panions to each basic color into 
view. The Sherwin-Williams Co., 
101 Prospect Ave., Cleveland, Ohio. 





Lamp Merchandiser 


Westinghouse counter merchan- 
diser displays 33 fluorescent lamps 











in a space less than 2 ft. sq. 
quipped with five racks, this unit 

made of heavy gage blue enam- 
eled wire. Unit is 15% in. high, 18 
in. wide and 10 in. deep. Costs to 
dealer, $2 plus shipping costs. West- 
inghouse Electric Co., Lamp Divi- 
sion, Bloomfield, N. J. 


Humidifier Literature 


Viking issues three new pieces of 
literature covering the 2300 humid- 
ifier. Included is one envelope stuf- 
fer, 458, a detailed descriptive piece 
in two colors including 23 photos 
covering installation, adaptability 
of unit to all furnaces, dimensions 
and points of advanced construc- 





MORE VALUE! 


now—added 
sales appeal with 
the new improved 


MELNOR HOSE 
CONNECTIONS 











YES! These new improvements make 
Melnor hose connections values your 
customers won’t want to miss. Check 
these added quality features: 


a 


. Designed to fit both plastic 
and rubber hose. 
2. Larger inside flange insures a 
rubber-washer watertight seal. 
3. Longer shank—to hold hose 
more securely. 
4. No hubs inside clinching washer. 
Hose slides all the way in. 


5. Solid brass and plated steel, 
entirely rust resistant. 





READY NOW! Meinor’s 1951 cata- 
log — hot off the presses — showing the 
complete line of superior hose connections 
and sprinklers. Write, today, for your copy 
and complete price list. 


MELNOR METAL PRODUCTS CO., Inc. 


112 LAFAYETTE STREET, NEW YORK 13, N. Y. 
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TO HELP YOU SELL 


tion. One section treats consumer 
benefits of proper humidity. Second 
envelope stuffer, 469, details need 
for proper humidity in all warm 
air heating systems. Dealers’ cata- 
log price sheet has descriptive copy, 
photos and dealer net prices. Viking 
Air Conditioning Corp., 5601 Wal- 
worth Ave., Cleveland 2, Ohio. 








Range Scale Model Set 


A 15 piece white plastic set of 
scale models of the Universal Se- 
lect-A-Range. Models are an % 
actual size of the regular unit. Set 
includes two ovens; two platform 
surface units; seven drawers, one 
with counter top; four drawers 
with toe base. Can be used to 
permit customers on the spot kit- 





chen planning; demonstrate versa- 
tility of range and in the store. 
Landers, Frary & Clark, New Bri- 
tain, Conn. 





Successful Fishing 


Gladding 28-page booklet includ- 
ing Joe Godfrey’s line suggestions 
recommending size and type of line 
to use for over 60 species of fish. 
Also how to store, preserve and pro- 
tect bait casting, fly and salt water 
lines, how to handle a fly rod, and 
bait-casting made easy with four 
diagrams. Successful Fishing in 
1951 available without cost. B. F. 
prating & Co., Inc., South Otselic, 

® # 





Metal Shaper Bulletin 


Delta-Milwaukee 7 in. precision 
metal shaper is treated in a bulle- 
tin. Provides specifications, cata- 
log listings and illustrations of its 
features. Also a good big illustra- 
tion of the unit itself, pictures 
showing the uses to which the tool 
may be put to and a listing of extra 
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... best value in | sanders by far! 


DU-FAST* OSCILLATING MOTION SANDERS MAKE YOUR 
“JUST-LOOKING” CUSTOMERS INTO BUYING CUSTOMERS! 
It’s the one and only unit that has the speed and safety of full 14” 
oscillating motion... large 324” x 7” working surface, and the economy 
of low cost and still lower maintenance. USES STANDARD SIZE 
SANDPAPER: 324” x 9”. 


: 7 
A Sp EL BDMU,) OPERATES . DU-FAST MODEL SK 1 OPERATES ~ 
¥ HO) otk FROM ANY SKIL HOME SHOP \%” 
ee or “ ELECTRIC DRILL. (Product of Skil- 
saw, Ine.) ATTACHED OR DE- 
TACHED IN 10 SECONDS! ... 


AND ONLY 


$1495 


(for attachment) 









OSCILLATING MOTION 


THE ONLY MOTION FOR A PERFECT FINISH! 


Even inexperienced beginners get easy, quick, perfect finishes 
every time. No swirls, no burns, no marring, no kick-or buck! It’s 
smooth finishing with DU-FAST... ALL THE WAY. 


NEW! Ring up plenty of extra sales with the new 
DU-FAST Handle ... converts any DU-FAST model 
into a light weight, fast-working floor waxer-polisher. 
Does the job as well, and costs a fraction of ordinary 
floor polishers. 


YOUR B & D HOME UTILITY ... AND SKILSAW JOBBER ... . HAS FULL 
INFORMATION. IT WILL PAY YOU TO GET IT! 





MANUFACTURED BY 


DU-FAST, INC. 


32 East Fourth Street, New York 3, N. Y. 
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Are Making 
MORE 
CASH REGISTERS 
RING 
than Ever Before 


Every year more Leading 
HARDWARE STORES sell Sanettes 
Exclusively because: 


te Sanettes offer HIGHEST QUALITY 
per dollar of retail value. 

a Sanette’s dependable construction 
makes satisfied customers . . . builds 
good will. 

>. Sanettes come in a full range of 
sizes (12, 14, 16 and 20 quart)... 
correctly price lined. 

PLUS 

4, Sanettes are easiest to sell . . . na- 
tionally advertised for 26 years. 

5. All Sanettes available with mirror- 


like chromium covers. 


MORE STORES 
MAKE 
MORE MONEY 
on Sanettes 
than on any other 

can 








MODEL 
S-16 


Height 16%" 
Dia. II'/" 
16 quart 


Popular Priced, Pick-up 
Item 


SANETTE WAXED BAGS 


The original specially processed 
bag that brings year ‘round 
business. Packed 50 bags in a 
colorful dispenser carton... . 
hangs conveniently on kitchen 
wall or cabinet door. They 
save wrapping refuse and keep 
pail clean. 3 sizes... fit all 
cans. Write for samples and 
prices. 


MASTER METAL PRODUCTS, Inc. 


321 Chicago St. Buffalo 4, N. Y. 
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equipment available and their cata- 
log numbers. Back page devoted to 
the optional portable cabinet. Delta 
Power Tool, Rockwell Mfg. Co., 600 
E. Vienna Ave., Milwaukee 1, Wis. 





Wood Product 


Olympic Texterior, a finished 
wood product, is made from % in. 
knotty red cedar that has been 
striated to bring out natural wood. 
Pre-stained at the factory. Due to 
the patterned surface, tools and 
other solid objects are effectively 
displayed mounted on this material. 
Olympic Texterior is tongue and 
grooved and ready for application. 





Olympic Stained Products Co., 1118 
Leary Way, Seattle 7, Wash. 


Scovill Promotion 


Green Spot product promotion kit 
includes a full color window display 
including lawn mowers, seed fertil- 
izer with its own brand of garden 
hose accessories. Display consists 
of an easel-mounted backdrop and 
two matching side panels listing 
items vital to lawn care. Kit also 
has give-away booklets on correct 
watering care of lawns and gar- 
dens, window banners, counter 
cards, all illustrated by Don Herold 
and newspaper ad service. Scovill 





| Mfg. Co., Waterbury 20, Conn. 





Bait Catalog 





Full-color catalog of baits shows | 


the complete Fred Arbogast line of 
bait-casting, light-tackle, spinning 
and fly rod lures. Also includes pic- 
tures and stories of catches made 
by fishermen throughout the coun- 
try. Fred Arbogast & Co., Inc., 


| Akron, Ohio. 





Warner Catalog 


Wallpaper display fixture and 
furniture catalog. In addition to 
the chrome metal and unfinished 
wood display, the catalog shows a 
line of laminated birch fixtures 








Sy 
Sot aust 


SPINS PAINT BRUSHES CLEAN 
in 90 Seconds with Any Electric Drill 






Converts 4” electric or hand 
drill into speedy paint brush 
cleaner. Makes old brushes like 
new. Simple instructions included. 


Retails at $235 Each 
PACKAGED AND PRICED 
TO SELL ON SIGHT 


Colorful, eye-catching counter 
display carton containing six 
cleaners will ring up profitable 
sales for you. Order from your 
jobber now—or write direct. 


332 West 83rd St., Chicago 20, Il. 
In Canada: 369 Danforth Rd., Toronto 13 












DEALER! 


There’s more profit in fireside furnishings 
when you SELL THE WILSHIRE LINE 


Wilshire is one of America’s fastest-selling, 
most complete, most competitive lines of fire- 
place equipment . . . a full range of com- 
petitively priced pieces and ensembles— 
Modern, Period and Traditional—to cover 















every type and need. 





Genuine Wilshire Curtain Screen ensembles 
retail as low as $34.95—only one of the 
many extra values to be found in the 
Wilshire line. 












MINIMUM INVESTMENT — MAXIMUM PROFIT 
Write for the Wilshire Plan of merchandis- 
ing fireside furnishings. It proves you can 
make big profits with little investment. Send 
for your free copy and catalog TODAY! 


WILSHIRE 


MANUFACTURING COMPANY 


Dept. A, 4550 Cutter St., 
Les Angeles 39, Calif. 





HARDWARE AGE, JANUARY 25, 1951 











Made in 4 
6 compartn 
lock or com 











Frazer & Co., 


HARDWA! 
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CASH, BOND 
and UTILITY 
op G3. 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 
x construction 
HEAVY GAUGE STEEL 
e ¢e 
HK prereRReD for beauty 
${ HAMMERED SILVER FINISH 4< 
cD + 


PREFERRED for styling 

SEAMLESS ONE PIECE Xx 
or CORBIN oe 

COMBINATION LOCK 


CONSTRUCTION 
No. 10 Series (Shallow Box) 


All corners rounded 
SIZE: 114 x 6x 2%" 























x 














Choice of 
FLAT KEY LOCK 









Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 11% x 6x 4%” 





















6 compartment steel tray. Choice of flat key 
lock or combination lock. 
Sold by leading jobbers YQ” 
WRITE FOR CATALOG 
CAN COMPANY 
2415 WEST 19TH ST. 


Made in 4 styles. Available with or without 
All STYLES INDIVIDUALLY BOXED 
fot ilerNcie) 





Export Representatives 
Frozar & Co., 50 Church Street, New York 7, N. ¥. 
Coble Address “FRAZAR" New York 
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with natural finish. Catalog and 
current price list available upon 
request. Warner Mfg. Co., 801-16th 
Ave., S.E., Minneapolis, Minn. 





Rule Illustrations 


A selection of black and white 
illustrations of various Eagle rules 
designed for offset catalog work is 
available to dealers. Also avail- 
able are electros for letter press 
work. Eagle Rule Mfg. Corp., 510 
Hunts Point Ave. New York 
City 59. 





Shingle Board 


Shingle board to display the new 
Carey line of colored asphalt 


aE :———— 
~—« 
Carey, ASPHALT SHINGLES 


LOWER COST hh —« LONGER LIFE + 
SINER BEAUTY “= GREATER PROTECTION 


Px 


shingles. Selling copy is lettered in 
forest green on a lemon yellow 
background. Board is equipped 
with a cardboard easel. Board is 
available for each of the colors. 
Philip Carey Mfg. Co., Cincinnati 
15, Ohio. 


Paint Brush Unit 


Malco paint brush department 
includes two tiers of the new nylon 
consumer brush, Smoothie. Display 
stand matches the design on the 
brush handles. Stand is available 
free with each assortment of nylon 
brushes consisting of 12 each of 1 
and 1% in. double thick varnish, 
six each of 2, 2%% and 3 in. extra 
thick varnish and four of 4 in. 
varnish. Smoothies can be used in 
all types of finishes except creosote. 
Malden Brush & Mop Co., Everett, 
Mass. 











Kitchen Shear Display 


DeLuxe Kleencut kitchen shears 





| Logs. 


counter display in blue, red and | 


silver. Each pair of shears is in- 
dividually boxed and has trans- 
parent inner cover. Shears are | 


nickel plated; each with a quality | 





REG. U.S. Pat. OFF 


GAS WALL INSERT 
HEATERS FOR 1951 








natural, 


manufactured 
and 
LP Gas 





Royal Wall Insert Heaters are beautifully 
designed to go with any room. Take up only 
12/7" x 20" wall space, depth 334". Attrac- 
tively finished in either white or chrome. Also 
available in three-radiant size 12,000 BTU. 


INSTALLED QUICKLY 
IN A FEW EASY STEPS! 







Ease of installation helps sell Royal Wall In- 
sert Heaters. Plumb in gas line. Secure Royal 
brackets to studs. Insert one-piece welded 
combustion unit. Connect gas line. Fasten 
front in place. Attach grill and control 
handle. That's all there is to it! 


ROYAL GAS LOGS 





Royal Gas Logs are the outstanding choice 
all over the nation. They are beautifully de- 
signed replicas of Tennessee Mountain Oak 
22,000 and 30,000 BTU sizes. BA-I7 
Andirons shown above at extra cost. 


Write today for catalog and name 
of your nearest Royal distributor. 


CHATTANOOGA IMPLEMENT & 


MANUFACTURING COMPANY 
MAIN OFFICES: 101 Deimar Street 
CHATTANOOGA 6, TENNESSEE 


QUALITY .. . SINCE 1891 


Why Do You See 
THIS EMBLEM 


PRECISION BUILT 
ALL PURPOSE 





AIR COOLED 
ENGINE 


THE CLINTON 
MACHINE CO. 


= 


; 6 ail 
w 

ne aT the ENGINE 
Gi? oof So Many 


a > 


LEADING LAWNMOWERS? 





MOZ-ALL EXCELLO 








CHOREMASTER 
yainand 


MOW-MASTER 














(Clinton Engines Are 
Standard Equipment On 
MORE THAN 200 BRANDS 


of Lawnmowers 


Because CLINTON 
is the World’s 
QUICKEST-STARTING 


MOST RELIABLE 
Small Gasoline Engine! 


SERVICE EVERYWHERE 
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TO HELP YOU SELL 





KLEENCUT § 
DELUXE KITCHEN SHEARS 





guide attached, six pairs to a mer- 
chandiser. Retail: $1.98. The Acme 
Shear Co., Bridgeport 1, Conn. 





Water System Manual 


Deming water system 
manual has been revised and 
brought up to date. Any dealer or 
wholesaler may obtain a copy by 
writing. The Deming Co., Salem, 
Ohio. 


service 





Arrolite Display 


Illuminated permanent point-of- 
sale display unit called Arrolite. 


| Consists of a bronzegfinished arrow 





mounted on a reflector cone with 
two bronze finished rings on outer 
edge. Plastic Westinghouse identi- 
fication circle is lighted by a 40 
watt bulb. Available as single or 
double unit. Latter includes free 
standing wall stands. Westinghouse 





Electric Corp., electric appliance di- 
vision, Mansfield, Ohio. 





Soldering Tips 

Weller revised edition of Solder- 
ing Tips, 20 page pocket manual on 
soldering. Handbook covers every 
important phase of soldering in 


easy, understandable style. Time- 
saving methods, do’s and don’ts, 
fluxes and solder tables are dis- 
cussed. Copies available for 10 cts. 
Weller Electric Corp., Easton, Pa. 


Sealing-Strip Display 
Tub-Kove sealing strip display 
unit. Sealing strip seals cracks, 
and prevents water migration into 
plaster or water damage to the dif- 
ferent types of finished wall mate- 
rials used in bathrooms. Vinyl] 
sealing strip is made from a geon 
plastic flexible compound. It will 
not harden, craze or crack and will 





resist normal alkali solutions, acids, 
alcohol. Complete home-user kit 
contains about 15 ft. of this sealing 
strip, one bottle special vinyl ad- 
hesive, one bottle special solvent for 
cleaning up and an _ applicator 
brush. Keller Products, Inc., 7039 
Superior Ave., Cleveland 3, Ohio. 


Farmer's Handbook 


The 1951 edition of Farmer’s 
Handbook & Almanac is available 
upon request. Containing 68 pages, 
in addition to almanacs for each 
month, some of the subjects in- 
clude: Anti-freeze chart for liquid 
in tires; automobile mileage chart; 
belting care; farm accidents; how 
to measure farm land; fence ideas; 
gestation table; grass farming; 
ideas for housekeepers; informa- 
tion for farm builders; informa- 
tion, where to go; new crops and 
new uses; recipes; farm; signs of 
the Zodiac; silage cap; swing saw 
construction; tractor tire traction; 
tricks for fishermen; weather fore- 
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THE HENRY G. THOMPSON & SON CO. 
Saw Specialists Exclusively For Over 70 Years 
NEW HAVEN 5, CONNECTICUT, U.S.A. 


MILFORD 


Rezistor & Duplex 
Hack Saw Blades 


Profile and 
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TO HELP YOU SELL 


casting; weights and measures; 
what can your land do? and work 
savers. The B. F. Goodrich Co., 
Akron, Ohio. 





Utensil Gift Package 


Ka-bar seven piece steel kitchen 
utensil gift set consists of a pastry 
server, pot fork, spatula, ladle, mix- 
ing spoon, hamburger turner and a 
wall rack. Utensils have either Ka- 
wood or molded black handles. 





tail: $15. 
Olean, N. Y. 


Union Cutlery Co., 





Estate Stove Promotion 


Dealer tie-ins for the national 
advertising program on Estate 
ranges include dealer mat service 
and the endorsements by Jeanne 
Crain and Barbara Bates in all 
merchandising aids. Basic theme 
of the spring program will be, 
“Grill It! Bake It! Barbecue It!” 
to emphasize the menu variety pos- 
sible through the Grid-All and Bar- 
B-Kewer meat oven. Also a series 
of 13 second filmed tv spots with 





seven seconds for dealer’s signa- 
ture. The Estate Stove Co., Hamil- 
ton, Ohio. 





(Resume reading on page 14) 
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060 


sells the 


~ YANKEE” 


130A Q-R Spiral 


if 


A tool that makes time for jf 
your customers makes sales [ 
for you. The “Yankee” |} 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 

home. The quick-return 
(Q-R) spring automati- 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 

screws even in awk- 

ward positions . . 

overhead or down be- 
low, in narrow places 
or “blind” applica- 
tions. That’s the 

kind of speed with 

manpower econo- 
my aman can see 
in a moment and 
buy without hes- 


itation. That’s 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the easiest way... 
for years and years 
of willing service. 








extra / drills.’ sockets bits with counter= 
bits centering sinks 
aS sleeve 


i 
**YANKEE" TOOLS 


NOW PART OF 
NORTH BROS, MFG. CO. 
Philadelphia 33, Pa. 


THE TOOL BOX 
OF THE WORLD 
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One, Two and Four Drawer 
GARDNER’S SPRING CABINETS 


Fine quality plated and 
burnished Springs preci- 
sion-made to industrial 
specifications. 4-drawer 
steel cabinets contain 402 
Springs—127 different sizes 
in coded compartments... 
a popular stock for dealers. 
Also one and two drawer 
hi + Get let in- 
formation. Write today. 


ls R VE. 
Gardner Wire Co, cnicsco ss. uu 














TU-WAY 


SaeLs BELT LACER 


Safety belt lacing is easy 
to apply with any stand- 
ard make belt lacing 
machine, lacer, or it can 
be applied with a ham- 
mer by using the inex- 
pensive Safety Tu-Way 
Lacer. 

Safety’s patented binder 
bars hold every hook in 
exact alignment, lap 
snugly over belt ends and 
prevent fraying. 


SAFETY 
BELT-LACER CO. 


5390 N. MENARD AVENUE 
CHICAGO 30, U.S. A. 

















@ Top-quality, outstanding beauty, distinctive fea- 
tures, complete line, nationally advertised, compet- 
itively priced. Leads in value. See your distributor 
or write us for full information. 





SHIRLEY CORPORATION INDIANA 





- INDIANAPOLIS 2, 














Word of mouth 
is still 
the best... . 





When a customer buys a Mouli Grater she tells her friends what 
a finger-saver it is. Her friends buy from you... . It’s a fact, 
because we've sold over 3,000,000 in a few years on that very 
basis. Cash in on this powerful word of mouth recommendation 

. check your stock . . . order from 
your jobber today ... . still $1.00... 


Be ready when they ask for 
MOULI GRATERS. Order from 
your jobber today. 





THE NEW 
ROTARY 


“MOULI” 
GRATER 


Mout Manuracturinc Corp. 





1100B MORRIS AVE 
UNION, NEW JERSEY 
























SEE THE COMPLETE 1951 PARRIS-DUNN LINE On Display 
eos NEW YORK TOY FAIR—Room 633, Hotel New Yorker 





nen = €ORK SHOOTERS 
AIR COMPRESSION 
i Rifle | wet te: 
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Heller fixture 
equipped stores attract more trade. 
Heller store fixtures possess more 
selling features than any other 
line of fixtures on the market 
today. You will be amazed at the 
greater sales producing possibili- 
ties of Heller fixtures, and you get 
more value per dollar invested. 


It’s a proven fact! 













Send size of store today for free 
plan. Ask for new manual No. 51A, 












ce | W.C.HELLERE CO. Montpelier, Ohio 


| HANDY NEW 6 in 1 Wrench for Socket Screws 


WEKSUNISeY 


FITS ALL TYPES FITS SET SCREWS 





















OF SOCKET From No. 8 to x5” 
‘AP 
THE ORIGINAL — From Wa 410-2" 





AUTOMATIC GRIP 





7 e 
































nds what 
's a fact, 
that very 
vendation 
1st 

wd from price 
ask for , $] 
nage Repeat Oftener: 

(Actual Size) 


They’re Nationally Ad- 


vertised to millions of Here’s the handiest tool for pocket, 
























‘ bench or tool kit. All the wrenches for 
tool-using people * six most pular size socket screws in 
packed with Wanted MODELS FOR ANCHOR tempered and tested for durability in 
Features ¥ available in BOTH TYPES OF id GRIP — 
Models for All Types of RECESSED HEAD SCREWS CONSTRUCTION A UNIVERSAL SOCKET 
Screws * backed by (Pat. Applied for) SCREW WRENCH FOR: 
eye-catching Boxes and All wrenches have de- @ Mechanics @ Electricians | ' 
. formed ends cast in a @ Tool Makers @ Radio Repair 
Displays * unsurpassed holder to preventloosen-  @ Refrigeration ® Home Workshops 
in Quality. ing with hard usage. Repairs 
s UPSON BROS., INC. Dealers and Jobbers write for Literature and Prices 
aris AVE Order Thru Your Jobber! ROCHESTER 14, N.Y EKLIND TOOL & MFG. CO., 2627 N. Western Ave., Chicago 47, Ill. 
WwW JERSEY : 
cone sly 


oncivat DOMES OF SILENCE % 2: 
SELL ON SIGHT when these attention-compelling con- a oe %" 


tainers, box or card are displayed on counters. Genuine DOMES %” %” %” %” 


lay 








‘ker One set on « Card. OF SILENCE glide softly, silently, smoothly 
W tarts weber. over all flooring; saves floors and furniture For 
Wy" We" Wig” years the favorite with houseowners and fur:ature 
wi itil manufacturers. 













: pn EE Ask your jobber or write 
= ») ii : DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 


35 PEARL STREET NEW YORK CITY 
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Mr. JOBBER 
son 


Make a GOOD 
PROFIT at a 
POPULAR PRICE 





No. 74 
CONSTRUCTED 


and 
ATTRACTIVELY 
FINISHED 


WELL 











No. 78 and 178 


Write to us today for our new 
jobber catalog pages illustrating 
the complete line of CHAMPION 


Screen Hardware. 


The 





CHAMPION HARDWARE (0. 


GENEVA. OMNIO 





— I it's a CHAMPION its a winner 
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| the orders were 


wh lsh 


ashing fon 
NEWS and Views 


Reports on Events Affecting 


The Hardware Business 


(Continued from page 10) 


service stations, shoe repair and 
laundry and dry-cleaning. Whole- 
sale warehouses for food and fuels 
are exempted. 

This action points up the in- 
creasingly serious aspect of the 
materials supply picture. The sit- 
uation is further emphasized by the 
rash of hurried conferences which 
NPA has been holding with indus- 
try and business since Jan. 1. These 
meetings spell even more drastic 
limitations on non-defense use of 
materials in the critical and short- 
age categories as NPA tries to 
keep supplies equitably distributed 
while a Controlled Materials Plan 
is worked out. 

Issuance of List A (prohibited 
uses of copper) to M-12 cracked 
the NPA line against imposing 
outright bans on end uses of ma- 
terials. Similar action with respect 
to other materials, particularly 
metals, is definitely in sight as vol- 
untary conservation measures fail 


| to produce sufficient savings for de- 


fense requirements. 

No major changes had been made 
by mid-January in the original 
limitations on nickel (M-14) and 
zine (M-15), although revisions of 
in the works. 
Members of the aluminum-, tin-, 
nickel-, and zinc-using industries 
have been meeting with NPA with 
a view to working out further 
programs. ; 

The NPA has named two task 


groups to wrestle with tin supply 


problems. One group will study 
and make recommendations relat- 
ing to probable actions to be taken 
in connection with red metal (cop- 
per base tin alloys) and the other 
is performing a similar job with 


| respect to white metal (solder and 
babbit products). 


The NPA has also amended M-18 
(hog bristles) to virtually control 
the use, inventories, and distribu- 


| tion of this item. Inventories are 
| limited to 120 days and brushes 


and similar products requiring 
bristles longer than two and five- 
eighth inches must contain at least 
30 pet (by weight) filler material. 
Sale of hog bristles to any one ex- 


| cept a dealer, dresser, or manufac- 
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turer of bristle products is for- 


bidden. 


OUTLOOK—Restrictions on end 
use of metals and materials will 
be extended to metals other than 
copper. Nickel, now a critical prob- 
lem, will probably be first and per- 
haps aluminum and tin next. Pro- 
ducers of three types of goods will 
be hit hardest — products using 
high-grade alloys such as wrought 
and cast alloys, stainless steel 
products, and electroplated and 
brass mill products. 


Retail Groups Favor 
Mark-Up Price Control 


The retailing trades got their 
first “inside look” at government 
plans for control of prices here 
last week. Representatives of all 
principal retail and service indus- 
tries conferred with ESA officials 
in their efforts to lay the ground- 
work for controls at the retail level 
“when and if” they become neces- 
sary. 

The trade representatives told 
the Government that any price 
controls imposed at the retail level 
“should from the outset be in the 
form otf mark-up freeze type of 
regulations.” 

“The OPA as well as retailers 
found that regulations of the type 
of MPR 580 (put into effect in 
March, 1945), freezing mark-ups 
by merchandise categories and 
price lines on the basis of the indi- 
vidual sellers’ own experience, 
proved unsatisfactory,” the trade 
leaders pointed out. 

Although no conclusions as to 
the over-all price control program 
had been reached as this issue went 
to press, both business and indus- 
try representatives attending the 
meeting agreed that the general 
philosophy which the government 
holds toward control of prices at 
the retail level had been thoroughly 
explained to the trade. 

Spokesmen for the retailing 
trades offered ESA the results of 
the industry’s task committee stud- 
ies started last June, and the ex- 
perience gained from World War II. 


(Resume reading on page 11) 
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Our efficient, salesmaking displays make money for every dealer 
who takes advantage of their exclusive features. Yet we expect 


P&C displays to do much more than just help you sell more tools. 

OW We advertise and produce “The BEST tools money can buy”... 

tools you will be proud to recommend. And we’re on the job 

h if . with the merchandising ideas that make P&C “the Proft line”. 
- : @ Shadow-marked tool locations and numbers 
f [PC] help you control your inventory, increase your 
e pS you 0 oti) >. turnover and profits on these fast-moving, 


profitable tools. 















@ Clearly marked prices save time for your 


q Better Job ; ayy i A a! li salespeople. 
ra | hit i @ Total sales increase, because P&C displays 
id tH Li 
















draw traffic to your tool department, sug- 
gest tools your customers need. 










@ They save valuable space. Tools in a 
32” diameter space on the R-150 would 


R-150 setts CIRCLES AROUND ‘peigeeeas = ee a 
ANY DISPLAY YOU EVER SAW rene 


Flashing beacon catches the eye. 








Ask your distributor salesman 
to show you how P&C can help 
your tool department make 
more money. 










Rotates at finger touch. 


Self-service — tools are easy to reach. 





Sells 150 most-wanted P&C quality tools. 






More sales on smaller stock. |) | P& C HAND FORGED 
Doubles and triples your turnover. “ TOOL COMPANY 


Write today for new folder on R-150" ae Pee ~PORTLAND 22, OREGON 


Cable Address: PANDCTOOL 




























eg 
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WARWOOD means Repeat Orders 















\w : 

yw? yon 
t awe Warwood Forged Tools are known 
wh € as the standard for comparison 
ee wherever heavy hand tools are re- 
quired. Correctly designed for agri- 
A 5 cultural, general construction and 
pre <0 contracting work, road and street 
\" ch repair work and for many other 






uses, they represent the ultimate in 
forged tools. Enjoy an increased 
volume by making your store head- 
quarters for Warwood Tools. 













TOOLS FOR: 
GENERAL CONSTRUCTION 
AGRICULTURE and GARDENING 
MINING and INDUSTRY 
RAILROAD TRACK MAINTENANCE 









Warwood Workmanshife Wakes the Difference 


WARWOOD TOOL COMPANY + Wheeling, W. Va. 


HARDWARE AGE, JANUARY 25, 1951 163 





Priority and Price Digest 


30-Day Freeze Out, But 
Threat Remains; Ban 
On Aluminum Expected 


Business this week received a 
stay of price and wage control 
execution. But the respite is be- 
lieved to be only temporary while 
the battle between the price- 
peggers continues. 

One administration group, 
whose views seemingly now pre- 
vail, favors selective controls 
while another group is still try- 
ing to blanket the nation with 
another General Maximum Price 
Regulation. Though defense mo- 
bilization chief Wilson and price 
stabilizer DiSalle are in agree- 
ment on the need for an all-out 
attack on rising price, greatest 
barrier to across-the-board con- 
trol appears to be the lack of an 
adequate staff and _ opposition 
from economic stabilization chief 
Valentine. 

The final decision may be of 
President Truman’s making. 
Meanwhile, the ESA will continue 
its policy of seeking voluntary 
hold-the-line agreements, a policy 
that could leave room for more 
price and wage rises. 

Reports from the production in- 
dicate that material pinches are 
already stripping some of the glit- 
ter off radio and television sets 
and appliances and are forcing 
some of the low-priced models off 
the market, due to the recent cop- 
per order. 

And soon to come, perhaps 
about April, will be an order bar- 
ring the use of aluminum in non- 
essential production. This order, 
when issued, can be expected to 
follow closely the copper edict. 
However, for the time being, steel 
is not expected to join the parade 
off civilian production lines, ex- 
cept indirectly. 


Interior ls Claimant 


For Minerals, Metals 


In Delegation 5 to Priorities Reg- 
ulation 2, NPA named the Secre- 
tary of the Interior as claimant 
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News and Interpretations of Government Orders 


for certain production facilities for 
minerals and metals in a delegation 
of authority by the Secretary of 
Commerce. The delegation also 
gave the Secretary of Interior allo- 
cation powers over certain minerals 
and crude and intermediate metallic 
products. 


Construction DO's 


The Department of Defense has 
been granted authority to issue de- 
fense order (DO) ratings for con- 
struction equipment for use on 
overseas construction projects by 
NPA in an amendment to Delega- 
tion 1 of Priorities Regulation 2. 
Heretofore, the Department of De- 
fense was authorized to issue DO 
ratings covering construction but 
not construction equipment. 


Materials Control Plan 
Developing In NPA 


Walter C. Skuce has been ap- 
pointed staff assistant to direct 
the Production Controls Staff Or- 
ganization. He will take charge 
of current NPA activities leading 
to the development of a central- 
ized control plan similar to the 
Controlled Materials Plan _ that 
was used during World War II. 

Work has been going on in NPA 
for some time to develop a cen- 
tralized control of this nature as 
part of the transition from peace- 
time production to all-out defense 
production. According to William 
H. Harrison, this does not mean 
a CMP will be put into immediate 
effect. 

(Continued on page 166) 





W.C. Habbersett, Chief, Builders’ Hardware Unit 


we You Should Know In Washington 


William C. 
Habbersett, 
for many 
years widely 
k now n 
throughout 
national build- 
ers’ hardware 
circles, has 
been appoint- 
ed to the posi- 
tion of Chief 
of the Build- 
ers’ Hardware 
Section, Build- 
ing Materials 
Division, Na- 
tional Produc- 
tion Authority. 

Mr. Habbersett, a prominent 
WP B official during World War II, 
has had a long and varied career 
in the builders’ hardware field. 
Up to 1925, he had been associated 
with his father, George W. Hab- 
bersett, in the hardware business 
in Baltimore, Md. 

From 1925 to 1942, he was as- 
sociated with the Russell & Erwin 
Mfg. Co., New Britain, Conn., first 


W. C. HABBERSETT 





as contract sales manager and 
then as general sales manager. 

In Washington, from 1932 to 
1945, he was with the former War 
Production Board in charge of the 
hardware and small tools division. 
Following the termination of his 
services with the WPB, Mr. Hab- 
bersett became associated with 
the Lockwood Hardware & Mfg. 
Co. until that firm acquired a part 
of the Francis Keil Sons Co., New 
York City. He was then appointed 
vice-president and general sales 
manager of the new Keil Lock 
Co. in Charlestown, N. H., estab- 
lishing the company’s plant, set- 
ting up its equipment and produc- 
tion facilities. 

In January, 1948, he became 
associated with the Reading Hard- 
ware Corp., Reading, Pa., as gen- 
eral sales manager and_ was 
elected its president in 1949. 

As Chief of the NPA Builders’ 
Hardware Section, Mr. Habber- 
sett will make his headquarters 
at 810 E St., N. W., Washington 
25. Telephone, Sterling 9200; Ex- 
tension 4647. 
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Sensational New MARQUETTE 
“SPACE SAVER” HOME FREEZERS 


Pack More Storage Space in Less Floor Area 


NEW “COMPACT” DESIGN 
Featured In All 1951 Models! 




















People asked for them! Marquette de- 
signed them! Home freezers with more 
storage space in less floor area. The 
three new Marquette “Space Saver” 
models for 1951 are masterpieces of 
engineering skill, their new compact 
design is shorter—narrower—lower. 
Maximum use is made of every avail- 


able inch for storage space! 


At Left—9 cu. ft. Marquette Model AJA—Takes less floor area 
than most 7 cu. ft. models. Capacity for 315 Ibs. of delicious frozen 
foods. 


Only MARQUETTE Provides All 


the “Most Desired” Features! 


e New “compact” space saving design. 

e Smartly designed streamlined beauty. 

e Welded all-steel construction. 

e New counter-balanced lid—raised or lowered with finger-tip ease. 
e Thermostatic temperature control. 

e Fast-freeze compartment. 

e Automatic Interior light. 


e Heavily insulated—Non-sagging batt-type Fiberglas or mineral 
wool. 


e A written five-year protection plan—assures satisfactory per- 
formance. 


e Hermetically “‘sealed in steel” refrigerating unit. 


MARQUETTE 
APPLIANCES, INC. 


307 East Hennepin Avenue 
MINNEAPOLIS 14, MINNESOTA 


; 
v Below—I5 cu. ft. Marquette Model Al5A—Takes less floor space 


“THE KEY TO BETTER LIVING...BUY MARQUETTE” than most 2 cu. ft. models. 


Top—20 cu. ft. Marquette Model A2iA—Takes less floor area 
than most 16 cu. ft. models. 
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A Puritan maid wouldn't stand 
a chance 


Beside this lovely creature. 
But Puritan Sash Cord can't be beat. 


, i ' Sie 
It's tops in every feature! a 
t, Ps + 


Takes severe 
Strain 


Use letterhead 

to request free 

sample hank and 

information about 

; the complete 
Puritan line 


ee OF 
Y 
Guaranteed by @ 


Good Housekeeping 
4 \y 


- 
Mm ) 
Or As apvertiseo WE 


SRPANCH yyy 
VMENS. 6£ORG ig 


Sr 


PURITAN CORDAGE MILLS, INC. 
QManufacturers) Lovisville 6, Kentucky 
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Mr. Skuce, in 1923, joined the 
General Electric Co., where he 
remained for 19 years working 
in many phases of manufacturing. 
In 1942, he joined the WPB and 
served for three years in various 
positions, including that of Di- 
rector of the Controlled Materials 
Plan Division and Deputy Vice- 
Chairman for Operation. 

Since 1945, he has been asso- 
ciated with Owens-Corning Fiber- 


| glas Corp., Toledo, Ohio, and is 


| now manager of the Transporta- 


tion Division. 


Inventory Clamps on 
Iron and Steel Scrap 


NPA has recently issued an or- 
der (M-20) designed to keep iron 
and steel scrap moving into iron 
and steel producing mills. It con- 


| trols inventories of iron and steel 








\ 


scrap held by scrap dealers and 
brokers, automobile wreckers or 
producers of scrap. 

Based on a 60-day period, scrap 
inventories are limited to a prac- 
ticable working minimum, or the 
level of the preceding 60 days, 
whichever is less. The order also 
requires that those firms covered 
by its provisions retain for two 
years, records of receipts, deliv- 
eries, inventories and use of iron 
and steel scrap. 

Scrap, as defined by the order, 
“means all ferrous metals, either 
alloyed or unalloyed, of which 
iron or steel is the principal com- 
ponent, which are the waste of 
industrial fabrication or objects 
that have been discarded on ac- 
count of obsolescence, failure or 
other reasons, including therein, 
iron and steel rails and axles for 
rerolling purposes.” 


| Air Transport DO's 


NPA in Delegation 6 to Priori- 
ties Regulation 2 has authorized 
the Civil Aeronautics Adminis- 
tration to issue DO defense rated 
orders to secure materials and 
equipment for programs designed 
to assist in the maintenance and 
expansion of both the civil air 
transport and the Federal Air- 
ways System in the interest of 
national defense. 

Authority to use DO ratings 
for civil air transports covers pro- 
curement of materials for con- 
struction of new planes as well as 
necessary replacement parts for 
present aircraft. 


Critical Minerals Go 
On Anti-Hoarding List 


The Defense Minerals Adminis- 
tration has listed more than 50 
minerals, the excessive accumula- 
tion of which has been deemed un- 
lawful. The order, similar to one 





How to Get NPA Orders 


Businessmen who wish to 
receive copies of NPA Regu- 
lations and Orders, as issued, 
may place their names on the 
mailing list by writing to: 
U. S. Department of Com- 
merce, Division of Printing 
Services, Room 6225, Com- 
merce Bldg., Washington 25, 
D.C. Firms may request up 
to five copies of each Regula- 
tion and Order. There is no 
charge for this quantity. 





issued by NPA banning hoarding 
or profiteering on some 55 items, 
also covered black market prac- 
tices, prohibiting “profiteering” in 
mineral raw materials. 

The DMA order declared that no 
person shall accumulate any of the 
listed raw mineral materials “in 
excess of the reasonable demands 
of business, personal or home con- 
sumption, or for the purpose of 
resale at prices in excess of pre- 
vailing market prices.” 

Included in the list are ores and 
concentrates of iron; ferro-alloys; 
base metals like copper, lead and 
zinc; aluminum, magnesium and 
other light metals; beryllium, co- 
lumbium, tantalum and other rare 
metals, and a number of non-metal 
minerals, like surphur, asbestos, 
mica, and potash. 


New Bureau to Speed 
Industrial Expansion 


In a move to speed up industrial 
expansion for defense and to ex- 
pedite related defense construction, 
NPA has established a Facilities 
and Construction Bureau with 
Frank R. Creedon as assistant ad- 
ministrator in charge. 

Mr. Creedon has set up the fol- 
lowing five divisions within the 
Bureau: 

The Industrial Expansion Divi- 
sion to speed up the construction 
of new industrial plants. It will 
work with various industries and 
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will take steps to obtain materials 
and equipment for their speedy 
construction. 

The Tax Amortization Division 
in cooperation with other inter- 
ested Government agencies, will 
help speed up the rearmament pro- 
gram by recommending the issu- 
ance of certificates of necessity. 

The Loan Division will issue 
NPA loan certificates authorizing 
the RFC to make direct loans when 
justified and needed, to help expand 
production. 

The Building Materials Division, 
reassigned from the Industry Oper- 
ations Bureau, will carry out re- 
sponsibilities for the production 
and distribution of building mate- 
rials as required in the defense 
production program. 

The Construction Controls Divi- 
sion, reassigned from the Industry 
Operations Bureau, will handle 
NPA activities relating to construc- 
tion programs and controls as re- 
quired in the defense production 
program. 


Construction Ban Hits 
New Store Buildings 


In an amendment to construction 
order, M-4, NPA has imposed tight 
restrictions on the building of 
stores and other commercial build- 
ings. 

NPA will not permit such con- 
struction before Feb. 15, except in 
emergency cases. After that date, 
builders must get a license from 
NPA before they can start work on 
a commercial building. The order 
is retroactive to midnight, Jan. 13. 

Among buildings hit by the order 
are banks, office and loft build- 
ings, hotels, restaurants, retail 
stores, shopping centers and other 
facilities for the storage, distribu- 
tion, display or sale of consumer 
goods, motels, and tourist camps, 
barber and beauty shops, service 
stations, warehouses for personal 
effects, and all facilities for the 
furnishing of personal services. 

Small buildings, costing less than 
$5,000, are not covered by the regu- 
lation. Maintenance and repair is 
also unrestricted so long as it comes 
within NPA’s definition of that 
term. If the repair work does not 
entail “substantial” structural 
alterations or changes in design,” 
it can be done. 

If it does involve such sub- 
stantial changes, it then comes un- 
der the head of “alterations and 
remodeling.” In that case, the 
work can be done if it costs less 


than $5,000 in a 12-month period. 

Exempted are storage and ware- 
house buildings used by manufac- 
turers and producers, wholesale 
food establishments, and wholesale 
supply facilities for fuel oil, gaso- 
line, coal, gas distributing systems 
and pipelines. 

License applications should be 
submitted on special NPA forms to 
the Commerce Department regional 
office nearest the construction. 
These offices are in Boston, New 
York City, Philadelphia, Cleveland, 
Chicago, Atlanta, St. Louis, Kansas 
City, Dallas, Minneapolis, Denver, 
Seattle, Los Angeles and San Fran- 
cisco. 


Add to Control List 


Nine more items have been add- 
ed to the anti-hoarding order, 
NPA Notice 1, which makes it 
unlawful to accumulate materials 
in excess of “the reasonable de- 
mands of business, personal, or 
home consumption,” or “for the 
purpose of resale at prices in ex- 
cess of the prevailing market 
prices.” These are: Industrial 
ethyl alcohol, chlorine, zine dust 
and oxides, natural and synthetic 
rubber, burlap, cotton pulp, high 
tenacity rayon yarn and nylon 
staple and nylon filament yarn. 


NPA Appointments 


Included among recent appoint- 
ments announced by NPA are: 

Eric W. Hammarstrom, man- 
ager, Building Products Section, 
Reynolds Metals Co., Atlanta, Ga., 
to the NPA Building Products Di- 
vision in an executive position. 

Robert M. Hatfield, Jr., Com- 
bustion Engineering-Superheater, 
Inc., New York City, as a con- 
sultant to organize and staff a 
proposed NPA Power Equipment 
Division in the Bureau of Indus- 
try Operations. 

John Peckham as Director of 
the NPA Compliance Division. 

Robert L. Glenn to assist with 
the organization of a Transporta- 
tion Equipment Division in NPA, 
which will review and recommend 
materials and equipment for air, 
water, rail and automotive trans- 
portation programs approved by 
other agencies. 

Leland E. Spencer, vice-presi- 
dent, Kelly Springfield Tire Co. 
Cumberland, Md., as director of 
NPA’s Rubber Division. Earl W. 
Glen, who has been serving as 
acting head of the division, will 
become deputy director. 
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Directors Elect N. F. Smith 
Osborn Mfg. President 


Norman F. Smith, who has 
been vice-president and gen- 
eral manager of The Osborn 
Mfg. Co., 5401 Hamilton Ave., 
Cleveland, since 1938, was re- 
cently elected president of 
the company by the board of 
directors. Franklin G. Smith, 
founder and president of Os- 
born since 1892, was elected 
chairman of the board. Mr. 
Smith is a veteran of 25 
years’ service with Osborn. 

In 1927 he became assistant 
manager of the Rubico Brush 
Manufacturers, Inc., of New 
York City, then a newly ac- 
quired division of Osborn en- 
gaged in the manufacture of 
quality paint and _ varnish 
brushes. He became treasurer 
of Rubico in 1930. He was 
then called back to Cleycland 
in 1935 to become treasurer 
of Osborn. 

The company expanded its 
production facilities in 1946 
by acquiring a new plant in 
Henderson, Ky., for the man- 
ufacture of maintenance 
brushes. The production space 


thus freed in the Cleveland 
plant was then utilized to 
produce power brushes. A 


NORMAN F. SMITH 


second expansion occurred in 
1950 when the company pur- 
chased the building adjoining 
the Hamilton Ave. plant 
which now houses the tech- 
nical department and is also 
being utilized for production. 








OTT HARDWARE MARKS 
75TH ANNIVERSARY 

Marking its 75th year in 
business, the Ott Hardware 
Co., Santa Barbara, Cal., now 
has more than 20 depart- 
ments and a staff of 196. The 
store has an area of 85,000 
sq. ft. and frontage on three 
streets. Over 40 vehicles de- 
liver and service Santa Bar- 
bara, Ventura and San Luis 
Obispo counties. 

Among the lines carried by 
Ott are—hardware, major 
appliances, china and glass, 
housewares, sporting goods, 
women’s sportswear, toys, 
garden supplies and indus- 
trial needs. Charles A. Ott, 
Sr., is president; Mrs. Ott, 
vice-president and son Col. 
Charles A. Ott, Jr., now on 
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active duty, is in line for suc- 
cession as assistant to the 
president. 


CONGOLEUM-NAIRN 
MERCHANDISE HEAD 


R. F. Jones, assistant to 
the first vice president of 
Congoleum-Nairn, Kearny, 
N. J., who has planned and 
supervised the company’s ad- 
vertising and sales promo- 
tion, was promoted to the 
newly created post of mer- 
chandise manager. 

Mark Egan who is execu- 
tive secretary of the Hawaii 
Visitors Bureau in Honolulu, 
Hawaii, has been appointed 
director of advertising and 
sales promotion for the floor 
covering makers. 


HOWE SCALE ORGANIZES 
TWO NEW BRANCHES 


The opening of new branch 
offices at Denver Col., and at 
Houston, Tex., was an- 
nounced today by Richard 
IF. Straw, vice-president in 
charge of sales, The Howe 
Scale Co., Rutland, Vt., 

The Denver office is located 
at 2524 Walnut St., and is 
managed by Daniel O. Ferris. 

The Houston office is lo- 
cated at 2215 McKinney Ave- 
nue and is managed by 
Henry K. Leonard. 

The addition of these 
branches brings the Howe 
national organization to a 
total of 20 branch offices 
with complete sales service 
and warehouse facilities in 
the leading cities of the 
United States. 

Other branches of the com- 


pany are located at: Atlanta, 
Baltimore, Boston, Buffalo, 
Chicago, Cincinnati, Cleve- 
land, Kansas City, Los An- 
geles, Minneapolis, Newark, 
New Orleans, New York 
City, Philadelphia, Pitts- 
burgh, St. Louis, San Fran- 
cisco, and Seattle. 


PINNEY DIRECTS TAMMS’ 
SALES PROMOTION 


Herbert A. Pinney, form- 
erly manager of sales and 
assistant to the vice-presi- 
dent of the American Can 
Co., central division, has 
joined the executive staff of 
Tamms Industries, Inc. 

Mr. Pinney will head the 
newly created sales promo- 
tion department. He is a past 
president of the Chicago 
Paint, Varnish and Lacquer 
Association. 








Paal J. Larsen Appointed Assistant to 
Ingersoll, President of Borg-Warner 


Paul J. Larsen, former di- 
rector of the Office of Civil 
Defense of the National Se- 
curity Resources Board, has 
been appointed assistant to 
Roy C. Ingersoll, president 
of Borg-Warner Corp., 310 
S. Michigan Ave., Chicago, 
Ill. 

Mr. Larsen resigned his 
post as National Civil De- 
fense Director last Sept. 15 
after having completed the 
National Civil Defense Plan. 
In recent weeks he has re- 
mained with NSRB as Con- 
sultant to the Chairman, W. 
Stuart Symington, on tech- 
nical matters relating to civil 
defense. 

Just after the war, Mr. 
Larsen served as director of 
Sandia Laboratory, a branch 
of the University of Califor- 
nia’s Los Alamos Scientific 
Laboratory, at Sandia, N. M., 
which was the center for all 
research, development, pro- 
duction engineering and as- 
sembly of atomic weapons. 
Mr. Larsen left Sandia in 
1950 to accept the appoint- 
ment as Director of of Office 


of Civilian Mobilization of 
the National Security Re- 
sources Board. 

In the early war years, Mr. 
Larsen was associated with 
the Department of Terres- 
trial Magnetism, Carnegie In- 
stitution of Washington, and 
with the Applied Physics 
Laboratory of Johns Hopkins 
University, in research and 
development of the Radio 
Proximity Fuse. Later he 
was placed in charge of all 
engineering and production 
of this device in plants 
throughout the country. In 
1944 he directed the Gun Fire 
Control Research and Devel- 
opment. 

Prior to the war, Mr. Lar- 
sen was a consultant for the 
Baird Television Corp. He 
organized the corporation’s 
laboratory, redesigned Brit- 
ish television equipment to 
conform to American stand- 
ards, and developed home 
television receiver and the- 
ater television projection 
equipment for the commer- 
cial trade. 
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TOBIN DIRECTS BRANCH 
FOR WHOLESALERS 


Jack Tobin has recently 
been advanced to the position 
of manager of the Albuquer- 
que Division, Momsen Dunne- 
gan Ryan Co., hardware 
wholesalers, E] Paso, Tex. 

Mr. Tobin has been asso- 
ciated with the company for 
the past 32 years. He started 
with the company in the El 
Paso warehouse. From 1926 
to 1947 he covered El Paso 
and the Northeastern part of 
New Mexico areas, except for 
two years spent in the Navy. 
In 1947, Mr. Tobin was trans- 
ferred to the El Paso house 
as a warehouse superinten- 
dent which position he held 
until Nov., 1950. 


KEYSTONERS’ PARTY 


The annual Keystoners’ 
Party, held recently at the 


Lulu Temple in Philadelphia, 
Pa., was attended by about 
300 friends. A buffet lunch- 
eon of chicken a la king was 
served. 


RAWLEY DIRECTS AREA 
FOR MARTIN-SENOUR 


The consolidation of the 
central and south central di- 
vision of the Martin-Senour 
Paint Co., Chicago, was an- 
nounced recently. 

The combined divisions, 
both devoted exclusively to 
sales, will be under the di- 
rection of J. R. Rawley, who 
continues as assistant to the 
president. 

A. C. Furtwangler, sales 
representative in the Pacific 
Coast division, will be moved 
to Chicago to become a mem- 
ber of the executive sales 
staff. 








Appoint Frederick T. Keeler Head of New 
Carborandum Marketing Department 


The Carborundum Co., Ni- 
agara Falls, N. Y., has estab- 
lished a marketing depart- 
ment under the direction of 
Frederick T. Keeler. 

The new department brings 
together all related staff 
functions of marketing in- 
cluding market research, ad- 
vertising, sales promotion, 
and public relations. Through 
this consolidation the com- 
pany will secure more produc- 
tive use of related talents 
and specialized abilities in 
planning and carrying out a 
well rounded and effective 
marketing program for the 
company, according to Fred 
W. Bonacker, general sales 
manager. 

A staff organization of tha 
sales division, the marketing 
department will service all 
domestic and Canadian mar- 
keting operations of the com- 
pany. Mr. Keeler who has 
been with the company since 
1943,.was director of com- 
mercial] research prior to his 
hew appointment. Before 


coming to Carborundum Mr. 
Keeler was associated with 
Crowell - Collier Publishing 
Co. 


Arthur Batts, Jr., formerly 
assistant director of commer- 
cial research will be manager 
of that department, and han- 
dle market research and 
sales forecasting. 

Arthur W. Cowles, adver- 
tising manager, formerly in 
the advertising and sales pro- 
motion divisions of General 
Electric Co.’s apparatus de- 
partment, will head planning 
and administering advertis- 
ing. 

Lewis P. Mercer, formerly 
with the Dodge Motor Co., 
sales department joined Car- 
borundum in 1946 and was 
supervisor of sales training 
and subsequently assistant 
manager of the hardware 
and automotive sales depart- 
ment prior to his appoint- 
ment as manager of sales 
promotion. He will supervise 


(Continued on page 184) 
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American Hardware Advances 
Raisig to Vice-President 


American Hardware Sup- 
ply Co., wholesale distrib- 
utors, 41-32 Terminal Way, 
Pittsburgh, Pa., has an- 


Cc. C. RAISIG 


nounced the promotion of C. 
C. Raisig from warehouse 
engineer to vice-president of 
warehouse operations and 
personnel. Other advance- 
ments include: B. W. Hill, 
from office manager to as- 
sistant treasurer; L. B. Hol- 
lein, from paint buyer to as- 
sistant vice-president of 
purchases; W. J. Barlow, 


L. B. HOLLEIN 


paint representative to paint 
buyer; J. R. Schwamberger, 
inventory clerk to assistant 
buyer of toys; and W. Udis- 


B. W. HILL 


chas, order clerk to inventory 
clerk. 

Mr. 
World 


Raisig, a colonel in 
War II, will assume 
full direction of personnel 
and warehouse operations. 
Mr. Hollein has acquired add- 
ed responsibilities. Mr. Bar- 
low was a retail paint store 
manager for many years and 
more recently was connected 
with a major paint company. 


SPEED PRODUCTS NAMES 
CHICAGO SALESMAN 
Speed Products Company, 

Inc., Long Island City, N. Y., 
has announced the appoint- 
ment of Harold Heyward as 
the metropolitan Chicago 
sales representative. Mr. 
Heyward has spent the past 
two years as manager of 
premium merchandising for 
John Plain & Co. Prior to 
that he has had extensive 
merchandising and sales ex- 
perience with Sears, Roe- 
buck & Co., and in his own 
business. 
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Harry Ferguson Reorganizes Sales Areas; 
Appoints Five Regional Sales Heads 


Harry Ferguson, Inc., De- 
troit, has recently reorgan- 
ized its domestic sales ter- 
ritory and has divided the 
country into five regional 
zones. Headquarters have 
been established in Oakland, 
Cal.; western region; Kansas 
City, Kan., midwestern re- 
gion; Detroit, north central 
region; Detroit, eastern re- 
gion; and Atlanta, Ga., 
southern region. Regional 
heads include: Earl W. Lane, 
west; Thomas J. Hughes, 
midwest; Eugene F. Major, 
north central; Claude B. 
Quillian, eastern, and Nor- 
man Boardman, southern. 
The new organization will 
serve over 1600 Ferguson 
dealers and distributors and 
will increase field coverage 
for serving the needs of in- 
dividual farmers by 25 pet. 


Mr. Boardman will cover 
Georgia, Florida, Alabama, 
Mississippi and Louisiana. 
He was director of the spe- 
cial sales and industrial de- 
partment. The Atlanta office 
is at 800 Peach Tree Ave., 
N. E. Atlanta, Ga. 

Mr. Quillian will cover 
Michigan, New York, Maine, 
Massachusetts, Vermont, 
New Hampshire, Connecti- 
cut, Rhode Island and New 
Jersey. He previously served 
as special assistant in the 
sales division and prior to 
that was with Goodyear Tire 
& Rubber Co. 

The north central region is 
headed by Eugene F. Major 
and will include Missouri, II- 
linois, Iowa, Wisconsin, Min- 
nesota and North Dakota. 
Mr. Major has served Fer- 
guson for a number of years. 








WHITLOCK TO HOLD 
FIRST MERCHANDISE FAIR 


Whitlock Corp., 17 Warren 
St., New York City 7, has an- 
nounced plans for its first 
Annual Merchandise Fair to 
be held at the Hotel Commo- 
dore, Feb. 24-25. 

Forty hardware manufac- 
turers will occupy 5700 
sq. ft. of display space. Ac- 
cording to the company, 
this merchandise fair will 
provide the dealers with the 
opportunity of meeting the 
manufacturers in addition to 
showing the latest trends in 
hardware merchandise. and 
merchandising. The show will 
feature motion pictures of 
the various stages of manu- 
facture of several products. 





CHANGE IDEAL NOVELTY 
TO IDEAL TOY CORP. 


The change of name of the 
Ideal Novelty & Toy Co., 200 
Fifth Ave., New York City, 
to Ideal Toy Corp., was an- 
nounced by David Rosenstein, 
president. 

No revisions in company 
plans or policy are involved 
in the name change, which 
has been effected chiefly for 
the sake of more accurate 
identification of the company 
with respect to its products. 
The new name will facilitate 
such activities as advertising, 
communication, and package 
labeling. 

Starting nearly 50 years 
ago as a Brooklyn backroom 
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workshop of a candy store 
operated by the company 
founder, Morris Michtom, the 
company has grown to its 


present outstanding position 
in the manufacture of chil- 
dren’s playtime products. Its 
factories and warehouses 
have a floor space capacity 
of more than one-half million 
square feet. Sales in 1950 ex- 
ceeded fifteen million dollars, 
it is reported. The company 
now turns out more than 
2000 different dolls and play- 
ables. 

Officers of the company 
are: David Rosenstein, presi- 
dent; A. M. Katz, treasurer 
and director of production; 
Benjamin F. Michtom, vice- 
president, and Dr. Joseph S. 
Michtom, secretary. 





EKCO ESTABLISHES NEW 
FLATWARE DIVISION 


Ekeo Products Co., Chi- 
cago, Ill., has established a 
new division to consolidate 
sales and manufacturing of 
all lines of stainless steel 
flatware. The division is 
called Diamond Silversmiths, 
Ltd., and is directed by Gen- 
eral Sales Manager Julian 
Falk. 

In the future, all Diamond- 
ware sales will be made 
through the regular Ekco 


sales staff, according to B. A, 
Ragir, president. 
The Diamond Silversmiths 


division will produce Ekco 
Sta-Brite stainless steel 
kitchen flatware and Dia- 


mondware. 
Mr. Ragir said that manu- 


facturing facilities for the 
stainless flatware will be 
greatly expanded at the 


firm’s plants in Lambertville, 
N. J., and Byesville, Ohio. 





WESTINGHOUSE NAMES 
JOHNSON IN JERSEY 


Elwood B. Johnson has 
been named manager of the 
North Jersey lamp sales di- 
vision of Westinghouse Elec- 


tric Corp., Lamp Division, 
Bloomfield, N. J. 

Mr. Johnson will direct 
operations in the _ newly- 
formed division from his 


present headquarters at 528 
Ferry Street, Newark. He 
became branch manager at 
Newark two years ago after 
traveling the North Jersey 
territory since 1939 as a 
Westinghouse lamp salesman. 
The area extends southward 
to Ocean County, N. J., and 
includes Staten Island, N. Y. 








Carborundum Makes Five Advancements 





A 


In establishing a new marketing department The Carborundum Co., Niagara Falls, 


N. %.. 


other advancements in position. 


has appointed Frederick T. Keeler, director of marketing, and has made four 
Left to right, seated—Arthur W. Cowles, advertising 


manager; Mr. Keeler, Lewis P. Mercer, promotion manager; standing, left to right, | 
Dent Lackey, public relations officer, and Arthur Batts, Jr., manager of commercia 


research. 
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With or Without Handles We rren Tools 
PACKAGED FOR PROFITS 


ZOOM YOUR SALES 


When wholesalers buy Warren-Teed Tools they know 
they'll sell. They know they'll arrive intact, their finishes 
unmarred, that they're easily reshipped. When dealers 
buy Warren-Teed Tools they know their strong, sturdy 
cartons will attract customers, that their storage problem 
is simplified. Sell, sell with Warren-Teed Tools. 


LISTEN TO WHAT THESE JOBBERS SAY: 


* “Regarding packing of your picks and mattocks. We received 
your shipment in fine shape and believe this type packing will 
encourage dealers to buy in full cartons.”* 





eB ". . . We wish to express our gratitude for your fine packaging 
improvement. It is profitable in many ways such as space, handling, 
etc.”* 

= ". . . your carton arrived in good condition and can be used for 


further shipment without any major alteration.’’* 


. “|. we wish to advise that your carton of Double-face Blacksmith 
Sledges was received in good condition.”’* 





*Names on request. 





ne OA 


ar WARREN TOOL CORPORATION 
poe four . General Offices ... Warren, Ohio 

a. & General Sales Offices ...105 W. Adams St., Chicago 3, Ill. 

mmercial Export Division... 30 Church St., New York 7,N. Y. 
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“Theyre the Fastest : 
_/7 Town / 








GLOBE 


The Profit Line of 
CHILDREN’S SKATES 


No. 84 — The 500-mile guar- 
anteed skate! Highest quality 
j features including double-row, 

one-piece heavy steel wheels 
with 16 ball bearings each 
and sponge rubber instep pads 
Colorful packaging. 


| Institute. 


| sistant national 
| ager in charge of the home 


Coleman Company Inaugurates Long Term 
Five-Year Dealer Training Program 


A long-term dealer educa- 
tion program will be spon- 
sored by The Coleman Co., 
Inc., Wichita, Kan., in co- 
operation with 67 wholesale 
distributors of Coleman gas 
and oil home heating equip- 
ment at the Coleman Heating 
The program, 
which will require five years 
to complete, will be inaugu- 
rated by 40 California and 
Nevada dealers, Feb. 5. They 
will be followed at one week 
intervals by other dealer 


| groups from all parts of the 
| country. Plans call for a total 


of 1,600 dealers to attend 
sessions this year. The full 
cost of the program will be 
borne by the manufacturers 
and its distributing organi- 
zation. The selection of the 
dealers will be left to individ- 
ual distributors. The only 
cost to the dealer is for a 
Coleman dealer identification 
sign, the charge being $47.50. 

C. L. Burrows, national 
sales manager, is directing 
the program with the assis- 
tance of L. M. Marks, as- 
sales man- 


heating division; J. D. 
Eckles, national service man- 


ager and director of the Cole- 











No. 36 — A volume-seller. 
Quality-built but popularly 
priced, 8 ball bearing wheels, 
welded chassis, rubber shock 
absorbers and other features. | 
Attractively packaged. | 


No. 75 Fast selling begin- 
ners skate, with laced leather 
toe straps. 


“Tops with the Tots’ for 
20 Years 


Kids like speed. Globe gives it to them. Kids like a 
product with reputation. Globe supplies that, too... 
20 years of specialization in children’s skates. In ad- 
dition, Globe skates offer rugged durability, smart 
designs, colorful, eye-appealing packaging. All this 
means more sales for you, more good will among 
youngsters and parents in your neighborhood. Write 
us for complete information. 


Milwaukee 1, Wisconsin 


Eastern Sales Offices 
SOLLMANN & WHITCOMB 


|} man Institute; 
| Boyer, advertising manager. 





200 FIFTH AVENUE © NEW YORK 10, N. Y. 
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and A. W. 


The program is termed as 
a combination factory visit, 


installation and service 
school and a sales clinic. 
Easier, quicker or better 


methods of selling, installing 
and servicing Coleman heat- 
ers will be explained and 
demonstrated. A staff of 20 
instructors and technical as- 
sistants will be engaged in 
the project this year. 


CHICAGO CANCER GROUP 
ELECTS J. J. NANCE 


James J. Nance, president 
of Hotpoint, Inc., was elected 
to the board of trustees of 
the University of Chicago 
Cancer Foundation. 

Mr. Nance was elected to 
the 35-member board to fill 
the unexpired term of the 
late Charles F. Glore. 

Mr. Nance, general chair- 
man of the Arthritis and 
Rheumatism Foundation for 
Illinois, is vice-president of 
the board of trustees of Ohio 
Wesleyan University, mem- 
ber of the Northwestern 
University associates, chair- 
man of the Chicago-Subur- 
ban Community Chest Coun- 
cil, and a member of the 
board of directors of the Chi- 
cago Boys’ Club. 











J. E. Campbell, left, manager of credits and accounting for 
the north central region of The Sherwin-Williams Co., retired 
recently after a career of 46 years. A. H. Burt, regional di- 
rector, is shown presenting Mr. Campbell with luggage and 
congratulatory albums at a testimonial dinner held at the 


Hotel Cleveland. 
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Annoance 1951 National Hardware Show 
For Oct. 8-12; Floor for Fishing, Hunting 


The 1951 National Hard- 
ware Show will be held at 
Grand Central Palace, Oct. 
8-12, 1951, immediately pre- 
ceding the convention of the 
American Hardware Manu- 
facturers Association and the 
National Wholesale Hard- 
ware Association in Atlantic 
City, Frank Yeager, manag- 
ing director of the show, re- 
ported that these dates were 
selected because of survey of 
buyers from throughout the 
country indicated this pref- 
erence. 

A majority of exhibitors 
have already reserved space 
for the 1951 show. Mr. Yea- 


ger said all four floors of the 
Grand Central Palace will be 
used and the entire fourth 
floor will be occupied by the 
fishing and hunting division. 

Last year’s show, with 685 
exhibitors, attracted a record 
attendance of 31,737 regis- | 
tered buyers from the United 
States and 40 foreign coun-| 
tries. This was the first show 
in the history of the Grand 
Central Palace to employ | 
every available square foot 
of floor space for exhibits | 
and to require the use of out- | 
side warehouses for storage 
of package and_ shipping | 
crates. 








RUBBERSET APPOINTS 
SALES VICE-PRESIDENT 


Elwood M. Jones, Jr., 
president of Rubberset Co., 
Newark 5, N. J., has an- 
nounced the advancement of 
Walter R. Daggatt, general 





WALTER R. DAGGATT 


sales manager, to the post of 
vice president in charge of 
sales. 

Associated with Rubberset 
since 1943, Mr. Daggatt join- 
ed the firm in that year as a 
Sales representative on the 
Pacific Coast. In 1946 he was 
transferred to Newark as 
assistant sales manager of 
the paint brush division and 
two years later was made 
head of this division. In 1950 
he was named general sales 
Manager, directing all paint 
and shaving brush sales ac- 
tivities. 

PERFECTION ADDS SEVEN 
SALES-SERVICE MEN 


Perfection Stove Co., 
Cleveland, Ohio, has em- 


ployed seven sales and ser- 
vice engineers, one for each | 
of its national sales districts. 
They will handle Perfection 
range, cookstove and heater 
service inquiries and prob- 
lems in their respective sales 
districts. 

The seven have just com- | 
pleted an intensive three- 
weeks’ training course at the 
Perfection plant in Cleveland 
under the direction of Robert 
K. Guy. 

The new sales and service 
engineers and the districts in 
which they will operate are: 
Gordon Benners, Kansas 
City, Mo.; LeRoy Erickson, 
St. Paul, Minn.; Donald 
Davisson, Oakland, Cal.; 
Robert Morningstar, Chi- 
cago, Ill.; Harry Munkel, 
Jersey City, N. J.; John 
Gstalder, Cleveland, Ohio; 
and Robert Fuller, Atlanta. 





S-W NAMES BEUTHER 
BRANCH CREDIT HEAD 


Walter W. Beuther suc- 
ceeds J. E. Campbell as man- 
ager of credits and account- 
ing for the north central 
region of The Sherwin-Wil- 
liams Co., Cleveland, Ohio. 
Mr. Campbell has _ retired 
after completing 46 years. 

Mr. Beuther was formerly 
assistant manager of credits 
and accounting. 

Mr. Campbell, now 73 years 
old, joined the general ac- 
counting department of Sher- 
win-Williams in 1904 as a 
bookkeeper. He is a former 
president of the Cleveland 
Association of Credit Men 
and once served as chairman 
of the education committee of 
the National Association of 
Credit Men. 
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++ FOR DURABILITY WITH 





““FISHABILITY” ALWAYS BUY 





SOLID STEEL RODS 


Steel is “‘skyscraper-framework”’ strong. Steel 
is “‘watch-spring” resilient. Steel is the ideal 
material from which to fashion wonderfully- 
durable, ‘‘fine-action”’ fishing rods when these 
extra-sturdy rods are expertly made by 
BRISTOL’S skilled workmen. BRISTOL, first to 
give the world steel fishing rods, today has a 
“know how” in steel rod making that puts 
extra value into every such precision-made 
rod that bears the famous BRISTOL name. You 
build extra sales, extra customer satisfaction, 
when you display and feature BRISTOL’S ultra- 
modern solid steel bait casting and trolling 
rods for 1951. Prices range from $3.95 up to 
$18.50 for the de luxe rods (tax included). 


SOLID STEEL CASTING ROD NO. 38 


Comes in 3, 3%, 4% and 5 foot or in 24 or 30 
inch lengths to suit all fishing conditions. A 
most serviceable rod in the low price field. 
Features of this rod are: Aluminum die-cast 
“offset’”’ screw lock handle . . . cord grip and 
red tenite forward grasp. Mahogany tenite 
adapter. Square rod has gray enamel finish. 
Stainless steel ring guides nickel plated and 
soldered with hand to blade. 


Nationally advertised by 
The Horton Bristol Manufacturing Co. 


Bristol, Conn. 
. . - Originators of the steel fishing rod 





. 
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Eastern Hardware Golf Association 
Plans Tournament May 22, 23, 24 
At Shawnee-on-Delaware, Pa. 


H. L. Gilliam, secretary, 
the Eastern Hardware Golf 
Association, 30 Rockefeller 
Plaza, New York City, has 
announced that the group’s 
14th annual tournament will 
be held May 22, 24, 1951, at 
the Shawnee Country Club, 
Shawnee-on-Delaware, Pa. 

All players must qualify 
on Tuesday, May 22, at 18 
holes Medal Play. Players 
may select their own parties 
for the qualifying round and 
all scores must be turned in 
by dark. The tournament 
committee will match play- 
ers on the basis of their 
qualifying score in flights of 
height and the eight players 
having the lowest Medal 


scores will constitute the 
Championship flight. 

All flights will be paired in 
foursomes for 18 holes of 
Match Play on May 23. At 
the end of the round, the 
cards of the two winners will 
be matched against each 
other to determine the final- 
ists for 18 holes of play on 
May 24. Also the cards of the 
losers will be matched to pro- 
vide finalists in the defeated 
fours. The final dinner will be 
held May 24 for the election 
of officers, board members 
and announcement of the 
winners. Members are re- 
quested to make reservations 
directly to the Shawnee man- 
agement. 








NAME RICHARD BENNETT 
BENNETT’S PRESIDENT 


At the annual meeting of 
the board of Bennett’s, 65 W. 
First S. St., Salt Lake City, 
Utah, Richard S. Bennett was 





RICHARD BENNETT 


elected president, succeeding 
Senator Wallace F. Bennett 
who becomes chairman of the 
board. Richard Bennett, as 
vice-president and _ general 
manager, has been the oper- 
ating head of Bennett’s since 
1949, when his brother Wal- 
lace become the president of 
the National Association of 
Manufacturers. 

Richard Bennett joined the 
Bennett Glass & Paint Co., 
as it was then called, in 
August of the same year. He 
was successively advertising 
manager, purchasing mana- 
ger, office manager and as- 
sistant general manager, be- 
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coming general manager in 
1947. In 1949 he developed 
and organized Colorizer As- 
sociates, a group of nine 
paint manufacturers in the 
United States and Canada, 
for the distribution and pro- 
motion of the Colorizer sys- 
tem, a method of obtaining 
almost two thousand colors 
in paint. 

Harold H. Bennett, vice- 
president and general man- 
ager of Z. C. M. I., was re- 
elected a vice-president of 
Bennett’s, and Lyman P. 
Hunter, superintendent of 
manufacturing operations, 
was also elected a vice-presi- 
dent. M. Bennett Smith was 
named = secretary-treasurer. 
Other directors are: Ralph E. 
Moon, general sales manager, 
and Stanley J. Spencer, man- 
ager of glass operations. 





ROUND ASSOCIATE CHAIN 
ADVANCES TETTELBACH 


The appointment of Rich- 
ard R. Tettelbach as adver- 
tising manager of the Round 
Associate Chain Companies 
was announced recently. 

Mr. Tettelbach will be in 
charge of promotiona! activi- 
ties of the seven Round Chain 
Companies. These are The 
Bridgeport Chain & Mfg. Co., 
Bridgeport, Conn.; The Cleve- 
land Chain & Mfg. Co., Cleve- 
land, Ohio; Round California 
Chain Co., So. San Francisso 
and Los Angeles, Cal.; The 
Round Chain & Mfg. Co., Chi- 
cago, Ill.; Seattle Chain & 
Mfg. Co., Seattle, Wash. and 
Portland, Oregon; Southern 


Chain & Mfg. Co., Birming- 
ham, Ala., and Woodhouse 
Chain Works, Trenton, N. J. 

Mr. Tettelbach joined the 


Round organization two 
years ago as manager of 
dealer promotion. Prior to 


joining the Round organiza- 
tion, he was associated with 
Hill & Knowlton, Cleveland, 
public relations firm. 





RYERSON’S OPERATION 
HEAD RETIRES 


Robert C. Ross has retired 
from active service with Jo- 
seph T. Ryerson & Son, Inc., 
Chicago, steel warehousing 
concern, after 47 years with 
the company. 

He had been vice president 
in charge of operations for 
many years. For the past two 
years he served in an ad- 
visory capacity in connection 
with the Ryerson construc- 
tion program. 

Starting as a_ telegraph 
operator in 1903, he soon be- 


came head of the traffic and 
service departments. In 1929 
he was made assistant to the 





ROBERT C. ROSS 


president and two years later 
was elected vice president 
and director in which ¢ca- 
pacity he served as executive 
in charge of plant operations. 








Wenzel Tent & Duck Starts Addition to 
Present Plant for Canvas Finishing 


H. Wenzel Tent & Duck 
Co., St. Louis, has broken 
ground for its new addition, 
which will adjoin its pres- 
ent Tarpaulin manufacturing 
plant and provide the com- 
pany and other midwest can- 
vas manufacturers with 
facilities for producing 
water-proofing, flame-proof- 
ing and mildew-proofing of 
canvas for tents and tarpau- 
lins. 

The new plant, under the 
direction of William N. Kel- 
ley, technical director, will be 
equipped with modern equip- 
ment for testing and re- 
search. According to Mr. 


Kelley, extensive developing 
projects are already under 
way for new finishes and 
treatments long needed by 
the industry. Fred Wenzel, 
vice-president in charge of 
production, declared that the 
volume will be tremendous, 
and with the most modern 
equipment available, the com- 
pany will be able to produce 
the best finishes on canvas at 
less cost than ever before. 

The plant is expected to 
be completed in March 1951 
and will immediately begin 
production on several mili- 
tary contracts for flame- 
proofing canvas. 





Shown above is the new addition being constructed by H. 
Wenzel Tent & Duck Co., St. Louis, which will adjoin the 


present tarpaulin manufacturing plant. 
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P25-Divided Plate, out- 
of-the-way cup recess. 
Easier to hold. 


SMS1—Candy Stripe 
Straws. 8 straws to bag 
4 color combinations. 


L80-Cake Cover Set 






crystal covers, colored 
bases. 1'4x514. 





170-Round Bread Bas- 
ket. 9” dia. 2.” deep. 
171-Oval Basket. 


L33-Cheese Slicer and 
storage container, holds 
regular 2 Ib. brick. 


L113-C-Cookie Jar to 
match canister _ set. 
6%” sq. x 84%” high. 










720-Utility Tray, size 
4x82, 11  compart- 
ments. I'21-Small size. 


Me 





L31-Egg Tray tor sate 
sanitary egg storage. 
L30-3x4 egg size. 


T5-Serving Trays in 
crystal, transparent & 
colors. T10-Round. 

















L45-Pitcher for refrig- 
erator or table use. 
2 at.canacity plus ice. 


T1-Silverware Tray. 4 
compartments 734x13. 
Popular colors. 


T2-Larger Tray with 
| compartment for 
cutlery, size 10x13. 















L100-Sink Strainer. In 
Styron, popular colors, 
durable, fast draining. 


L8-Measuring Cups, 
dry or liquid measure. 
Boilproof-Shatterproof 


Ml-Mixer. Graduated. 
Crystal bots., colorful 


tops. M2-2-Cup Mixer. 













Refrigerator Dishes. From left to right: L34-1 lb butter dish, L35-4 lb 
butter dish, L36—4”’x4” dish, L37-4”x8” dish. All lightweight, durable 
with crystal covers and crystal or opaque colorful bottoms. 















iii 

T30-Ice Cube Tray, 
hole in center freezes 
faster-easier removed. 


is 
H20-Flower Holder. 
Crystal tops, bases in 
popular colors. 


—_ 


120-Clothes Hanger 
‘or all purpose use. 
(i-Lighter Hanger. 





a. eee 
17-Loop Towel Hold- CS1-Hobnail Coasters 


@ Large 6),” ring, Prevent dripping, set 
Mounts anywhere. of 8 in crystal box. 





L112B-Ice Bucket. Air 
insulated, double wall. 
Will not sweat. 


Se the complete Lustro-Ware Line at the National Housewares Show, 
booths 964 to 968, Navy Pier, Chicago; January 18 to 25 inclusive. 
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For New “Sales Zest” 
SERVE 


Liativo - apse. 


T. M. REG. 


PLASTIC HOUSEWARES 











NEW SALAD BOWLS 
B2—Large 11” mixing bowl 
Bl—Individual 6” serving 
bowls. Their light weight 
style and beauty “‘sing”’ 
with sales appeal. 


Preferred by Millions! 


Appeal to the appetite of women for convenience, 
utility and smart, stylized beauty in her kitchen and 
her home, by serving Lustro-Ware Plastic Housewares. 
Original sales are generous and diversified, and she 
will be back soon for second helpings to add additional 
matching units from the array of nearly 100 items... 
each of which bears the Good Housekeeping guaranty 
seal. Step up your housewares sales with a traffic 
stopping, sales jingling Lustro-Ware display counter, 
it can be the most profitable floor space in your store. 
Illustrated are but a few of 
the popular budget priced 
items your customers are 
shopping for regularly. 

COLUMBUS PLASTIC PROD., 

INC., Columbus, Ohio 


Lustro: Wane 


PLASTIC HOUSEWARES 
WOUCA Soremosl Line é 
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HARDWARE BRIEFS 








ARKANSAS 
Mr. and Mrs. Fred Mag- 
ness, De Valls Bluff, have 
moved their hardware store 
to Austin. 





CALIFORNIA 


Fred T. Fischer has opened 
a hardware store at 2215 Tor- 
rance Blvd., Torrance. The 
store is located in a newly 
constructed building. 

A new hardware store at 
2487 No. Main St., Walnut 
Creek, has been opened by 
Fred Kelleway and Georga 
Fowler. 





CONNECTICUT 


Tull Bros., Inc., have 
cpened a new store, 170 High 
St., Hartford. The company 
was formerly located at 10 
Ford St. F. Willard Tull and 
Rudolph R. Brandt are the 
owners. 





FLORIDA 


The third store of the Jo- 
“ seph Bumby Hardware Co. 
has been opened in Colonial- 
town on Colonial Drive at N. 
Shine St. This company has 
been in business for 63 years, 
and has two other stores lo- 
cated on W. Church St. and 
Winter Park. 





Charles E. Soll Hardware 
Co., 218 Royal Palm Way, 
W. Palm Beach, has been en- 
larged to twice its former 
size. The color scheme in the 
remodeled store is tan, green 
and white. 





GEORGIA 


Morgan Hardware Co., 
Rockmart, celebrated 49 
years in business by re-open- 
ing in a new and modern 
building on Elm St. 





IDAHO 
Lester and Leo Winkes 
have sold their Marshall 
Wells hardware, Granger- 


ville, to A. S. Wines. 





ILLINOIS 
Skandia Hardware Co., 7th 
St. and 3rd Ave., Rockford, 
has opened a housewares de- 
partment. 





Schroeder Hardware, New 
Lenox, has been purchased by 
Welsch Lumber & Supply Co. 
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William Heidrich is the man- 
ager. 





Kelly Hardware, Glen 
Flora Ave., Waukegan, has 
been remodeled and redecor- 
ated, and new merchandise 
has been added. The floor ar- 
rangements have been revised 
and allow more space. 





Soukups Hardware has 
opened its sixth store in Du- 
Page County. This store is 
located in Naperville, and 
Frank Lisjak is the manager. 





J. B. Hayden, partner of 
R. J. Poler, has sold his half 
interest in Macomb Hard- 
ware, Macomb, to Mr. Poler. 





Mr. and Mrs. Phil Rous 
have sold their hardware 
store, Main St., Farmer City, 
to Robert Lewis. 





Grace Hardware, Main St., 
Dundee, has had new fluores- 
cent lights installed and a 
second floor added to the 
store. 





Gritten Hardware Co., 
Danville, gave a Christmas 
party and banquet at the 
Hotel Grier-Lincoln, Danville, 
for its employees and their 
families. 





Dorman Engel Hardware, 
Washington, has been sold 
to Richard Scott and W. 
Stormer by Dorman Engel 
and Clark Hughes. 





INDIANA 


James Finan, Jr., has 
opened a hardware store at 
300 Main St., Hobart. The 
building has been remodeled 
both inside and out. 





Loren Fink, operator of 
Fortville Hardware, Fort- 
ville, has been made first 


president of the newly formed 
Fortville Chamber of Com- 
merce. 





Charles McCarter has 
bought a hardware store on 
West North St., Kokomo, 
from county sheriff-elect 
George Scott. 





KANSAS 
Pioneer Hardware, Bur- 
lington, has been given a new 
and modern front. 





Charles V. Thomas has 
purchased the hardware store 
of Clarence Arnett in Buffalo. 





Russell Hardware Co., Rus- 
sell, was completely destroyed 
by fire recently. Mr. and Mrs. 
Herbert B. Shumaker and 
Hagen Phlegar are the own- 
ers. 


KENTUCKY 


George J. Lucas and Er- 
nest G. Langsden have pur- 
chased Hall Hardware, 321 
Second St., Henderson. The 
store will continue to operate 
under the same name. 

John Richardson, an owner 
of Richardson Hardware Co., 
has recently purchased the 
Barren County Hardware Co. 
store, East Washington St., 
Glasgow. The store name has 
been retained. 








MASSACHUSETTS 


Atkinson Hardware, 41 
Crest Ave., Winthrop, is un- 
der new ownership. A. C. 
Etelman is the proprietor, 
and Harold Leavitt is the 
manager. 





MICHIGAN 
Bregenzer Hardware, 
Evart, was given a modern 

brick front recently. 





MISSOURI 


L & W Hardware Co., 219 
Main St., Boonville, recently 
celebrated its 5th anniver- 
sary. H. R. Lockett is the 
owner. 





MONTANA 


Keen Hardware, Manhat- 
tan, has opened a toy depart- 
ment. 


NEW JERSEY 


Charles E. Lutz has pur- 
chased John W. March’s 
hardware store at 914 Marl- 
ton Pike, Earlton. 





NORTH DAKOTA 


Border Bearing & Parts 
Co., Portal, was opened by 
Mr. and Mrs. Paul Alpers. 
A department stocked with 
tractor repair parts is one of 
the store’s features. 





Klassen Hardware, Bow- 
bells, recently reopened in its 
newly enlarged store. Display 
space has been increased. 


OHIO 


Evans Hardware, Utica, 
has been sold by Blynn Evans 
to Leonard Wood. 
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L. V. Zimmer is the new 
proprietor of North High 
Paint & Hardware, High and 
Arch Sts., Chillicothe. Mr. 
Zimmer recently purchased 
the store from C. E. Higgins, 







































































ONTARIO 


The Ontario Retail Hard. 
ware Association will hold its 
46th annual convention jn 
Toronto on Feb. 5, 6 and 7, 
at the Royal York Hotel. 





OREGON 


Travers Hardware, 438 
NW Broadway, Portland, 
will move into a new $75,000 
store, S. E. 12th Ave. and 
Morrison St., in mid-March, 
Steve T. Travers, the owner, 
has been in the hardware 
business for 42 years. 





PENNSYLVANIA 


Lipscomb Hardware, Har- 
risburg, has recently been 
painted inside and out. 





TEXAS 


Etex Hardware, Longview, 
opened recently. M. L. La- 
cour is the owner. 





C. F. Thomas Hardware 
Co., Cleveland, is operating 
in a new building built 
around the old building. The 
$59,000 store has a 65 ft. 
glassed-in front, and the in- 
terior is decorated in sha/es 
of pink and light green. 





WISCONSIN 


Elroy Hardware, Kendall, 
has been opened by the Lee 
brothers. 








Domenic Bongiorno, owner 
of Albany Hardware & Ap- 
pliance, Albany, recently pur- 
chased Village Hardware 
from Victor Sucharski. 








B. J. RICE RETIRES 


B. J. Rice, sales represen- 
tative for Mirro aluminum 
ware in the New England 
area has retired from the 
Aluminum Goods Mfg. Co, 
Manitowoc, Wis. Mr. Rice 
completed a 31 year tour of 
service with the makers of 
Mirro. During this time, he 
contacted the hardware trade 
in the New England states 
and frequently called om 
department store and whole- 
saling accounts in other terTk 












tories. He also was respon 
sible for the supervision and 
training of many MirTo 
salesmen. 
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eet XDAY EVENING POST © BETTER HOMES AND GARDENS 


GOOD HOUSEKEEPING * SMALL HOMES GUIDE 








Live whi! 


BALL BEARING BEATER 





| Reasons why it’s 
* the Best Buy in Beaters 















7 PLASTIC HANDLE AND KNOB. 
Easy to grasp. Will not crack. 
2 BALL BEARING DRIVE. 
The crank spins easily. 
3 NEW LARGE GEAR WHEEL. 
For faster, smoother action. 
G PROTECTIVE GEAR SHIELD. 
ce Protection from moving parts. 
© — & Seve TYPE PINIONS. 
Prevent jamming of floats. 
6 EASY TO CLEAN. 
a7 Stainless steel floats and wings. 
_ @ STATIONARY WINGS. 
a Provide efficient action. 
§& FLATTENED CENTER WIRE. 
For close contact to bowl. 
















Blue Whirl is furnished in 
two popular sizes, the med- 
ium household size No. 55 
and the large hotel or res- 
taurant size No. 60. Both are 
packed individually and sup- 
plied with green, red or yel- 
low plastic handles. For free 
literature and prices write... 





The Turner & Seymour Mfg. Co., 
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Wickwire Spencer, Thor Appointees 





L. A. WATTS Cc. D. DUBOIS 


In two news items published in the January I|1 issue. in- 
advertently an item concerning L. A. Watts was shown with 
a picture of C. D. DuBois and an item about Mr. DuBois was 
shown with a picture of Mr. Watts. Mr. DuBois was ap- 
pointed sales manager of a newly created midwestern sales 
division with headquarters at Kansas City, Mo., for Thor 
Corp., Chicago. Wickwire Spencer Steel Division of The 
Colorado Fuel & Iron Corp., had announced the advance- 
ment of Mr. Watts to the position of assistant general sales 
manager. Mr. Watts is shown above left, and Mr. DuBois at 
the right. 








for the Ekco Products Uwo., 
Chicago. He will assume his 
new post in addition to his 
present duties as assistant to 
the president of the house- 
wares concern. 


ARTISTIC WIRE NAMES 
VICE-PRESIDENT 


Ben F. Miller has recently 
been appointed vice-president 
and general sales manager of 
Artistic Wire Products Co., 
Inc., East Hampton, Conn. 
Mr. Miller has been repre- 
senting Artistic to the na- 
tional chain companies and 
previously handled major 
chain sales for Ekco Prod- 
ucts Co., Chicago, and Clopay 
Corp., Cincinnati. 


YAHRES NEW PRESIDENT 
PITTSBURGH SCREW 


Pittsburgh Screw & Bolt 
Corp. has elected John M. 





JOHN M. YAHRES 


Yahres, formerly executive 
vice-president, president of 
the company. Succeeding the 
late John P. Hoelzel, Mr. 
Yahres joined the organiza- 
tion in 1909, became vice- 
president in 1921 and was 
made executive vice-president 
in 1937. 


EKCO VICE-PRESIDENT 


Edward Keating has been 
elected vice president in 
charge of foreign operations 





BEN F. MILLER 
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BOSTON VARNISH ELECTS 
VICE-PRESIDENT 

The Boston Varnish Co., 

Everett, Mass., has  an- 

nounced that A. G. Ballester 

has been elected a vice-presi- 





A. G. BALLESTER 


dent. He will continue ac- 
tively in the Chicago Branch 
with which he has long been 
associated. He was em- 





E. P. LAWRENCE 


ployed as a salesman in 1910, 
and did special cooperative 
work with dealers in the 
east, south and middle west 
for several years. 

From 1914 to 1924, with 
base at Syracuse, N. Y., he 
served dealers and distrib- 
utors in central and western 
New York State. Then in 
1924 he was made eastern 
field manager and served in 
that capacity until two years 
later, at which time he moved 
to Chicago to become man- 
ager of the Chicago division. 

Mr. Ballester was elected 
a director of the company in 
1925. 

After 22 years of service 
with Boston Varnish, E. P. 
Lawrence has been advanced 
to the position of Chicago 


branch manager. Mr. Law- 
rence has represented the 
Kyanize line in various 
states operating under the 
Chicago branch office, and 
for the last several years 
has been Chicago branch 
sales manager. His experi- 
ence has included assignment 


as salesman to specific terri- | 
and | 





tories, office manager, 
supervisory work. 
As part of a realign- 


ment of sales executive re- 
sponsibilities, W. H. Barron 
of the local selling staff in 
the company’s Chicago divi- 





W. H. BARRON 


sion has been made Chicago 
sales manager. Mr. Barron 
has been active in that city’s 
paint field for a number of 
years, in the last 10 of which 
he has represented the Kya- 
nize line. 





EAGLE RULE SALESMAN 


William John Patrick has 
recently been appointed rep- 
resentative for the country of 
Canada by Eagle Rule Mfg. 





WILLIAM JOHN PATRICK 


Corp., 510-520 Hunts Point 
Ave., Bronx 59, N. Y. Mr. 


Patrick is located at 383 Tal- | 


bot St., Ontario, 


Canada. 


London, 
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NEW VALUES - NEW PRICES 


AVERAGE DEALER MARK-UP BETTER THAN 50% 


You can make more sales and bigger profits on the new 
improved Gem Dandy Electric Churns for 1951. New, 
improved, costlier motors — absolutely cool-running — 
sturdier, better looking. THEY WILL MIX MOST ANY- 
THING. 


The nationally advertised 1951 Gem Dandy Electric Churns 
are fast selling, quality products — more than a million sat- 
isfied users. Banishes drudgery of hand-churning. Churns 
whole milk or cream in about 15 minutes. 


DELUXE MODEL (Recommended Dealer's Cost) ...... $13.76 


STANDARD MODEL (Recommended Dealer's Cost)... .$12.32 


Duraglas containers, sold separately, 3- or 5-gal. sizes. Dealer 
cost $1.80. 


Order today from your distributor 
ALABAMA MANUFACTURING CO., Dept. A-179, Birmingham 3, Ala. 


MODEL 447 
(;EM DANDY 
CHURN 


3 quarts of 
heavy cream 
or whole milk. 
Dealer's Cost 
(complete with 
jar) 
181 


Extra 4-Ot. 
Jars 90¢ 


ELELT RIL, 











Nominee Returns for Retailer-of-Year Indicate 
1950 Outstanding as Brand Name Year 


The nominations for Brand 
Names Foundation’s annual 
Retailer of the Year awards 
in all 17 store classifications 
are arriving daily in large 
numbers, according to 
Samuel J. Cohen, sales man- 
ager of Lit Brothers, Phila- 
delphia department store and 
Chairman of the Founda- 
tion’s Retail Advisory Com- 
mittee. On the basis of the 
entries 1950 appears to be 
the outstanding year to date 
in brand promotion, it is 
claimed. 

More than 
forms were 
merchants who 
for these awards. 

All awards and runner-up 
citations to the stores which 
have most ably presented the 
benefits of brand competition 
and the reliability of smanu- 
facturers’ brand names dur- 
ing 1950 will be made at A 
Salute to the Merchant 
luncheon which will be a 
featured part of the Founda- 
tion’s 6th annual all-day 
brand conference to be held 
in the Grand Ballroom of the 
Hotel Commodore, Wednes- 


30,000 entry 
distributed to 
are eligible 


day, April 11, 1951. More 
than 1,500 of the nation’s 
leading merchants and other 
business men are expected to 
attend. 

Screening of the entry 
forms will start on January 
20, 1951, so there is still time 
for those stores which have 
not submitted entries to do 
so, Mr. Cohen stated. Nomi- 
nations can be made by the 
stores themselves, chambers 
of commerce, ad clubs, trade 
associations local ad media, 


the business press and by 
other interested organiza- 
tions. 


Mr. Cohen pointed out that 
a formal entry form is not 
required as long as the fol- 
lowing information is_ in- 
cluded in a_ letter: store 
name; retail category; award 
to be received by; title; store 
address; and a brief sum- 
mary of the store’s most out- 
standing 1950 brand advance- 
ment activities. All entries 
should be sent to: George 
Hallock, Director of Retail 
Relations, Brand Names 
Foundation, Inc., 37 West 
57th Street, New York 19, 
M x 








JANDER HEADS DISSTON 
INDUSTRIAL SALES 


The appointment of L. W. 
Jander to the post of sales 
manager of the _ industrial 
division of Henry Disston & 
Sons, Inc., Philadelphia 35, Pa., 





L. W. JANDER 


was announced recently. Mr. 
Jander succeeds J. F. Wilkin- 
son, who has resigned to en- 
ter his own indusirial distrib- 
uting business in Miami, Fla. 

Mr. Jander is a veteran of 
16 years with the Disston or- 
ganization. His work with the 
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company has been concen- 
trated exclusively on indus- 
trial sales and distribution 
preblems — sales promotion 
work, and specialized sales 
activities on such products as 
files, metal cutting saws, and 
specialties. 

Since 1947 he has been in 
charge of Disston’s eastern 
sales division operations, and 
prior to that was eastern and 
southern sales representative 
for six years. ' 


WOODHOUSE CHAIN 
NAMES KEENAN 


Appointment of Willis J. 
Keenan as general manager 
of Woodhouse Chain Works, 
Trenton, N. J., has been an- 
nounced. 

Mr. Keenan will be in 
charge of all operations at 
the Woodhouse plant which 
was established in 1884 and 
which was acquired by the 
Round Associate Chain Com- 
panies in 1947. 

For the past two years, Mr. 
Keenan has served as district 
manager of the Woodhouse 
sales office in Philadelphia. 
Prior to that he was affiliated 
for 12 years with The Bridge- 


port Chain & Mfg. Co., 
Bridgeport, Conn., another 
Round Associate Chain Co. 





L. S. STARRETT NAMES 
OPERATIONS HEAD 


C. G. Bigwood has been 
appointed vice-president in 
charge of operations for The 
L. S. Starrett Co., Athol, 
Mass. Other changes made 
include: W. A. Thorp, works 
manager; R. E. Starrett, 





Cc. G. BIGWOOD 


superintendent; W. P. Mete- 
via, superintendent; F. G. 
White. superintendent; and 
D. R. Starrett, chief methods 
engineer. 

J. A. WILLIAMS’ TOYS 

DIRECTED BY COHEN 

J. A. Williams Co, 401-435 
Amberson Ave., Pittsburgh 
Pa., has announced the ap- 
pointment of John C. Cohen 


as manager and buyer of the 
toy department. Mr. Cohen 
succeeds Edward G. Hancock 





JOHN C. COHEN 


who has resigned due to poor 
health. 

Mr. Cohen joined Williams 
in 1925 and for the past sev- 
eral years has served as a 
road salesman. 


U. S. EXPANSION BOLT 
CHICAGO SALES HEAD 


Leo F. Brown has been ap- 
pointed district sales man- 
ager of U. S. Expansion 
Bolt Co., York, Pa., with 
headquarters at Chicago, IIl., 
covering Illinois, Iowa, Wis- 
consin, Nebraska, Minnesota, 
North and South Dakota. 

Mr. Brown has been with 
the hardware and mill supply 
industry -in this area for 
many years. 








Over 400 Attend Hardware Booster Party 





The 47th annual Christmas Party of the Hardware Boost- 
ers, traveling sales representative organization of metropoli- 
tan New York, was held at the Hotel Roosevelt, New York 
City, on Dec. 13, with 410 members and guests attending. 


A turkey dinner with all the trimmings was served. 


The 


officers of the club include: Robert S. Watson, president; 
William Wolf, vice-president; Ralph Allen, second vice-presi- 


dent; John Hires, 


treasurer and Daniel Werth, 


secretary. 


Shown above, left to right, are the party entertainment com- 
mittee members; Fred Scholl, Bill White, Ken Lanyon, Bob 
Duncanson, Mr. Wolfe, Bob Goepel, Morty Maas, Mr. Wat- 
son, Mr. Hires, Dan Werth, Art Pope and Ralph Allen. 
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MANUFACTURING COMPANY : Sterling, Illinois 


When your trade notes the well 
known National flag symbol on the 
hardware products you display, 
buying confidence comes to the 
fore. 


It seldom requires extra sales effort 
to assure your customers of the plus 
values to be found in this extensive 
line of builders’ hardware. 


A giant-size copy 
of this wall hanger 
will help you sell 
more hardware! 


We will be pleased to fill your re- 
quest immediately for one of these 
attractive displays of the entire Na- 
tional line with life-like reproduc- 
tions of each product together with 
catalog numbers for quick, easy 
reference. 


The diversity and completeness of 
the National line means one-stop 
service for your trade. There is a 
size and a style to accommodate 
practically every requirement for 
builders’ hardware. A half century 
of designing and manufacturing ex- 
perience accounts for the popular- 
ity of genuine National Hardware. 
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NEWS OF 


MANUFACTURERS AGENTS 








PORTER-CABLE CO. 
NAMES SANDER 
DISTRIBUTORS 

As part of the new distri- 
bution policy of the Porter- 
Cable Machine Co., Syracuse, 
on its line of Speedmatic floor 
machines, distributors have 
been established throughout 
the United States to handle 
the company’s sanders on an 
exclusive franchise basis. It 
is estimated by the company 
that approximately 40 exclu- 
sive distributors will be set 
up when the program has 
been completed. Distributors 
who have already been ap- 


pointed include the follow- 
ing. 
In the eastern zone are: 


Eastern Floor Supply Co., 236 
Washington St., New Haven, 
Conn.; Ever-Last Floor Supply 
Co., 611 Bergen St., Newark, 
N. J.; H. E. Hansen, 213 Quail 


St., Albany, N. Y.; Cliff Stew- 
art Co., 4033 St. Clair Ave., 
Cleveland, Ohio; L. O. Bernick 
Co., 7-9 Upper Terr., Buffalo, 
N. Y.; and J. G. Wells Sales 
Co., 267 Lafayette St., New 
York, N. Y. 

Distributors in the central 
zone include: H. E. Seleen Co., 
2533 Hennepin Ave., Minne- 
apolis, Minn.; Hugo Klingstein 
Machinery Co., 621 Ft. Wayne 
Ave., Indianapolis, Ind. ; 
Bailey Machinery & Supply Co., 
3001 W. Main St., Louisville, 
Ky.; Flack Equipment Co., 1240 
McCook Ave., Dayton, O.; 
Shefrin Sales Co., 1913 Broad- 
way, Kansas City, Mo.; J. M. 
Smith Co., 851-853 E. 8 Mile 
Rd., Ferndale, Mich.; White 
Star Machinery & Supply, Inc., 
301 N. St. Francis, Wichita, 
Kans.; and E. J. Walsh Co., 
1622 N. 12th St., Milwaukee, 
Wisc. 


Those in the southern zone 
are: R. L. Cummins Co., 194 
Courtland St., N. E. Atlanta, 
Ga.; Otto Dukes Co., 527 San 
Pedro Ave., San Antonio, 
Tex.; McClamroch Machinery 
Co., 607 Cotton St., Shreve- 
port, La.; R. M. Rice Co., 1218 
N. Western Ave., Oklahoma 
City, Okla.; and T. A. Gilliam, 
205 N. Ewing Ave., Dallas, 
Tex. 

Western zone distributors 
include: Floor Supply & Equip- 
ment Co., 3414 Venice Blvd., 
Los Angeles, Calif.; H. S. 
Scales Co., 269 7th St., San 
Francisco, Calif.; and George 
Hastings Co., 1150 Speer Blvd., 
Denver, Colo. 


OTHER APPOINTMENTS 
Floyd & Co., 829 Provident 
Bank Bldg., Cincinnati, O., 
will handle the distribution 
of television receivers, radio 


sets and electric housewares 
for Arvin Industries, Inc., in 
Cincinnati and southern Ohio, 





W. C. Hitt Co. has been ap- 
pointed sales representative 
in the states of Calif., Ariz., 
and Nev. for Bgllonoff Metal 
Products Co., Cleveland, to 
handle stove and table pads 
and mats, the Priscilla kitch- 
en step-stool and bath stool, 
and Super-Sheen chrome 
plated stove pipe. 





Quality Television Corp., 1234 
East Olympic Blvd., was ap- 
pointed distributor in Los 
Angeles for The Estate Stove 
Co., Hamilton, O., and will 
handle Estate gas and elec- 
tric ranges. 





Wodtke Sales Co., Cedar 
Rapids, Iowa, has been ap- 
pointed manufacturers’ rep- 
resentative of Silbaugh Mfg. 
Co., Humboldt, Iowa, in the 
midwest and southwest areas. 
They will handle the Hum- 
boldt Tractor Fuel Gauge, 
Humboldt Tractor Wheel 
Cleaners, and the Humboldt 
Quick Shift lines. 








STANLEY ELECTRIC 
PROMOTES BRIGGS 


Stanley Electric Tools, di- 
vision of The Stanley Works, 
New Britain, Conn., has an- 
nounced the appointment of 





PAUL R. BRIGGS 


Paul R. Briggs asdistrict sales 
manager for metropolitan 
New York, New Jersey, Penn- 
sylvania with the exception 
of the Pittsburgh area, Dis- 
trict of Columbia, Delaware, 
Maryland, Virginia and West 
Virginia. 

Mr. Briggs has been a 
salesman with Stanley Elec- 
tric Tools for 13 years trav- 
eling in the eastern territory. 
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He is a member of the Key- 
stoners. His headquarters are 
located at 100 Lafayette St., 
New York City. 





KEELER, CARBORUNDUM 
MARKETING HEAD 


E. Dent Lackey, public re- 
lations manager, came _ to 
Carborundum in 1948 and 
prior to his present appoint- 
ment was assistant director 
of industrial relations, han- 
dling public relations. Mr. 
Lackey came to Carborun- 
dum from Wright Aeronau- 
tical. He was director of the 
War Information Division of 
the U. S. Office of Civilian 
Defense, Boston Region, prior 
to his association with 
Wright. He will be respon- 
sible for community relations, 
press, radio, films and com- 
pany publications. 





ROBERTS RESIGNS AS 
WILCOX SALES HEAD 


Verne Roberts, sales man- 
ager of the Wilcox-Gay 
Corp., of Charlotte, Mich., 
has announced his resigna- 
tion. 

Mr. Roberts’ future plans 
include the organization of 
a merchandising service to 
manufacturers requiring 
sales emphasis in the Chicago 
area. 


N. Y. Hardware Trade Group Elects Walker 





In the photo, left to right are the new officers of the Hard- 
ware Trade Association of New York: David Stagg, Patter- 
son Bros., third vice president; James Bosted, H. W. Mills & 
Co., Passaic, N. J., first vice president; Joseph C. Walker, 
Buffalo Bolt Co., president; John F. Ryan, Joseph C. Ryan 
& Sons, Yonkers, N. Y., chairman of board; Robert Mueller, 
Minnesota Mining & Mfg. Co., third vice president; Arnold 
Martin, Fayette R. Plumb, Inc., reelected secretary and Roy 
C. Schmidt, Stanley Tools, chairman of executive committee. 
These officers were elected at the Jan. 16 meeting held at the 
Railroad Machinery Club, 30 Church St., New York City. 
Members of the board of directors are: Herbert Dienst, A. P. 
Dienst Co.; Kirk Hobart, Allen Mfg. Co.; Andrew Diehm, 
Franklin Hardware Co.; M. T. Townley, Gilbert & Bennet 
Co.; O. A. Lanchantin, J. K. Larkin Co., and W. S. Speir, 
The Lufkin Rule Co. Boyd McCreary, Carroll-McCreary Co., 
Inc., was named chairman of the golf committee. Speaker 
at the meeting was William M. Whelan, assistant special agent 
in charge of the New York Office, F. B. I., who outlined the 
operations and responsibilities of the agency which is auth- 
orized to investigate but not to prosecute. Espionage is, he 
emphasized, one of the most difficult crimes to investigate 
for you cannot always prove that a crime has been committed 


nor who was responsible for its commission. 
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OBITUARIES 











WILLIAM H. MARSHALL 


William H. Marshall, vice- 
president and sales manager, 
Stratton-Baldwin Co., Inc., 
hardware wholesalers, New 





WILLIAM H. MARSHALL 


Orleans, La., died recently 
while on a hunting trip after 
a heart attack. 

Mr. Marshall acted as sales 
representative for this firm 
in Shreveport from 1917 until 
1927 when he joined the New 
Orleans staff. Mr. Marshall 
was a member of the Shreve- 
port Blue Lodge, Consistory 
and Shrine Masoni:z organi- 
zations. 





F. E. BRAGG 


Franklin E. Bragg, 76, 
president of N. H. Bragg & 
Sons, Bangor, Me., heavy 
hardware wholesalers, died 
suddenly at his home, 64 
Grove St., Bangor. 

Mr. Bragg started his ca- 
reer in the hardware field 55 
years ago by joining N. H. 
Bragg & Sons, founded by 
his grandfather in 1854, and 
rose to be the president. He 
was formerly president of 
the New England Iron & 
Hardware Association and 
president of the Orono Pulp 
& Paper Corp., until it 
merged with Eastern Corp., 
after which he became a di- 
rector of the latter corpora- 
tion. He was also a member 
of the New England Iron 
League and the Bangor 
Chamber of Commerce, a di- 
rector of the Merchants Na- 
tional Bank of Bangor, and 
President of the Bangor 
Mechanic Association. Mr. 
Bragg held offices in the 


Bangor public library and 
the Rotary Club of Bangor. 

His widow, a daughter and 
a son survive him. 





EARLE W. JOHNSON 


Earle W. Johnson, 66, sales 
manager of Weed & Co., 95 
E. Swan St., Buffalo, N. Y., 
heavy hardware wholesale 
firm, died at his home after 
a year’s illness. 

Mr. Johnson joined Weed 
& Co. 35 years ago as a road 
salesman, and in 1925 became 
industrial and mill supply 
sales manager, the position 
he held at his death. He was 
a member of the Buffalo 
Chamber of Commerce. 

Mr. Johnson’s widow and 
a sister survive him. 





W. E. WILLIS 

Wilfred E. Willis, 57, presi- 
dent of Willis Marine Hard- 
ware Corp., and of E. J. 
Willis Co., New York City, 
was killed recently in an 
automobile collision. 

Mr. Willis joined his fa- 
ther in 1923 in the E. J. 
Willis Co., and became head 
of the company after his 
father’s death. 

His wife, also hurt in the 
accident, survives him, as do 
a son and two daughters. 





G. T. WALNE 


George T. Walne, 46, vice- 
president of the General Box 
Co., died of a heart attack 
while enroute to his home in 
Louisville. Mr. Walne joined 
the General Box Co. sales 
force, advancing to inside 
salesman, sales representa- 
tive, advertising and sales 
promotion manager, and dis- 
trict sales manager. In 1950 
he was elected vice-president. 
His wife, daughter, mother 
and sister survive him. 





DAVID HILLMAN 


David Hillman, 59, presi- 
dent of United Hardware Co., 
711 W. Lake St., Chicago, 
heavy wholesalers, died in 
Columbus Memorial Hospital 
recently. His home was at 
808 Junior Terrace, Chicago. 
Mr. Hillman was one of the 
founders of United Hard- 
ware Co. He is survived by 
his widow, a daughter and 
a son. 
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T. R. FRAZER 


Thomas Ross Frazer, 71, 
president of Rome Hardware 
Co., Inc., 211 Broad St., At- 
lanta, Ga., heavy wholesaler, 
died recently after a long ili- 
ness in Rome. 

Mr. Frazer had been presi- 
dent of the firm for 21 years. 
Previously he was a director 
and vice-president of King 
Hardware Co., wholesalers, 
Atlanta, and remained a di- 
rector up to the time of his 
death. He was also a direc- 
tor of the First National 
Bank in Rome. 

His widow and a sister 
survive him. 


H. G. BARKLAGE 


H. George Barklage, 83, 
died recently at the home of 
a daughter in Burbank, Cal. 


RETAIL PAINT DEALER 
COURSE AT N.Y.U. 


A new course for retail 
paint dealers and their staffs, 
sponsored by the Paint Deal- 
ers’ Institute and the New 
York Paint, Varnish, and 
Lacquer Association, will be 
given this spring term at 
New York University’s School 
of Retailing. The course will 
be held weekly from 8 to 
9:45 p.m. on Tuesdays from 
Feb. 6 to May 15, 1951. 

The course will cover the 
principal aspects of retail 
paint store operation, enlist- 
ing the talents of well-known 
specialists in the more tech- 
nical phases of retail paint 
merchandising. 

Applications for registra- 
tion may be submitted to Mr. 
Sidney Beyer, executive sec- 
retary, Brooklyn Paint & 
Walipaper Dealers Associa- 
tion, Inc., 166 Montague St., 
Brooklyn; Ephraim J. Faber, 
executive secretary, Paint 
Dealers Association, Inc., 103 
East 125th St., New York, or 
to the School of Retailing, 
New York University, Wash- 
ington Square, New York. 





QUAKER RUBBER PLANS 
EXPANSION PROGRAM 


A $1,500,000 expansion of 
plant and maufacturing fa- 
cilities for Quaker Rubber 
Corp., Philadelphia, a divi- 
sion of H. K. Porter Com- 
pany, Inc., was announced re- 
cently. 

The expansion plan, which 
will be activated immediate- 
ly, will increase the finished 
rubber products capacity of 
the plant by 30 per cent. Cen- 





Mr. Barklage was president 
of the former Ringe-Bark- 
lage Hardware Co., St. 
Charles, Mo., until his re- 
tirement 10 years ago. He 
is survived by two daughters. 


F. C. KLOPMEIER 


Fred C. Klopmeier, pro- 
prietor of Klopmeier Hard- 
ware Store Co., Mt. Wash- 
ington, O., died at his home, 
2061 Beechmont Ave., after 
a long illness. He is sur- 
vived by his widow, a son, 
two sisters, and two brothers. 


JOHN W. KRAUS 


John W. Kraus, 79, a Port 
Washington, Wis., hardware 
dealer, died of a heart attack 
at his home, 7825 W. North 
Ave., Wauwatosa, Wis. His 
wife and four children sur- 
vive him. 


tered around a new com- 
pounding and mixing build- 
ing, the program includes a 
new administration building, 
a new $300,000 72-inch, 
double-deck, conveyor belt 
press. Approximately 70 per 
cent of the expenditure is 
earmarked for new equip- 
ment with the remainder go- 
ing into new buildings. 





NEXT RETAIL HARDWARE 
COURSE STARTS FEB. 13 


The next regular evening 
session of the Retail Hard- 
ware course at the City Col- 
lege Midtown Business Cen- 
ter, New York, has been 
scheduled to begin Feb. 13. 
This will be the last such ses- 
sion before the expiration of 
veterans’ rights to begin 
training under the G. I. Bill. 
This is the course sponsored 
by the National Retail Hard- 
ware Association and given 
in cooperation with 50 lead- 
ing hardware manufacturers 
and industry bureaus. 

The classes will be conduct- 
ed on Tuesday and Thursday 
evenings until June 28. Tui- 
tion is $85, plus approxi- 
mately $10 for books. Appli- 
cation should be made at once 
to the Supervisor of Admis- 
sions, City College Midtown 
Business Center, 430 West 
50th Street, New York 19, 
m: Se 


TEXTILE MILLS PATENT 


The Textile Mills Co., Chi- 
eago, Ill., has been granted 
U. S. patent No. 2,531,534 for 
Drum-Tite fit edging on the 
Texknit burnproof ironing 
board cover. 
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MORE and MORE 
HARDWARE DEALERS 


WILL MAKE MORE 
PROFIT .55: 


“DOBBINS 


ye PROFIT-MAKER” 
MERCHANDISING PROGRAM 


IT’S A FACT ... Sprayers and dusters 
well displayed will SELL FASTER and 
make MORE PROFIT for you. 

AND .. . the DOBBINS “PROFIT- 
MAKER” MERCHANDISING PRO- 
GRAM gives you powerful sales mate- 
rials with which to increase your sprayer 
and duster profits. 





WILLIAM 





which he 
cate com 
ful servic 
birthday 
favorite f 


























DoOBBINS S. 
SPRAYERS and DUSTERS 
offer these EXCLUSIVE FEATURES 


© Big Head Open Top @ Fun-L-Fill Top 
© Patented Unit Pump ¢ Trigger-Quick 


© Patented Pump Spray Lock 
Plunger e Patented Air Valve 





DOBBINS MOST COMPLETE LINE OF 


DEPENDABLE SPRAYERS and DUSTERS LEONARD D. MAR- 
SHALL, vice _ president 


HARRY 


o Compressed Air e Hand Sprayer and general manager of 
Sprayers Accessories 

a ' The Emery - Waterhouse 

e Bucket and Barrel © Wheelbarrow . 
Pumps Sprayers Co., Portland, Me., is now 
© Garden and Crop’ @ Flame Sprayers in his 61st year with the 
Dusters © Power Sprayers and wholesale house that he 
© Knapsack Sprayers Booms joined in 1890 as a stock 
clerk at $4 per week. 
RIGHT NOW IS THE TIME... After two years he was 
for YOU to prepare for greater advanced to traveling 
DOBBINS SALES and PROFITS salesman and was on the 
in 1951... ASK YOUR JOBBER road until 1911 when he 


RIGHT AWAY, or... 







was brought into the office 


as sales manager. He re- 
MAIL THIS COUPON TODAY FOR DOBBINS NEW CATALOG and ai . 
mai st for 
INFORMATION on the PROFIT MAKER MERCHANDISING PROGRAM “5 ned in that post . 
22 years until 1933 when 


bein Gdebneuden es Saale he was advanced to his LEONARD D. MARSHALL 

734 W. BEARDSLEY AVE., ELKHART INDIANA present position of gen- 
: eral manager. Mr. Marshall says “The hardware 

industry is a fine industry. Most hardware con- f 

cerns are well rated. There is one peculiar thing 

about the hardware business which is that it PATRIC 

usually profits from disasters, such as fire, flood 

and other common disasters.” Mr. Marshall, whO | wa. prese 

was 78 on Aug. 2, 1950, enjoys reading as a form for his fa 

Wholescler ; of diversion. 
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WILLIAM HOWARD 
NESBITT, assistant vice 
president and director of 
Wheeling Corrugating Co., 
has been in the continu- 
ous employ of that com- 
pany since Sept. 9, 1900, 
having started work as a 
bill clerk. He progressed Evety 


to salesman, to sales man- ALI | Y 
ager, and then officer in Q 














eee 


charge of the sales or- 
ganization. On the occa- 
sion of his golden anni- 





versary with the company Famous Snell wood bor- 
Mr. Nesbitt was guest of ing bits, manufactured to 





honor at a _ party, at- : rigid Snell standards of 
WILLIAM H. NESBITT ‘tended by more than 100 M9 craftsmanship, hold their 
Wheeling Associates, at keen edge and time-tested 
which he was presented with an engraved certifi- cutting ability. Satisfy every 
cate commending him for his long and faith- customer with these high 
ful service. Mr. Nesbitt will celebrate his 67th quality, Better Boring Bits 
birthday on Feb. 22. Sports and music are his unconditionally guaran- 
favorite forms of diversion. teed just as they have been 
the entire 159 years of 
Snell’s history. 














HARRY REASER, 
credit manager of F. E. 
Myers & Bro. Co., started 
work with the Ashland, 
O., firm as a messenger 
more than 52 years ago. 
Forty-eight years ago he 
transferred to the book- 
keeping department and 
then to the credit depart- 
ment. He has held his 























present position for about 
17 years. A son, Edward 
H. Reaser, is assistant ad- 
‘ , ‘ vertising manager of the 
‘ & Myers company. A golf { 
pana game or a fishing trip are : 
HARRY REASER Mr. Reaser’s favorite 
forms of recreation. 3 
f 
me PATRICK J. FOX, who Py gp 
Py. , always has the glad hand 
: : ' out to any hardware deal- ALL WOOD BORING TOOLS - 
ers visiting the new, INCLUDING: , 
smartly designed show a. Snell-Clark Expansive Bits, i 
room of the Supplee-Bid- Rating cunge tem Ty" ep ted 
dle-Steltz Co. of Philadel- 0 ee ree Oe 
Sige boring range from 1/2” up to 3 
phia is now in his 55th c. Solid Center Auger Bits ' 
year with that concern. d. Ship Auger Car Bits 
Mr. Fox’s first few years e. Ship Augers—with Screw 
were spent as ammunition f. Ship Augers—no Screw 
superintendent. Since g. Screw Driver Bits 
ARSHALL moving to the new build- h. Countersink Bits ) 
: aay Also Ring Augers with and 
irdware ing, Mr. Fox’s office was withes? enews 
vo call moved to the main en- 
r thing trance where he dispenses SN ELL 





information and_ greet- 


at it : e 
that 1 PATRICK J. FOX ings. Mr. Fox proudly ose ign Co. 








flood ‘ 
¥ a wears a gold watch which WORCESTER, MASSACHUSETTS 
per Was presented as a testimonial from the company “a ? FISKE a 
S20 for his faithful service. eige hited FOR ONT Seniesa 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


ing the government restriction on 
civilian use of copper. 

Benjamin A. Ragir, president, 
said the action was taken to insure 
equitable distribution to all Ekco 
customers as long as supplies last. 
The allocation became effective 
Jan. 1. 

Mr. Ragir said that demand has 
been increasing rapidly and that 
the company feels existing stocks 
will be used up soon. 


Prices Increased on 
Entire Cosco Line 


The Hamilton Mfg. Corp. on 
Dec. 12 announced a price increase 
on all Cosco products to all cus- 
tomers. 

All models, now in the Cosco 
line, were increased $1.00 at retail, 
with the exception of the Model 
3-F Bar Stool, 10-B Enamel High 
Chair, and 14-B Enamel Youth 
Chair, which were increased $2.00 
each; and the 9-D Ironer Chair, 
with casters, up $1.50. 

The increases represent the first 
rise in Cosco prices above the 1949 
level, in as much as price increases 
this fall were no greater than price 
decreases early in the year, the 
company reports. 


Columbiana Pump Co. 
Price List Increased 


Columbiana Pump Co., Columbi- 
ana, O., announced that, effective 
Dec. 26, all list prices shown on 
Sheet No. 128 were increased 10 
pet. This included all hydrants. 
hand pumps and flask traps. 


Shelvadors Will Hold 
Prices Set Last Fall 

The Crosley Division, Avco Man- 
ufacturing Co., in announcing the 
addition of three new models to its 


1951 Shelvador refrigerator line, 
said that the company was holding 
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to prices set in the original plans 
last fall, representing “a further 
effort to help hold the line on appli- 
ance prices.” 


Announced Tire Price 
Boosts Are Suspended 

Increases in tire prices, sched- 
uled to become effective Jan. 1, 
have been temporarily suspended 
by manufacturers at the request of 
Price Stabilizer Michael V. DiSalle. 
The increases were initiated by 
Goodyear Tire & Rubber Co. and 
were to apply only to original equip- 
ment tires which are scold to auto- 
mobile manufacturers for use on 
new cars and trucks. The proposed 
increases ranged from 12.5 pct on 
passenger car tires to 18.5 pet on 
some truck and bus tires. 





November Hardware 
Sales 15.79% Higher 


Retail hardware store sales in the 
month of November were 15.75 pct 
higher than they were in the same 
month of 1949 and were just slightly 
higher than they were in November 
1948, 

The sales (adjusted) for these 
months, as estimated by the Dept. 
of Commerce, were: Nov. 1950, $191 
million; Nov. 1949, $165 million, and 
Nov. 1948, $188 million. 

Sales for the first Il-months of 
1950 totalled $2,031 million, as com- 
pared with $1,915 million in the 
same months of 1949—an increase 
of 6 pct. The I!-month total was 6 
pet under sales in the same period 
of 1948. 

The sales 
follow: 


(adjusted) 


estimates 


(000,000 omitted) 
1950 1949 1948 


Jan. $167 185 202 
Feb. 168 181 198 
Mar. 164 171 196 
Apr. ten, ae 177 200 
May 176 183 198 
June . 189 177 198 
July 210 177 196 
Aug. 210 165 200 
Sept. 198 168 196 
Oct. 192 166 191 
Nov. 191 165 188 
2031 1915 2163 

Dec. 173 191 
TOTALS 2088 2354 











Appliance Scarcities Should Be Evident 
By March or April, Merchants Are Warned 


Supplies of household appliances 
are tightening and by March or 
April there will be a scarcity of 
refrigerators, washers and _tele- 
vision sets, Vale Freeland, director 
of department‘and furniture store 
sales of the electric appliance divi- 
sion of Westinghouse’ Electric 
Corp., said at the 40th annual con- 
vention of the National Retail Dry 
Goods Association in New York 
City. 

Westinghouse, he said, has no 
1950 merchandise of any sort left 
in stock. He advised retailers “not 
to turn down any offers of carload 
lots from your regular suppliers, 
even if it requires a special pro- 
gram to buy ahead.” Westinghouse, 
he added, would normally have in- 
troduced its 1951 refrigerator line 
with a stock of 100,000 units, but 
actually started with less than 
25,000. 

“It is plain to me,” he continued, 
“that department stores will be 


screaming for hard goods merchan- 
dise by the second quarter.” 

Mr. Freeland told the retailers 
that the metals shortage is “‘more 
critical than most people know.” 


Enough Steel for Military, 
And More, States Steel Man 


Steel production in the United 
States was estimated at 97 million 
tons in 1950, a total of 7,500,000 
tons higher than in any previous 
year, according to Walter S. 
Tower, president of the American 
Iron and Steel Institute. He said 
that output was at an annual rate 
of more than 103 million tons in 
each of several weeks when mills 
were operating at their best rate 
of the year. 

Annual capacity will be at least 
110 million tons annually by the 
end of 1952 as a result of the in- 
dustry’s expansion plans. This 
would be 22 pct over the peak 
year of the last war. Annual ca- 
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TRY THIS 





A lot of your customers need chain for a lot of 








uses. Why not make it easy for them to remember 
they need it...and ring up extra dollars on 
your cash register? 

Try putting this compact, attractive, Hodell 
Chain display in a prominent spot on your 
counter. It contains four of the most popular sizes 
of small chain for household use—50 feet of each 
toa reel. Sizes and types are shown at the right. 

This is just one of several Hodell Chain 
merchandisers available through leading hard- 
ware distributors. And there’s a type and size of 
Hodell Welded and Weldless Chain for practically 
every home, farm, marine and industrial use. 


Sell Hodell . . . the chain that “serves the best’. 





® Hodell is the name for dependable chain! 





FOUR POPULAR PATTERNS 


CELE PEPE D 


No. 16 Single Jack 


a ae aaa 


No. 2/0 Safety 





No. 7 Bulidog 








Jack, Sash, Safety, Ladder, 


HODELL CHAIN COMPANY ([eeemeaes 


* CLEVELAND 3, OHIO «x 


ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY 
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Machine, Proof Coil, Liberty 
Coil, Passing Link, Bulldog, 
Samson, Flat Link, Register 
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Wholesale Hardware Inventories! 
By Geographic Divisions, for November 1950 




















| | End-of-Month Inventories (Cost) 
Ra 7 : Weeks’ Supply 
| Percent Change Stock-Sales Ratios? of Inventory 
November 1950 vs. Amount (Add 000) on Hand* 
Number 
Geographic of November October | November November October November November October October November 
Division Firms 1949 1950 1950 1949 1950 1950 1949 1950 1950 1949 
UNITED STATES TOTAL : 270 +19 +4 $138,984 $116,940 $133,481 173 199 151 9.9 11.4 
New England.... ae 13 + 5 +5 2,123 2,023 2,027 203 78 198 11.6 15.9 
Middle Atlantic....... : : 57 +25 + 3 15,933 12,740 15,451 146 159 129 8.3 9.1 
East North Central... : 42 +24 + 6 25,170 20,313 23 , 852 156 179 124 8.9 10.2 
West North Central. 33 +15 + 5 24,680 21,496 23 ,588 187 199 161 10.7 11.4 
South Atlantic... 50 +21 +3 20,818 17,160 20, 264 161 173 146 9.2 9.9 
East South Central sa 19 +32 +11 10,365 7 , 866 9,371 188 196 159 10.7 11.2 
West South Central ; 27 +16 +4 13,903 11,956 13,386 200 227 188 11.4 13.0 
Mountain 7 +12 +9 2,312 2,056 2,129 239 280 182 13.7 16.0 
Paeific..... alee : 22 +11 + 1 23 ,680 21,330 23 413 189 266 174 10.8 15.2 
‘Includes 3 reports received too late to be incorporated in Census Bureau published releases. 


* Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. ; 
* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the 


number of weeks in 
cest of sales from owned stocks. 
Source: Bureau of the Census. 


the month. Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on 





pacity was over 100 million tons, 
as of July 1, last. 

This country, in the event of 
another world war, he said, “can 
méke all the steel needed for its 
military requirements and have a 
very generous amount left over 
for essential civilian uses.” 


Broom Supply May Be 
Ample But Prices High 


Broom manufacturers expect’ to 
be able to supply all demands for 
household and industrial brooms 
in 1951, despite the worst short- 


turers Association in Chicago, 
early in December. Only an un- 
precedented demand for brooms 
by the military services will dis- 
rupt the supply of civilians, it 
was said, and this appears un- 
likely at the present time. 
Because of bad weather, broom- 
corn production will total only 
about 25,000 tons in 1950, com- 
pared with 44,000 tons last year. 
This has sent the price of broom- 
corn a record high of $600 a ton 
in some areas, compared with an 
average price of $265 last year. 
This, in turn, has resulted in a 
10 to 20 pet higher price for most 


wire, twine, paper, paint and 
other materials used in manufac- 
turing brooms. 

Some 3500 tons of broomcorn 
are being imported from Italy to 
help meet the shortage. 


G.E. Refrigerator Output 
Cut 15°%, From Dec. Level 


Refrigerator production has been 
cut back 15 pct from the December 
level by General Electric Co. A cut 
in output had been anticipated, al- 
though the extent had been unde- 
termined. This is 25 pct below 
peak output of last spring and is 


due to shortages of critical mate- 
rials, especially aluminum and 
copper, according to H. L. Andrews, 
vice president and general manager 


brooms. Most manufacturers said 
this will probably become a 20 to 
30 pct increase within a _ short 
time due to increased costs of 


age of broomcorn on record. 
This was disclosed by manufac- 

turers at the annual convention 

of the National Broom Manufac- 





Estimated Sales of Wholesale Hardware Distributors 
By Months 1939 to November 1950 
($000,000 omitted) 
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1939 1940 1941 1942 1943 1944 1945 1946 1947 1948 1949 1960 
ee enn Ser ee 39 44 55 89 59 72 87 120 185 204 184 160 
RI, 56. sed 61 oes tole orarerp a eiaceisieie a's 37 41 52 83 64 82 85 126 191 207 178 173 
i SERIES RG Pee nee eer Sioa ne 48 49 61 93 73 89 103 141 219 246 222 219 
eh ha pits tas Daictdhen seh caaiy dat 47 55 74 93 74 85 97 154 227 256 204 207 
BD vise os fc alanciore s = oer « eo aise 52 57 77 78 71 86 93 159 216 233 206 231 
SRS an tee ee ee eee 51 56 77 80 76 89 92 157 202 237 198 243 
a iit xnieren <del mianeaeuaete toons 45 55 79 73 73 82 89 162 200 227 171 272 
cs ait nice Gears one a aseen migra 50 59 82 74 75 91 96 174 204 248 192 324 
EE a Ga ene meter 60 63 87 73 73 90 97 176 222 253 213 284 
ES Fs ol ctl deen cE nic yo Aaa 60 71 91 74 76 94 113 214 254 262 212 288 “ 
November............. 54 65 80 58 77 89 108 195 212 241 197 259 it 
w 
EE EL re 543 615 815 868 791 949 1060 1778 238382 2614 2177 ~~ ©2660 - 
ER i. ies dys deere odes aoe 49 67 82 58 75 82 103 185 211 212 175 aa - 
Ee ee oar 592 682 897 926 866 1031 1168 1968 2543 2826 2352 
Source: Bureau of Census. 
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has been 44,527,787 CRESCENT and CREST- 
Jecember OLOY WRENCHES had been pur- 
‘0. A cut chased. The reason for this great 
ated, al- public acceptance is CRESCENT 
en a QUALITY. Take CRESTOLOY Wrenches 
* rye for example . . . the specifications for these 
Ppa lighter, thinner, stronger wrenches are de- 
sae pe signed to meet the exacting requirements 
baaiiowun of the U. S. Government and large indus- 
manager trial users who have made a thorough study 
of hand tools. 
Careful checking and testing ... from raw 
materials to finished product...are standard 
practice in the Crescent plant. No wonder, 
nearly half of all the adjustable wrenches 
sold are CRESCENT made. No wonder their 
9 1960 reputation for good work and long life is 
so well known; their cost too, so little more 
4 160 ; 
5 «(Of than lesser quality tools. 
~ = Order from your jobber today! 
6 231 
8 243 CRESCENT TOOL COMPANY, Jamestown, N. Y. 
1 272 
2 324 
3 284 
2 288 “Crescent” is our trade-mark, registered 
7 259 in the United States and abroad, for 
a wrenches and other tools. Sold by lead- 
7 2660 ing distributors and retailers everywhere 
and made only by Crescent Tool Com- 
5 Ty pany, Jamestown, N.Y. = i ~—<—- 
a > . \ _ : Sign of lhe Cfrisan 
- >. “~s << YA 4 , Syl of, Exrcellence 
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WILCOX - CRITTENDEN 





EYE HOIST 
SLIP AND GRAB 
WIRE ROPE SLING 
LARGE EYE SINGLE 
LARGE EYE MATCH 
SINGLE, WITH THIMBLE 
MATCH, WITH THIMBLE 






Correct Size and Shape, 
Drop Forged, Best Quality Steel, 


Ample Cross Section at Critical Points 


They sell best because they’re known best and because 
they’re “dependable.” Wilcox-Crittenden’s Heavy and 
Shelf Hardware and Wire Rope Fittings are fast-selling 
profit-makers, The Industry knows them for safety and 
efficiency. Stock W-C ITEMS, and build repeat business. 


Send for Catalog K 


WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 





Strataflo 


non- 
freezing 










Outdoor water service the 
year around without dan- 
ger of freezing or burst- 
ing pipes. Shut-off valve 
is below frost line. All 
brass and copper. They 
will last a lifetime. ALSO 
WALL TYPES. Write for 
bulletin 303. 





PRODUCTS, INC. 


FORT WAYNE, 
INDIANA 
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Sands, Cleans, Smooths, Polishes 
Electrically... 





Designed for industry, for professional 
work, this light, beautifully balanced, 
N orbital-motion, S Sander is rapidly 


a becoming a standard home appliance. 
¥ With its powerful electric motor and all- 





ball-bearing construction, anyone can 
Ss easily re-surface and refinish furniture, 
woodwork, metal surfaces or walls. It 
will quickly remove old paint, stain, or 
enamel down to the bare wood or metal; will sand- 
paper to a “‘piano finish’’; remove rust and corrosion 
or ‘feather edge” a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 
efficiency it is today’s finest sander regardless of 
price. Be first to display this nationally ad- 
vertised SpeedSander. 


[7 WRITE FOR 
| if CATALOG 


MANUFACTURING CO. 
1836 Se. 52nd Ave., Cicero 50, Illinois 





, of the appliance and merchandise 
| department. Output of other appli- 

ances, he said, was running at 
| fourth quarter rates. 


| Paint Industry Can Meet 
| Military and Civilian 
Demands This Year 


The outlook is for record volume 
in 1951 for the paint, varnish and 
lacquer industry, said Joseph F. 
Battiey, president of the National 
Paint, Varnish and Lacquer Asso- 
ciation, Inc., in a statement. He 
| said the industry would be able to 

meet all demands of military as 

well as civilian consumers for its 

products. 
| He added that the industry had 
| faced shortages of some chemicals 
| before the outbreak of the Korean 
war, on account of record breaking 
sales but despite expected controls 
and allocations, it would be able to 
fill all orders. 

The outlook for record, volume in 
1951, Mr. Battley stated, “is based 
on proved replacements for those 
materials in short supply and in- 
| crease in maintenance painting. 
| The production of industrial fin- 
ishes will be switched, to a large 
extent, from consumers to finishes 
for defense or military products.” 


Minn.-Moline and Deere 
Roll Back Prices to Dec. | 


Prices of farm machinery were 
rolled back to Dec. 1 levels by Min- 
neapolis-Moline Co. and Deere & 
Co. Both companies said the in- 
creases were canceled at the re- 
quest of the Economic Stabilization 
Agency. Prices were lifted an aver- 
age of 6 pct by Minneapolis-Moline 
on Dec. 6. Deere announced a 4 to 
5 pet boost in the middle of Decem- 
ber. While cooperating with the 
government on the rollbacks, both 
concerns indicated they were not 
in sympathy with the move. 


Home Heating Supplies 
Expected to Drop 35% 


A reduction of as much as 35 
pet in sales of civilian heating sup- 
plies this year was forecast by 
Robert S. Waters, president of the 
National Radiator Co. He said his 
company expects to be allocating at 
least 30 to 40 pct of its production 
to military use. How large an effect 
the rearmament program will have 
on the building industry, he stated, 
will depend on “just how big the 





word ‘defense’ becomes in 1951.” 
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Manufacturers’ inventories | f h Q li 

t were $1.1 billion higher at 9 ig est Ua ity 
the end of November. Whole- AND THE MOST COMPLETE LINE OF 
salers’ stocks increased about Al : & d 
$300 million and _ retailers’ uminum Woo Levels 

volume $100 million, the Office of IN THE W 

ish and Business Economics, Dept. of insane 

eph F., Commerce reports. 
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it. He f | end of November. After ad- Perfection in Master Construction 

able to justment for seasonal fluctua- ee 

pd as tions, stock of durable goods And Precision 

or its were more than $100 million 
above the October level, with od FULLY GUARANTEED 
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pe we group (see chart on page 190.) to meet al/ Competition 

-ontrols 

able to 






Coo... } 


EASTER, soe Ae aN 


ume in | Westinghouse to Build NC 
SOLD THRU LEADING WHOLESALERS 


s based ff More Electric Motors 
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und in- "igh et _— Corp. | Write for Catalog on EXACT and ECONOMAT Levels 
‘inting. plans construction of a one-story j 

fal fin- [| plant in Union City, Ind., tomanu- JM EXACT LEVEL & TOOL MFG. CO., Inc. 
1 large facture small electric motors. In HIGH BRIDGE NEW JERSEY 
finishes the event of complete mobilization, : 


ducts.” the plant will be used solely for de- 
fense work, according to C. C. 
Shutt, manager of Westinghouse’s 
small motor division. It will em- 
ploy about 500 persons. He said 
there is an increasing demand for 
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Moline Need Floor Coverings Now "Safety plus" Hexagon *Alumeloy’’ 
bodies, steel 
a 4 to A 15 pet rise in sales of floor Head Cap Screws hooks and eyes. 
“ge covering products this year was (Bright or Heat Treated) EYE BOLTS 
, o forecast by Charles Neumann, vice for These TOP NOTCH reasons: ereepst om 
dliggee president and general sales man- © Constant Demand—The constant de- plated. 
re not : mand for the “Chicago” line makes it 
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Greater Sales Volume 
Higher Profits 


LINOLEUM 
» KNIVES 


‘oh carbon cut- 
ad tool steel 
blades. Taper 

round. Maple 

Bandiles. Nickel- 
plated ferrules. 


Here's what puts the SELL in the line of 
BLACK PANTHER TOOLS 


ith 
ntury of research wit! 
oq near Quer) users—told us what you 


want. 


DESIGN—Beautifully finished tools 

Block Eanthor. Tools are engineered oun 
r. Constructed t i 

to user requirements. a 


a ther Tools are 
_frankly, Black Pan t they ac- 
QuaLiTY—Fra bette materials, Wir offering 


f 
Sag pom ke a higher prom 
po pa ity aa competitive price. 


V4 LINOLEUM KNIVES H pis SCRAPERS 
f. GLASS CUTTERS eo) GLAZIERS POINTS 
WOOD SCRAPERS y PUTTY KNIVES 
0 > HAMMER AND AXE WEDGES 

ELECTRIC FLOOR POLISHERS 
HARDWARE SPECIALTIES 


: Black Panthe,, 


Longer-lasting, finely finished 


a TOOLS 


Sold Only Through Jobbers 
Send for Catalog 


BLACK PANTHER TOOL COMPANY 


401 N. Broad St Philadelphia 8, Pa 


s Blunt. President 
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Wholesale Hardware Sales' 
By Geographic Divisions, for November 1950 








Percent Change 





Nov. 1950 vs. 
Number 

Geographic of | Nov. Oct. 
Division Firms® | 1949 1950 
LE ee 341 +36 - 9 
New England........... - 17 | +87 0 
Middle Atlantic.............. 79 +33 -9 
East North Central........... 46 +43 —16 
West North Central........... 38 +22 -9 
South Atlantic........ ee | +30 —7 
East South Central.......... 23 =| «6+34 -7 
West South Central........ | 43 | +382 - 4 
SS Saat “< 10 | +33 —17 
_ ae ane ea 31 | +57 —6 


SALES REPORTED | CUMULATIVE SALEs? 





January- January- 
November November 

1950 1949  Percen 
(Add 000) (Add 000) Change 


Amount (Add 000) 


Nov. Nov. Oct. 
1950 1949 1950 


$94,756 $69,881 $104,269 


1,347 983 1,352 17,788 . 
13,431 10,101 14,714 121,425 101,185 +20 
17,263 12,070 20,600 157,747 123,264 +28 
15,513 12,690 ~=—-:17,076 154,286 136,275 +13 
13,413 10,331 14,413 128,832 104,626 +23 
) 6,286 4,701 6,726 64,730 52,863 22 
10,000 7,595 10,379 101,935 87,585 +16 
} 2,260 1,695 2,708 26,321 22,053 +19 
15,240 9,715 16,301 141,274 109,110 +29 

} 


$914,338 $751,429 +22 
14,468 +23 





1 Includes 4 reports received too late to be incorporated in Census Bureau pubiished 


releases. 


2 Includes reports received too late for inclusion in previous monthly totals. 
® Number does not apply in all cases to the cumulative figures. 


Source: Bureau of the Census. 





October, reported the Radio-Tele- 
vision Manufacturers Association. 
About 98 pct of the tubes sold in 
November to set makers were 16 
inches or larger and over 60 pct 
were of the rectangular type. No- 
vember sales of tubes to users and 
distributors for replacement pur- 
poses totaled 61,938. 


$18 Billion Spent on 
New Plants, Equipment 


Business investment in new fac- 
tories and equipment during 1950 
amounted to more than $18 billion, 
according to preliminary estimates 
by government agencies. Such ex- 
penditures were increased since the 
outbreak of trouble in Korea with 
more than $10 billion having been 
spent or committed during the last 
half. 

About 80 pet of the 1950 ex- 
penditures went into additional 
productive capacity—such as fac- 
tories and mills. Investment in 
new stores and equipment—and 
similar enterprises—slacked off 
somewhat during the year. 


Electrical Goods Output 
Lower in November 


Federal Reserve Board’s index of 
industrial production was at 215 
pet of the 1935-39 average in No- 
vember, compared with a revised 
October figure of 217. Steel output 
dropped 5 pet in November. There 
was a further increase in output of 
most other durable goods indus- 
tries. Production of radios, tele- 
vision sets and household appli- 
ances leveled off after sharp ad- 
vances in earlier months. 


Outstanding Consumer 
Credit Total Down 
First Time Since 1943 


The volume of outstanding con- 
sumer instalment credit dropped an 
estimated $74,000,000 in November 
to a total of $13,319,000,000 at the 
end of the month, the Federal Re- 
serve Board reported. It was the 
first decline for the month of No- 
vember since 1943. 

The board said that $48,000,000 
was attributable to a decline in 
automobile sales credit. Instalment 
sale credit for the purchase of other 
durable consumer goods was off 
$23,000,000 and instalment loans 
were down $3,000,000. 

There was an $85,000,000 rise in 
non - instalment consumer credit 
which offset the drop in instalment 
credit, and total outstanding con- 
sumer credit at the end of Novem- 
ber was estimated at $19,412,000,- 
000, which was approximately the 
same as a month earlier. 

There was a rise of only $36,- 
000,000 in charge account balances 
in November. This compared with 
an average rise of more than $200,- 
000,000 during this month in pre- 
ceding postwar years. 


Accounts Receivable 
Higher Than Year Ago 


Instalment accounts outstanding 
at furniture and household appli- 
ance stores showed little change 
during November and at the end of 
that month were only fractionally 
below the amounts on Oct. 31. In- 
stalment accounts receivable of 
both kinds of retail establishment 
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continued substantially above those 
of a year earlier. 

Instalment accounts, according 
to the Federal Reserve Board, were 
collected at a somewhat slower 
rate in November than in October. 
At both furniture and household 
appliance stores collections during 
November amounted to 10 pct of 
first-of-month accounts receivable 
as compared with an October ratio 
of 11 pet. 


Enough Tires This Year 
If Motorists Don't Hoard 


Assurances that there will be 
sufficient tires to meet normal re- 
quirements this year, were given 
by William O’Neil, president of 
General Tire & Rubber Co., but he 
warned that a shortage “can easily 
be created by a sudden hysteria 
wave.” Such a panic, he added, 
“could be crippling to the indus- 
try.” The industry, he explained, 
normally sells 55,000,000 tires for 
replacements to the almost 45,000,- 
000 vehicle owners in the country. 
The industry, he stated, “can ade- 
quately handle this normal demand 
in 1951.” There will be enough 
tires, he continued, if motorists 
make only necessary purchases. 


Manufacturers’ Sales High; 
Orders and Inventories Up 


Sales of producers of durable 
goods in November were 50 pct 
higher than they were in the same 
month of 1949, and were 3 pct 
higher than in the vrevious month, 
the Office of Business Economics, 
Dept. of Commerce reports. 

While manufacturers’ sales dur- 
ing November were maintained at 
the October rate, unfilled orders 
and inventories continued to rise. 

Unfilled orders in both the durable 
and the non-durable goods groups 
increased, as new orders again ex- 
ceeded sales. 

Inventory accumulation con- 
tinued during November with book 
values raised by a billion dollars. In 
part the increase was a reflection 
of higher prices, but volume of 
goods on hand expanded _sub- 
stantially. 


1950 Building Set Record; 
23°/, Higher Than in 1949 


Outlays for new construction put 
in place in 1950 amounted to $27,- 
715,000,000, an all-time high and a 
22.7 pet rise over 1949, according 
to a joint estimate of the Depart- 
ments of Commerce and Labor. 
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YOU NAME THE PIPE SIZE...UP TO 12” 


TOLEDO 


Pick a winner every 
time—insist on genuine TOLEDO 
Pipe Tools for the job! These are the 
tools preferred for nearly half a century by 
better mechanics...and used so widely today to thread, cut 
and ream pipe at top-speed... with less effort... and lower cost. 
Your choice—a complete range of 29 quality-built TOLEDO 
tools for all pipe sizes, %’’ to 12”, and 4%” to 1” bolts... also 
high-production power pipe machines, up to 2” and 4” capacity 
...and portable power drives. Get time-proven TOLEDO ad- 
vantages for every pipe fitting requirement! Write for catalog. 
The Toledo Pipe Threading Machine Co., Toledo, Ohio. New 
York Office: 165 Broadway, Room 1310. 


T DO 


POWER DRIVES...PIPE TOOLS »‘. POWER PIPE MACHINES 


RELY ON 
THE LEADER 
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Window 
tip for 
BIGGER SALES! 


Here’s a tip that won’t put you to 
much trouble and may help you cash 
in on our continuous advertising in 
THE SATURDAY EVENING POST. 

Tip an ordinary chair upside down 
in your window with broad-based, 
easy-sliding Bassick Rubber-Cushion 
Glides hammered part way in. Leave 
your hammer and a few cards of glides 
alongside, with an appropriate sign. A 
lot of people already sold on Bassick 
via the advertising, and others who 
just happen by, will step in for them 
... something which doesn’t happen 
as often when they’re hidden under 
your counter, 

This little idea won’t make you a 
million. But remember, there is profit 
in volume. And this is one easy way to 
get it on Bassick Rubber-Cushion 





Glides. THE BASSICK COMPANY, 
Bridgeport 2, Conn. Divi- 
4 sion of Stewart-Warner 


rd 


Se 


SEAR (C4 


Corp. In Canada: BAs- 
SICK DIVISION, Stewart- 
Warner - Alemite Corp., 
z Utd., Belleville, Ont. 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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Private construction totaled $20,- 
648,000,000, a 27.4 pct gain over 
1949, 

The biggest percentage increase 
was in non-farm residential out- 


lays where a 51 pct gain was regis- 
tered. Construction of this type 
totaled $12,500,000. Non-residen- 
tial building amounted to $3,767,- 
000,000, a 16.7 pct rise. 


1,494 Fewer Department Stores in Business 
In 1948 Than in 1939 Census Report Shows 


The number of department stores 


| in the nation decreased from 4,074 


in 1939 to 2,580 in 1948, according 
to the final 1948 Census of Business 
figures made public by the Bureau 


| of the Census, Department of Com- 
| merce. 


The number of general 
stores decreased from 39,688 in 


| 1939 to 21,557 in 1948. Dry goods 
| and general merchandise establish- 
| ments showed a slight increase, ris- 





ing in number from 29,247 in 1939 
to 29,754 in 1948. 

The number of hardware stores 
increased 5,527 in the same 10- 
year period. 


Per capita sales of the nation’s 
department stores rose from $30 
in 1939 to about $73 in 1948. Per 
capita sales of dry goods and gen- 
eral merchandise stores advanced 
from about $5.50 to a little over 
$19 in the same period. General 
stores reported per capita sales 
totaling slightly over $6 in 1939 
and $8 in 1948. 

Department store sales in the 
United States totaled $10,645,000,- 
000 in 1948, a rise of 168 pct over 
the $3,975,000,000 reported for 
1939. 


New Production Facilities Expected 
To Ease Shortage in Vinyl Plastics 


The Bakelite Division of Union 


| Carbide & Carbon Corp. antici- 


pates a continued increase in pro- 
duction and demand for Vinylite 
and Bakelite plastic this year. 
While there is a shortage of vinyl 
resins now, additional production 
facilities will be in use by the 


| middle of the year and this should 


serve to keep short supplies from 


| getting worse. It is estimated that 


output of vinyl] resins in 1951 will 


| amount to more than 400,000,000 
| pounds, if adequate raw materials 
| can be obtained. 





The high cost of leather has 
lifted demand for vinylite film for 
upholstery. A, newly developed 
special process to give the sheets 


the appearance of textile fabrics 
is expected to add to demand. 

Vinylite is being used for parts 
for refrigerators, washing ma- 
chines and other appliances. It is 
also in heavy demand for phono- 
graph records. 

Military demands for polyethy- 
lene film which has been used in 
“squeezable” bottles and bowls is 
expected to make supplies of this 
plastic scarce in 1951. Also likely 
to be in short supply are styrene 
plastics, required for synthetic 
rubber. 


December Dept. Store Sales 


December department store sales 
showed considerably more than the 





RETAIL HARDWARE STORE SALES TRENDS 


November Sales Trends of Independent Stores in 12 Major Cities 
-#— Percentage change in sales 1 


California—Los Angeles 
District of Columbia—Washington 
Illinois—Chicago 
Michigan—Detroit 
Minnesota—Minneapolis 
Missouri—St. Louis 
New York— New York 
Ohio—Toledo 
Pennsylvania—Philadelphia 

Pittsburgh 
Washington—Seattle 
Wisconsin—Milwaukee 

Source: Bureau of the Census 


Nov. 1950 1l mos. 1950 Nov. 1950 
from from from 
Nov. 1949 11 mos. 1949 Oct. 1950 
+44 +26 7 
+35 + 5 + 0 
+24 +11 7 5 
—13 +15 —13 
+20 Ti —20 
+ ] + ] — 8 
+24 + 6 
+11 + 3 1 
+ 7 + 8 7 
+ 8 + 6 —1] 
+17 +10 + I] 
+33 +21 + 


— | 
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usual seasonal increase, the board 
of governors of the Federal Reserve 
System reported. The board’s sea- 
sonally adjusted index for the 
month was estimated at 324 pct of 
the 1935-1939 average, compared 
with 291 in November and an aver- 
age of 303 for the year. The index 
for December, 1949, was 293. 


Survey Expected to Show 
What Consumers Plan to 
Spend and Save in 1951 


A new government survey of 
how tne public spends its money is 
getting under way this month. 

The Federal Reserve Board is 
sponsoring the _ doorbell-pushing 
campaign in an effort to find out 
how much consumers plan to spend 
and how much they plan to save in 
1951. 

The survey, which got under way 
early this month, will continue 
through March and will be con- 
ducted in 12 large metropolitan 
areas and 654 _ other localities 
throughout the nation. IRB has 
contracted with the University of 
Michigan’s Survey Research Center 
for the actual polling. 

The survey will include figures 
on 1950 income and _e savings, 
changes in assets during the year, 
major purchases during the year, 
intentions to buy in 1951, use of 
installment credit, and attitudes 
toward different forms of savings 
and investment. Some of the ques- 
tions will cover consumers’ atti- 
tudes toward their current finan- 
cial position and their outlook for 
1951. 

Among the cities to be covered 
in the survey are Baltimore, Chi- 
cago, Cleveland, Detroit, Los An- 
geles, New York, Philadelphia, 
Pittsburgh, San Francisco, St. 
Louis and Washington. 


53,700,000 Home Appliances 
Were Made Last Year 


The household electric appliance 
industry had its best year in 1950, 
selling about 53,700,000 units, said 
H. L. Andrews, vice president in 
charge of General Electric’s appli- 
ance and merchandise division. 
This was 12,000,000 more than 
General Electric predicted a year 
ago. 

Mr. Andrews said that 1950 was 
also General Electric’s greatest 
year for the production and sale 
of appliances. The company built 
and sold approximately 12,000,000 
appliances during the year. He 
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“THAT’S WHAT I 
WANT FOR 
MY WINDOWS!” 


OUTSTANDING 
STRENGTH, 
DURABILITY 
and 
FLEXIBILITY. 





‘i 
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\\ SPOT 
| SASH 
CORD 


identified by the exclusive col- 
ored spots, offers greater sales 
appeal than any other sash cord 
on the market. Homeowners, 
builders and architects have 
found it pays to buy and specify 
Spot Sash Cord for replacement 
as well as for new construction. 
You will find it pays to stock this 
high quality braided cotton line. 





SPOT CORD 
Size Nos. 6-12 available in 100 ft. 
hanks, usually 2 connected — also in 
1200 ft. coils, tubes and reels. 











Samson also makes a complete line of 
solid braided cotton cords including 
clothes lines, venetian blind, awning and 
traverse cords, and small lines... also 
Tite-Rope, wire-center, plastic covered 
clothes line and other plastic cords. 


WRITE or call your jobber today. 


CORDAGE WORKS 


BOSTON 10, MASSACHUSETTS 
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No. C-1458 | said this output was the equivalent our price 
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later model | " "os 
| Montgomery Ward Shows Ys =a ~— ' 
| Lower Prices in New Catalo + hvedh: Seem Shipmen 
g packed 12 to a box And Iro 
Many price reductions have been White Ser entete : 
| made by Montgomery Ward & Co. | 9 Factor, 
| in its mid-winter sales book. Prin- | | PITTSBURGH NIPPLE WORKS, Inc. househol¢ 
a“ cipal cuts were made in clothing, | 1455 Spring Garden Ave., Pittsburgh 12, Pa. totaled sy 
Sh \ <egee id with one slash as high as 57 pet. 13.6 pet 
AOU ig 1 | However, non-clothing items were yee I 
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re bel Ue. ee | of the company’s de luxe refriger- | METAL FLOATS 298,717 
PLATE — ators was reduced to $194.95 from | z aye? 1949, ac 
FASTENERS fa $204.95. Automobile tires were tihng liane figures al 
: re nage L: 
No. 012558 a oe wae from the less steel for open tank to Home . 
Rust-proof catalog. The book contains 132 150# pressure in stock— sociation. 
vats a pages, compared with 164 pages a specials of various metals Sales ¢ 
With wing | year ago. made to order. vember ; 
nuts. For ARTHUR HARRIS & CO. _— ¥ 
= TV Outlook Favorable BALLTYPE = GuICAGO 7, ILLINOIS maby aa 
cars | | For Immediate Future Factory 
| A critical year for the television THE NEW Columbiana ppl 
At your | industry accompanied by parts Bey lane ye ing ka 
favorite jobber | shortages, government production Here’s a fast-selling new Cam-Lock Hy- | omer 3 
or write direct | controls, and spiraling prices, is ult with few moving parts, this Colum. oe 
2 Ab forecast by Leonard Ashbach, pres- poy hy ee 
I PALE ident of Majestic Radio & Tele- % RON-CORAOSIVE VALVE ABSEM. Glidden 
ZF ZZ vision, Division of The Wilcox- 4 ANTI-FREEZE ACTION 
BOSTON 10, MASS. Gay Corp. Although present oper- Free Alo WATER Gastner Greates' 
ating conditions are continuing | | 5. » ss00 eS ee SSeS The pa 
favorably with a healthy outlook tien. Established 1688. of the Gl 
SHARON HAS SHIPPED ITS for the first quarter of 1951, it is Columbiana PUMP CO., Columbiana, Oble, U.S.A attained 
likely that conditions will change profits in 
radically in the early spring. IMMEDIATE DELIVERY! to the st 
ONE - MILLIONTH The Majestic plants in Brooklyn, oe — 
New York, and Charlotte, Mich., B | [ =| synthetic 
ASSORTMENT are currently producing at full ca- The divis 
pacity, but how long full production All types, wood and difficulty 
will continue is problematical, ac- WRITE steel in stock. mand for 
cording to Mr. Ashbach. The com- okies State type, quantity The re 
pany is not introducing a new line. Now! needed to save time. pany s ne’ 
Ashbach explained that his com- 1142 BROADWAY at St. He 
| pany has sufficient components | | ADIRONDACK CHAIR CO. {rev 7th, Sse" be in ope: 
| available for normal production and the comp: 
will continue on a normal basis, productio. 
barring any contingency. ment. 
“A serious threat to normal pro- | Dwight 
duction would be a government | that an ii 
curtailment on all forms of elec- | net sales 
tronic manufacturing,” reported | Bu company | 
Mr. Ashbach. “In a few months, | ber, first 
we expect severe shortages of | fiscal yeal 
in Novem 


critical parts which will practically | than j 
halt production.” an in a! 
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Mr. Ashbach found it difficult to | Vavin q Poo 
forecast prices for the coming year 
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but fears they will inevitably take 18 TV M 
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duced the possibility that the gov- In Motor 
ernment will institute price controls | Bonds A new 
on television receivers, and perhaps | celvers, i 
Ds a rollback similar to that decreed | eleven 17 
ay ey for the automotive industry. “In a | rectangulz 
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our prices competitive. Distributors 
and dealers still have full inven- 
tories and as long as they do, prices 
will be held in line.” 


Shipments of Washers 
And lroners Dropped 

Factory sales of standard-size 
household washers in November 
totaled 379,964 units, a decrease of 
13.6 pet from the all-time high of 
439,924 reported for October, and 
an advance of 27.2 pct over sales of 
298,717 washers in November, 
1949, according to industry-wide 
figures announced by the American 
Home Laundry Manufacturers’ As- 
sociation. 

Sales of tumbler dryers in No- 
vember aggregated 33,044 units, 
compared to 28,882 in October, a 
gain of 14.4 pct, and were 89.6 pct 
ahead of 17,431 in November, 1949. 

Factory sales of ironers in No- 
vember totaled 41,900 units, down 
11.8 pct from 47,500 in the preced- 
ing month, and an advance of 19.7 
pet over 35,000 in November, 1949. 


Glidden Co. Reports 
Greatest Paint Year 


The paint and varnish division 
of the Glidden Co. reports that it 
attained the highest sales and 
profits in its history, due largely 
to the success of Speed Satin, a 
washable interior paint with.a 
synthetic rubber emulsion base. 
The division. also reported having 
difficulty in keeping up with de- 
mand for the product. 

The report said that the com- 
pany’s new titanium pigment plant 
at St. Helena, Md., is expected to 
be in operation in March, enabling 
the company to more than double 
production of this essential pig- 
ment. 

Dwight P. Joyce, president, said 
that an increase of over 39 pct in 
net sales had been made by the 
company in November and Decem- 
ber, first two months of the new 
fiscal year. Both sales and profits 
in November, he said, were higher 
than in any previous November in 
the company’s history. 


18 TV Models Shown 
In Motorola's '51 Line 


A new line of 18 television re- 
ceivers, including six 10 - inch, 
eleven 17-inch and one 14-inch 
rectangular black tube television 
receivers, making up Motorola’s 
1951 line, were introduced at the 
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_ ECONOMY PACKAGES 
in “E”’ CARTONS 
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1 10 packages of a single size 
to the “E” carton. 4 


2 Each package is a complete 
sales unit, 5 


Five popular sizes 
—Nos. 15, 20, 25, 27, 35, 


Eliminates breaking of 
Contains one set of lacing, hinge standard boxes. 
3 and gauge pins for 12” of belting 


width, “JUST A 


HAMMER 
APPLY 


Order Cartons From Your Jobber — Ask for Bulletin A-60 


FLEXIBLE STEEL LACING CO., 4616 texington St., Chicago 44, Il. 
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PORTER 
De UTTER sb Ps 






A complete line of one- 

and two-hand metal and wood 

cutting tools with capacities up to 

%” bolts and %” soft rods. Hard and soft 

chain cutters—tire chain repair tools — nut 

splitters. Also wire cutters for all wire, wire rope, 

cable, flat bar stock and steel strapping. Special cutters 
for industry. 


PORTER HYDRAULIC INDUSTRIAL EQUIPMENT 


TIGHTENING 
OR LOOSENING 


for industries, construction, utilities, and transportation NUTS, BOLTS 
of all kinds. OR SCREWS 
Powered by outstanding Porter-Ferguson hydraulic jacks, 
this equipment provides a new and better answer for many re Tae ° 
installation, manufacturing and maintenance operations. Pas 





Flexible, controlled power for pushing, spreading, bending 
or straightening. Saves hours of valuable 
time. Available in complete 
sets with attachments for 
HEX, Phillips and plain 
screwdriver bits. 


NEW! FIXX COLD SOLDER 


A perfected and proven cold solder method for 
rapid, economical repair of metal and other 
surfaces. Used alone or with FIXX-FAB and 
FIXX-SOL for speedy, durable repairs of dents, 
gouges, holes and tears. Fixx is the basis of 
many new industrial techniques. 


H. K. PORTER, INC., Somerville 43, Mass. 


Makers « & Porter-Ferguson Auto Body FENDER TOOLS & EQUIPMENT 


















ASK FOR CATALOGS 
OF PORTER TOOLS 





f Porter Pruners 
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The McGill 


ALSTEEL 


mouse trap 





Best test of this proven all-steel 
nickel-plated trap is its phe- 
nomenal repeat sales. Easy auto- 
matic set and sanitary release. 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 














” Bunt 


PLASTIC HOUSEWARES 
| 


...Every Burrite Product is made of the 
finest materials and workmanship... Colors 
are permoanent...Burrite Products assure 
complete satisfaction, under all 
normal use. 








This label moves merchandise 


The Burrite guarantee label is our contract 
with your customers for quality and per- 
formance. It creates not only initial sales 
but assures you of big volume repeat busi- 
ness. It is only because of this huge volume 
that we are able to produce Burrite quality 
at prices competitive with ordinary lines. 


These exclusive Burrite features moke 


the difference with your customers. Gos 


e Extra fine detailing and finishing 
e Clean, uniform, permanent colors 
© Original, distinctive styling 
e Extra heavy weight materials 
e The famous “Burrite Guarantee’ 


Write today for prices, 
samples and 
i /», information. 
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American Furniture Mart in Chi- 
cago. 

A line of 1951 television models 
with prices similar to comparable 
1950 models was announced by 
RCA Victor. The line starts with 
a 14-inch table set priced at $219.95. 


Aluminum Production 


Greatly Stepped Up 

R. S. Reynolds, Jr., president of 
Reynolds Metals Co., said that 
aluminum production in the 
United States in 1953 will be 
seven times what it was at the 
start of 1940. Producers, he said, 
will increase their productive fa- 
cilities by a billion pounds an- 
unally in the next few years. Pro- 


duction is now at the rate of 
1,400,000,000 lbs annually, over 
four times the 1940 level, he 


pointed out. 


Tremendous Rural Market 





For Major Appliances 


The existence of a good market 
among farm families for kitchen 
sinks, electric refrigerators and 
washers was reported by the Agri- 
culture Dept. recently, at the annual 
Agricultural Outlook Conference. 
Gertrude S. Weiss, head of the 
Family Economics Division of the 
Department’s Bureau of Human 
Nutrition and Home Economics, 
said that 45 pct of rural homes have 
kitchen sinks, as against 94 pct for 
urban homes. This is based on the 
Department’s data for 1948. Baths | 
or showers are to be found in only 
27 pet of farm homes, compared 
with 83 pct of urban residences. 

Miss Weiss estimated that if 
kitchen sinks were installed in all 
farm homes now lacking them, it 
would take all the sinks made in 
this country during the 18 months 
of high output from January, 1949, 
to June, 1950. She said that as many 
or more electric refrigerators and 
washers could be used by farm 
families. 


Linseed Oil Stock Sold 
By Commodity Credit Corp. 


The Commodity Credit Corp., | 
Dept. of Agriculture, offered for 
sale during December approxi- 
mately 529 million lbs. of raw 
linseed oil, at minimum prices 
ranging from 13.75¢ per lb. to 
14.45¢ at various storage sites. 
The farm price support agency 
also offered for sale quantities of 
flaxseed, gum rosin, grains and 








potato starch. 


Improved designs make them 


easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 


12 types, 40 sizes—2-arm, 
3-arm, dard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 





Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 
5348 NORTHWEST HIGHWAY 

CHICAGO 30, U.S.A. oe 
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“Is it 
too late, 
Doctor?” 


It’s not too late for Americans 
who go to their doctors at the 
first sign of any one of cancer’s 
7 danger signals: (1) any sore 
that does not heal (2) a lump 
or thickening, in the breast or 
elsewhere (3) unusual bleed- 
ing or discharge (4) any 
change in a wart or mole (5) 
persistent indigestion or dif- 
ficulty in swallowing (6) per- 
sistent hoarseness or cough 
(7) any change in normal 
bowel habits. 

Guard yourself against cancer. 
Phone the nearest office of the 
American Cancer Society or 
simply write to “Cancer.” 


American Cancer Society 
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Permanent 
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wooopdD 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 





8” x 10” carton disploy 
* printed in red and black 
or on cords for bin display 






Here's a wood joiner that really 
HOLDS .. . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 


Epaole wood joints that show uses 
of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE. CHICAGO 18, ILL. 
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Scoc 


VERALL 


3% In. O 


Largest Scooy 
9 In. OVERALL 


@ DURABLE 
@ FOUR SIZES 
@ PERMANENT COLORS 


Here’s an extra handy set of kitchen 
Scoops every housewife will want for her 
very own. Molded of durable plastic in 
Permanent, brilliant colors. Set incluaes 
four scoops of graduated sizes that nest 
compactly for shipping and display. Be 
first with these new MACK kitchen aids. 
Phone, wire or write for prices, now! 


WRITE FOR COMPLETE CATALOG 
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Many Paint Ingredients 
On Critical List, Says 
Sherwin-Williams Head 


“Shortages are developing daily 
in the paint industry as a result of 
the raw material situation,” stated 
Arthur W. Steudel, president of 
Sherwin-Williams Co., in a review 
of the current paint situation. 
“There is every indication that 
shortages will continue to affect 
production from time to time, at 
least temporarily, on certain items, 
sizes and colors.” 

Mr. Steudel continued: “‘We use 
in manufacture of paints, varnishes, 
lacquers and enamels many raw ma- 
terials that are also used in the 
defense programs. These include 
lead, zine, titanium, aluminum, 
phthalic anhydride, alkyd resins, 
cobalt driers, latex, nitro cellulose, 
metals for cans and drums, soda 
ash and chromes used in making 
dry colors, ultramarine blue, 
phthalocyanine greens, napthaiene, 
buty] alcohol, acetate, etc. 

“Already many directives have 
cut back civilian uses of these and 
other materials to provide more for 
the defense program and for rated 
DO orders, which have priority as 
to raw materials. It is expected 
many more directives will be issued. 

“The pinch to date has not been 
too severe as is reflected by our 
sales increase of 26 pct for the 
September - October - November 
quarter compared with the same 
period last year. 

“Our finished inventories were 
in pretty good shape going into this 
period, as are the stocks of most 
paint dealers, so in spite of the 
problems referred to, we _ believe 
we will be able to take care of our 
established customers as far as 
their immediate painting needs are 
concerned, including spring paint 
requirements. 

“lf necessary,” Mr. Steudel con- 
cluded, ‘“‘we will make less rather 
than introduce any substitute ma- 
terials or formulae that might 
lower our quality.” 


Over 8 Million Vehicles 
Made in ‘50; 28% Increase 


Total production of all 
vehicles in 1950 is estimated at 
8,015,750 units, or 28 pct over the 
1949 level, by the Automobile Man- 
ufacturers Association. Passenger 
car output, final figures will show, 
set a new high. 


(Resume reading on page 15) 
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RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Some steel products are in 
short supply but our over-all 
stocks are still large and di- 
versified. So contact Ryerson 
when a customer’s order calls 
for steel you don’t carry in 
regular stocks. We’ll gladly 
cooperate closely on any 
steel requirement—any steel 
problem. 

PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing ¢ Allegheny Stainless © Alloy 
Steel © Safety Floor Plate * Babbitt 
Solder ¢ Metal Working Tools & 
Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 

, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 






























GOOD FISHERMEN 


know thot of all their equipment—it's 
their HOOKS thot moke the contact 
with the fish—and if the fish doesn’t 
get the ‘’point’‘'—they do not get the fish 
It pays te fish with the best—ond the 
world’s best hooks 
ore— 





you a complete choice 
of points and bends from the 
largest stock in America. 


**Pequea’’ uses the famous Mustods and 
snelis them with Dupont Nylon leoder 
material by a patented machine proc- 
ess, with the result thot every ‘‘Pequeo’’ 
snelled hook is uniformly stronger and 
absolutely dependable. A fish can't get 
away from a ‘‘Pequeo’’ snelied hook. 
Pequea also makes the famous Quilby 
Minnow. Made in 60 sizes for ol! fresh 
and saltwater fishing 





Send for details of Pequea’s 
Popular tocalized assortment 
of Hooks and Quilby Minnows. 


PEQUEA WORKS, Inc. 


Makers of Fine Fishing Tackle 
STRASBURG, PA, 
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MINEOLA, NEW YORK 


ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 
Nationally Advertised Products 


GREAT NECK SAW MFRS., inc. 
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$c walt serorer® 


...« for the stars in our line 
see your jobber 























ASK 
YOUR 

JOBBER 
TODAY! 


STYLED FOR BEAUTY « GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 





AMERICAN IMPORT CO., San Francisco, California 














a 








Boxed & Carded | 
¢ popular-priced> | 
for LACQUERING, 
VARNISHING 
ENAMELING 
MARKING and 
f TOUCH-UP 


J R \) der From Your Jobber 
KC \X 





\\\ M. GRUMBACHER. »<.| 


Em 460 West 34th St., New York 1,.N. Y. | | 








folder 












a ae ) 
Auger bits | Midway Auger Bits 
for every “pregerred by all 
purpose — uho want the beat!” 








Standard auger bits 
17 sizes (44¢” to 24,6”) 
electric drills 


4/16” to 12/46” Ae SS 
Mhudwag 


Auger bits for 


Sales Office and Factory 
Melvin, Ohio 





THE MIDWAY TOOL*CO 


INC 


! 
! 
> a 
| 


“ROYAL joint FASTENERS 


—PRE-SOLD VIA NATIONAL ADVERTISING! 


-"g WAYS TO PROFITS 
/ IN-DEMAND SIZES! 


SEE YOUR JOBBER—-OR CONTACT— 
INDEPENDENT METAL STRAP CO., INC. 
ESTABLISHED 1907 » 232 THIRD ST., BROOKLYN 15, N. Y. 











|| 











When You Are Looking 
For a Certain Product 





and only the trade-name is known— 
look in the General Directory Section 
of the Catalog Directory Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Catalog and Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 

















| 





BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 





See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1315 w. Congress St., Chicago 7 
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Largest 


F 
TO 








W.L.W. 


233 -N. Calif 


FOLL 


Year afte: 
the volum 
tising. Its 
seller, em 


HARI 


ec 
HARDWARE 














* MARSHALLTOWN TROWELS * 














MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN., 





IOWA 


— 




















wrer matic 

o” 

AN ORIGINAL 
SENSATION IN 

SPONGE MOPPING ~Z@ 


Wring 
here 


Stand 
upright 










No Stooping e 
Lever on handle of Hydro-matic 

Jets housewife drain water from 

sponge without wetting hands. Hands always 








MINUTE MOP (0. 2.6:2°.0215" 















away 


from wet mophead. Has versatile handle. bumpers, etc. 
w Sensational new features put it in a class by itself in 
arousing housewife demand. Call your jobber today. 


. 





| 


UMoslown 


TRADE-MARK 
WORLD CHAMPION AMMUNITION 


CONSISTENTLY 
ADVERTISED TO 


YOUR Xpert 
CUSTOMERS 22'S AND SHOTGUN SHELLS 

IN THEIR 

FAVORITE Super-X 
MAGAZINES | 22'S, SHOTGUN SHELLS, 


CENTER FIRE CARTRIDGES 





e « « BRINGING THEM INTO YOUR STORE FOR HIGHEST QUALITY 
IN ARMS, AMMUNITION, AND ALL PRODUCTS 

















25, 1951 


Largest Exhibition of Garden Supplies, 





FREE ADMISSION 
TO THE TRADE ONLY 


VALUABLE PRIZES! 





To Keep Abreast of the SUPPLY SITUATION, Plan Now to Visit the 


NATIONAL GARDEN SUPPLY & POWER EQUIPMENT TRADE SHOW 
HOTEL ASTOR e NEW YORK CITY e JANUARY 30-3Ist 
Power Equipment & Packaged Plant Materials Ever Assembled Under One Roof! 
SPONSORED BY 
Waitonal Garden Supply 


MERCHANDISER 


and Power Equipment Dealer 


AND LEADING DISTRIBUTORS 





ALL NEW 1951 
GARDEN MERCHANDISE 
AND EQUIPMENT 

















W.L.W. MANUFACTURING CO. 
233 _N. California Ave., Chicago 12, Ill. » 


da 











ASK FORIT “i 
BY NAME \ 


il {fg 
Uf 4 
Y 






ACID CORE 


SOLDER 


Why accept less than the Best—when GLASER costs no more? 
GLASER LEAD CO., INC. 
21-31 Wyckoff Avenue, Brooklyn 27, N. Y. 
RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 














Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 





FOLLOW THE LEADER IN ‘'Want Ad"' ADVERTISING— 


HARDWARE AGE Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y. 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additional word.......... .10 


Positions Wanted 
Maan set solid, ont, 


ote 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: S$ les of merchandi: literature, 
catalogs, etc., will not be forwarded te box 
number advertisers unless accompanied by 
sufficient postage for remaiiling. 





No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order ia form 
of check or money order, not currency or 
stamps. 











Help Wanted 


| Representatives Wanted | 


Accounts Wanted 








AGGRESSIVE MEN! 


Opportunity for advancement or to own your own store 
with expanding a a bay of = Brown ba a Se . 
Country Stores. O s for Store or Departm 

Managers in Hardware. Qaptlances, * Building Mate. 
rials, Housewar arm and Garden Equipment, Ete. 
Write fully to Public Ri Relations Manager. 


JIM BROWN STORES, INC. 
417 Jim Brown Building, Cleveland 3, Ohio 


| HARDWARE MANUFACTURER. We have a 











HARDWARE BUYER, AN EXCELLENT 


OPPORTUNITY for a man with broad purchas- 


ing experience to associate with a well- established 
growing Chicago concern which is engaged in a 
wholesale and retail chain store operation. Send 
including 
care 
New | 


complete resume of employment record, 
age and salary desired. Address Box A-19, 
of Harpware Ace, 100 East 42nd St., 
York 17, N. Y. 





Representatives Wanted 











SIDELINE SALESMEN 


444 Jaren? FOLLOWING anton 
brig ARE RETAILERS TO CARRY NATION- 

ALLY ADVERT SED AND PUBLICIZED NSWIRL. 
0-MATIC at | REVOLVING BRUSH). _ LIB- 
ERAL COMMISSION. 6 Ad eae TERRITORY. 
ADVISE TERRITORY DESIRE 


MELAIRE DISTRIBUTING “COMPANY 
420 Lexington Avenue New York 17, N. Y. 








SALESMEN SELLING RETAIL DEALERS 


Opportunity to join sales staff of estab- 
lished Hardware Wholesaler now reor- 
ganizing sales organization; many ex- 
clusive territories with established 
accounts still open; should carry other 
non-competing lines. 
Address Box R-102, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


FIRM ESTABLISHED 1945 seeking additional 














ENTIRELY NEW INVENTION. FLUSH 
tank closet improvement. Some territories oven. 
Representatives wanted. Write FLEX MANU- 
FACTURING 
field Avenue, Chicago 20, Illinois. 








SALESMEN AND MANUFACTURERS REP- 
RESENTATIVES calling on wholesale and _ re- 
tail hardware and plumbing trades to handle line 
of chemical cesspool and drain cleaners as well 
as fuel oil sludge solvents. High commissions. 
Address Box A-21, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


COMPANY, 7643 South Marsh- 


| SELL to the 
| supply houses. We 
| ganization of fifteen salesmen, covering most of 





PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New 
York firm. Sell to Hardware Stores and 


Plumbing Contractors. Choice (protected) 
territories open. Commission. Replies con- 
fidential, 


Address Box A-2. care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


| tor or on straight 
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SALESMEN, FOR REPUTABLE BUILDERS 


few excellent territories for aggressive men to 
solicit lumber and hardware dealers on commis- 
sion basis, with a complete line of door locks and 
door accessories, State full details when reply- 
ing. Address Box R-106, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y 





| ing on Hardware, 
| tailers and jobbers, 





Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 











MANUFACTURERS REPRESENTATIVE 


selling New York State, City, and Jersey 
Hardware and Mill supply jobbers, will 
accept one more established line. Pres- 
ent lines, under exclusive contracts, in- 
clude insect wire cloth, lawn fence, con- 
crete mesh, wrought washers, turkey 
wire. 


James P. Garrigan, 3509 Avenue H, Brooklyn 10, N. Y. 














Y.—NEW ENGLAND—WASH., D. C., 
Volume sales to Job- 
Government con- 
16 Beaver Street, 


exclusive representations. 
bers and Department stores. 
tracts. Leroco Associates, Inc., 
New York 4, N 


COMBINATION EXPORT MANAGER 
FIRM, offers channels of distribution throughout 
the world, specializing in Latin America. Handle 
all export details inherent to exporting for a 
group of manufacturers of related, but non-com- 
peting products, on exclusive basis. All offers 
will be given careful consideration. Address 





30x A-22, care of or ARE AGE, 100 East 42nd 
Street, New York 17, N. Y. 





TO THE MANUFACTURER WISHING TO 
ss hardware and plumbing 
have an excellent selling or- 


the states. Warehouse connections on the west 
coast for non-conflicting lines. Some of our own 
patented products will have to be discontinued 
because of shortage of copper and brass, there- 
fore we can use some good, worthwhile items. 
Others not considered. Can handle as distribu- 
commission basis. Address 
Sox A-11, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 


ONE MAN SALES ORGANIZATION, estab- 
lished. Selling to department stores, jobbers, 
chains, and premium houses, can handle one addi- 
tional line and do a job. Metropolitan New York 





and New Jersey territory. Address Box A-18, 
care of Harpware Ace, 100 East 42nd St., 


HARDWARE AGE, 


New | pay cash. 
Vwk 17, N. Y. ' 


WANTED: ONE OR TWO MAJOR LINES 
for San Francisco Bay area by a former jobbers 
salesman who is well acquainted in this territory. 
Only such lines as can be shipped and marketed 
in this territory by hardware, furniture, auto, cr 


electric trade. Box 301, Point Richmond, 
California. 
SALESMAN WITH LARGE FOLLOWING 


in the states of New York and New Jersey call- 
Paint and Lumber Yard re- 
desires specialty or complete 
lines. Address Box A-17, care of Hardware Axe, 
100 East 42nd Street, New York 17, N. Y. 


FACTORY REPRESENTATIVE OF BUILD. 
ERS & CABINET HARDWARE covering New 


York, New Jersey, eastern Pennsylvania and 
Connecticut, seeks additional line. Address [ox 
A-16, 100 East 42nd 


care of Hardware Age, 
Street, New York 17, N. . 


EXCEL LENT SALES FOLLOWING HARD- 
WARE AND ELECTRICAL jobbers Rocky 
Mountain territory. Interested in an _ additional 
line. Aggressive, experienced, qualified. Con- 
sistent sales coverage. Here is an opportunity 
to get a reliable salesminded agency in this im- 
portant growing territory. Address Box A-23, 
care of Harpware Ace, 100 East 42nd Street, 


| New York 17, N. 





Positions Wanted 


YOUNG MAN, 25, SINGLE, SEEKS clerical 
or sales position with Hardware W holesaler or 
Manufacturer. 8 years’ hardware experience in 
Denmark, one year sales experience. Speaks 
English fluently; also some German. Willing to 
travel. Address Box A-20, care of Harnware 
AGE, 100 East 42nd St., New York 17, N. Y. 


SAL ES POSITION WANTED. MARRIED 
MAN, 40, with 15 years’ experience selling house- 
wares to jobbers, department stores, hardware 
stores. Setting up permanent residence in Florida. 
Desires Position with manufacturer, jobber or 
manufacturers’ representative firm. Can _ invest 
some capital. Has top proven sales record with 
one of housewares leading firms. Address Box 
A-15, care of Harpware Ace, 100 East 42nd St., 





New York 17, N. 





Business Opportunities 


CANADIAN IMPORT RESTRICTIONS 
LIFTED. Resident of Montreal seeks arrange- 





| ment with American manufacturer for Canadian 


manufacturing wholly or 

Excellent trade con 

Can finance; 
Canada. 


distribution and/or 
partly of meritable product. 
nections, experience and references. 

S. Borer, 8570 Stuart Ave., Montreal, 





Merchandise Wanted 


WANTED IN GROSS QUANTITIES Sun- 
beam mixers, toasters and shavers, General Elec 
tric Toasters and mixers, name brand refrigera- 
tors in car load lots, Westinghouse toasters an 
Toastmasters, Hotpoint toasters and mixers. Will 
MUTUAL IMPORT COMPANY, 
1204 St. Antoine Street, Montreal, P. Q. Canada. 
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“Is it too late, Doctor?” 


Fortunately, it’s not too late for more and more 
Americans who are going to their doctors in time 
...at the first sign of any one of the seven danger 
signals which may mean cancer: (1) any sore 
that does not heal (2) a lump or thickening, 
in the breast or elsewhere (3) unusual bleeding 
or discharge (4) any change in a wart or mole 
(5) persistent indigestion or difficulty in swallow- 
ing (6) persistent hoarseness or cough (7) any 
change in normal bowel habits. 


HARDWARE AGE, JANUARY 25, 1951 





By showing Americans what they can do to protect 
themselves and their families against cancer, the 
American Cancer Society is saving thousands of 
lives today. By supporting science and medicine 
in the search for the causes and cures of cancer, 
the Society hopes to save countless more tomorrow. 
To guard yourself, and those you love, against 
-ancer, call the nearest office of the American 
Cancer Society or address your inquiry to “Cancer” 
in care of your local Post Office. 


American Cancer Society 





205 











| ACE HOMEMAKER GIFT SET 


Stainless Steel 
Ivory or Black 
Catalin Handles 
Lifetime Guarantee 
Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 
7-Pieces beautifully 

packaged in Gift Box 
— from your Whole- 


saler. $4 225 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 

















Beautifully Finished 


Available in Imported & lish 
jun ers. 
ao Leaded Especially tr 
rican ng 
auges Conditions. 


ELEY ““ALPHAMAX"’ 

& ELEY “MAXIMUM” 

(Long Range Loads) 

ELEY “GRAND PRIX’ 

(Field, Trap & Skeet 
Loads) 


Loaded With Double 
Base Smokeless Powder 


“ELEY” the most 
profitable line on 
the market today 


Packed 25 to a 
carton, 500 to a 
case. 








For full information write, Dept. H-25 






25 LAFAYETTE STREET 
BROOKLYN 1,N.Y 


$.E. LASZLO worm 









CHISEL SETS 


Multiply profits by selling 
GREENLEE chisels in sets 
of 6 or 9... handsome new 
GREENLEE plastic roll makes 
it easy for youl 










pfele/REie) Ba 7 las) ji, | 


: GREENLEE | 






Write fe ios free 


GRE 
Hand a Quick 
Reference a 





















GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, 


ILL. 











FINGER GRIP ADJUSTABLE CLIPS 


. + for parking things where you use them. 


% Fasten to any 


woodwork 

% Can be adjusted | | 
in a jiffy 

% Packed in at-| | 
tractive display 
boxes 


Popular Retail Prices 
Small — 3 for 10c 
Med.—8c, 2 for 15¢ | 
Large — 10¢ 








Favorite with home 
workshop fans. | 


ASK YOUR JOBBER 
—OR WRITE. 


ARTHUR I. PLATT CO. 


‘Fairfield, Conn. 
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Marquette Appliances, Inc. ...... 165 
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National Cash Register Co. ....32-33 


National Garden Supply Mer- 
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Royal Electric Co., Inc. ......... 72 
63| Russell, Burdsall & Ward Bolt & 
RR ee. ‘ 
Russell & Erwin Div. ............. 29 
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Supreme Products, Inc. .......... 151 
| Satiew Coerp., ©. A. .....cccccvee 73 
Swift & Co. "'Vigoro Div." woe. 154 
T 
Technical Glass Co. .......... 47 
Thompson & Son, Henry G. . 19 
Toledo Pipe Threading Mch. Co. 195 
Vewmbweties, Ba6. ....6s 0. ccccees . 193 
Turner & Seymour Mfg. Co. 180 
U 
US Lite Nip. Co. ..... 55% 005 40 
United States Rubber Co. ....... 72 
Upson Brothers, Inc. ............ 161 


Utica Drop Forge & Tool Corp... 48 


National Mfg. Co. ............... 183 
New Bedford Cordage Co. ...... 80 
New Britain Machine Co. ....... 123 | 
New England Mfg. & Supply 
ED "as Praia. pk culeiakd eal oanoetis 121 
New York Wire Cloth Co. ....... 179 | 
Niagara Chemical Div. — 
Nicholson File Co. ............... 
North Bros. Mfg. Co. ............ 159 
fe) 

O'Malley Valve Co., Edward .... 78 
Ge Fibre Bruch Coe. .....ccccscces 57 
P 
P & C Hand Forged Tool Co. ... 163 
Parkersburg Steel Co. ........ 143 
PADUA COIR. .... -cccccseeces 160 
Patterson-Sargent Co. ........... 89 
Pecora Paint Co., Inc. ........... 126 
Pequea Works, Inc. ........... . 201 
Petersen Mfg. Co. 145 
Phoenix Table Mat Co. 202 
Pittsburgh Nipple Works, Inc. 198 

Pittsburgh Plate Glass 
Paint Div. eakwsahaeiansesees: Tae 
Pennvernon Glass .............. 137 
NIN. vie eacacscuwonnen . 207 


Plastic Woven Prod., Inc. ........ 65 


Platt & Co., Arthur L. .... .. 206 
Plumb, Inc., Fayette R. ......... 209 
Portable Electric Tools, Inc. ..... 156 
Porter, Inc., H. K. ... sateen 199 
Propulsion Engine Corp.......... 141 
Puritan Cordage Mills sere 166 
R 
Remington Arms Co., Inc. .... 117 
Republic Steel Corp. ............ 27 | 
Revere Copper & Brass, Inc. .... 135 
Riegel Textile Corp. ............. 22 
Be WON WOR. cis takecsinee ween 3é 
Robinson, Inc., Edward E. ...... 88 


w 
W. L. W. Mig. Go. ............. 
Warren Tool Corp. .. er 
Warwood Tool Co. .............. 163 
Western Cartridge Co. .......... 203 
| Wheeling Machine Prod. Co. .... 40 
Wickwire Spencer Steel ‘% 128 
Wilcox-Crittenden ses 192 
Weeire: FG... GO. .n5.0csccsices 156 
Wind-King Electric Mfg. Co. ..... 84 
Wooster Brush Co. eels 2 
Wooster Rubber Co. .......... 66 
Wright Steel & Wire Co., G. F... 208 

Y 
Yale & Towne Mfg. Co. .... 3 
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An UNUSUAL Imported Line 
Of Different and Exclusive 


TOYS 


These TOYS are so distinctly different and out of 
the ordinary, that they are quickly salable and doubly 
profitable for dealers to handle. A guaranteed line. 

Catalog and Samples sent on request. 

Sold Through Wholesalers 


FRANKONIA PRODUCTS INC. 
100 FIFTH AVENUE, NEW YORK 11, NEW YORK 


























PLAS-TEX 


TRACE MARK 






CLEAR TOP 


GRACEFUL 
DESIGN 


THE PLAS-TEX 
CORPORATION 
P.O. BOX 12396 
LOS ANGELES 64, 
CALIFORNIA 











INGERSOLL 


SHOVELS 


... Edges won't split or curl! 


b their blades are made of 
TEM-CROSS Ingersoll Process Steel. 


It is cross-rolled to give an interlocking, 
mesh-grain structure and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write for prices. e 


"A Borg-Warner Product” 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 

















“BEST BY TEST’’ say professional men! 
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...+and that's why dealers order and re- CALL YOUR 
order these finest quality knives and scrapers JOBBER and 
backed by 74 years of know-how. ORDER NOW! 





GOODELL COMPANY antcim, New 


Hampshire 


207 





th ge Sheffield 


SELLS FAST...BRINGS 
| Brings You The BES57 

MORE DOLLAR VOLUME o — 

in OIL 


COLORS 


WITH THE COLORFUL DISPLAY 

CABINET THAT SELLS MORE OIL 

COLORS FOR YOU ON SIGHT. 

COLORFUL TINTING CHART ON 

CABINET SHOWS THE DOZENS OF 

BY CARLSON ati SPECIFIC TINTS RESULTING FROM 

: Wide”: Cary VARIOUS COMBINATIONS OF 

Customers want its extra usefulness... evseent OlL COLORS AND- WHITE. 


easy-to-read markings in jet black =, ure 
; : : Ba hefttiele = oo: Here’s the greatest deal in the 
against snow white. Blade is acid-resis- | J SMTTELEM world in oil colors! The very finest 


tant, wear-resistant and crack-proof... | _ ogee y — Wality oll colors... in a complete 

. E a a | range of colors... all triple ground 

changeable in 10 seconds. ..equipped pen oe * _ ‘ein pure linseed oil... all FULL 

with swing tip. The 10-foot White Chief eee «STRENGTH... and at popular 

: ee ee a en aie en prices! Get this display cabinet... 

is a sales leader. ae oo edie and watch your oil color sales 
P % aeeeeen, §=6700m up! 

















All Carlson Rules packed in fast-selling 
display cartons « « « Ask your Jobber. 


ey ShetticldZeonze 
perro = CARLSON & SULLIVAN, INC. aes §— PAINT CORPORATION 


2089209, 2510939 tp: semen 
' 5 4 MONROVIA, CALIFORNIA - CLEVELAND 19, OHIO 





9... en 
pence gi Hexagonal Netting requires SOUTHINGTON SQUARES 
little or no stretching. Woven even- ADD UP TO DEALER 


ly with perfectly straight selvage. 
Users find that it hangs like a cur- PROFITS 
tain, straight and even throughout. 
When they need more they ask for 


the netting with the famous rooster Buy ‘em! Stock ‘em! Sell ‘em! 


trademark. See for yourself how Southington high quality squares win 
customer acceptance for you. Complete line of aluminum 
and steel squares in various finishes. 


ALSO TRY SQUARES, MITRE SQUARES AND BEVELS 


5 F WRI Aull Sigal & Contact the Jobber Nearest You 
 * WIRE CO. 


THE SOUTHINGTON HDWE. MFG. COMPANY | 
W eo) R @ E S 5 E R _ M aN S +. Since 1867 Southington, Conn. 
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